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Story of the Week 


. breezy and self-confident young 
me. sauntered into a public library 
th other day, announcing that he 
we ited to borrow a lot of books. The 
sor librarian produced a blank ap- 
pli‘ation form, and proceeded to fire 
questions at the jaunty fellow. 


Occupation?”’ she asked crisply. 


I,’ proclaimed the young man 
with importance, ‘am first assistant 
to the second vice president in charge 
of sales, and junior assistant to the 
senior assistant in charge of per- 
sonnel of the Widget Corp.” 


Without further comment, _ the 
librarian wrote on the blank: 


“Clerk.” 


Television Note 


Ellis Redden, advertising manager 
for Motorola, has come up with a 
slogan which, in our opinion, is the 
best yet conceived by anyone in the 
television industry: He advertises: 


“Season tickets for a lifetime.” 


Anecdote of the Week 


“The most inexpensive (but effec- 
tive) publicity stunt I ever en- 
countered,” that legendary advertis- 
ing man, Ernest Calkins, told a 
group of friends one time, “was 
pulled off by the manufacturer of 
a carpet-sweeper. 

“He offered a prize of fifty dollars 
to the hardware store employe who 
would write the best advertisement 
for his machine. But the catch was 
this—the advertisement had to be 
published in the local newspaper. 


“As an ad-writer for a hardware 
dealer, I considered myself eligible to 
participate, and I won the prize. 
Later I learned that this contest re- 
sulted in 1,433 advertisements for his 
sweeper being published in _ local 
papers throughout the United States. 

“For the trifling sum of $50 he 
received about $10,000 worth of ad- 
vertising! 

“TI decided then and thete to make 
advertising my life work.” 


Ingenuity Pays 


While Prestidigitator Howard 
Thurston was a lad, his feats of 
magic as yet unknown to the world, 
he encountered difficulty in obtaining 
an audition for his novel act. 


At too long last he succeeded in 
snaring a pair of bored bookers. They 
granted him an appointment for 
10 a.m. on the following Tuesday at, 
of all -places, New York’s Astor hotel 
roof garden. 

His-elation at this temporary suc- 
cess was punctured by the sudden 
rec lization that he would be playing 
to the twagpooking agents only, with- 
out’ the oustomary large audience 
which is*so essential to a showman’s 
success. 

cting on an inspiration, he in- 
Se: ted the following advertisemént in 
th Sunday New York Times “classi- 
fie: ad” section: 


Wanted—1,000 men for one hour 
or ». Each man will be paid $2.00. 
A >ly 10 a.m. Tuesday at the Astor 
he >l roof garden. Ask for Mr. 
Se .uelson.” 

t the appointed time Thurston 
ar ved at the Astor Roof to find it 
ja med to capacity. The two amazed 
b king agents were seated in the 
fr .t row. 

Thurston walked impressively onto 
tl. stage. 

yentlemen, I am afraid there 
he been some mixup,” he announced. 
“) -. Samuelson, whom you are wait- 
in’ to see, has been delayed. In the 
m ontime, if you like, I will enter- 
ta you with a few tricks.” 

nurston was applauded hand- 
so ely, ,and he proceeded to trot 
o. his repertoire. The act was an 
©.’ »whelming success, and Thurston 
m: ‘e his exit amid a thunderous ova- 
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Fixture Volume Up, 
But Production 
Costs Seen Rising 


CHICAGO—Members of the Com- 
mercial Refrigeration Manufacturers 
Association attending the annual 
spring meeting of the organization 
at the Bismarck hotel here on April 
14 concluded that although 1950 
gives promise of breaking all sales 
records, the industry will soon be 
turning out its products just for the 
fun of it unless greater attention is 
paid to basic management principles, 
lest shrinking profit margins bring 
about a condition of “‘profitless pros- 
perity.” 

Speakers pointed out that while in- 
creases in raw material and com- 
ponent prices, as well as labor costs, 
were not marked during the past 
year, they have keen moving steadily 
upward. In addition, the transition 
from a sellers’ to a buyers’ market 
has materially increased the average 
manufacturer’s outlay for advertis- 
ing, selling expense, and administra- 
tive costs all along the line. William 
B. McMillan, president of Hussmann 
Refrigeration, Inc., and Edward N. 
Northey, head of the Commercial 
Refrigeration Div. of Herrick Refrig- 
erator Co., conducted the panel dis- 
cussion that expressed these opinions. 

Much stronger emphasis must be 
given to re-educating commercial re- 
frigerator dealers and their salesmen 
in the techniques of effective sales- 
manship, it was brought out in a 
panel discussion led by John H. 
Coolidge, president of Sherer-Gillett 
Co.; William R. McShane, sales man- 
ager of Koch Refrigerators; and 
George R. Lindahl, Jr., general sales 
manager of Super-Cold Corp. 

While most equipment manufac- 
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Program Listed for 
Rema-Rses Conclave 


WASHINGTON, D. C.—An execp- 
tional program of technical talks and 
educational briefs has been arranged 
for the 1950 Midwest Educational 
Exhibits and Conference to be held 
in the New Jefferson hotel in 
St. Louis, May 26, 27, and 28, it has 
been announced by headquarters of 
Refrigeration Equipment Manufac- 
turers Association here. 

Exhibits will be open during the 
following hours: 

Friday, May 26: 1 to 6 p.m. and 
7 to 10 p.m. 

Saturday, 
6 p.m. 

Sunday, May 28: 1 to 4 p.m. 

Approximately 80 manufacturers 
have taken exhibit space to provide 
educational exhibits covering refrig- 
eration and air conditioning products. 
The exhibits and conference meetings 
will be open to any interested per- 
sons in the industry. 

(Concluded on Back Page, Column 1) 


N. Y. Water Re-Use Ruling 
For Refrigerators To Stay 


NEW YORK CITY—New York 
City’s new rules that require recir- 
culating water for refrigeration and 
air conditioning equipment “are here 
to stay,’ Stephen J. Carney, water 
commissioner, announced recently. 

With the gradual filling of the 
city’s water reservoirs as the result 
of recent prolonged rains, Carney in- 
dicated that he may relax some of 
the restrictions on water use. But not 
on refrigeration or air conditioning. 
Those regulations will not be modi- 
fied or relaxed in the slightest, he 
emphasized. 


May 27: 12 noon to 


7% Tax Voted 
On Freezers, 
Refrigerators 


WASHINGTON, D. C.—The House 
Ways and Means Committee has ten- 
tatively voted to eliminate and 
change some of che manufacturers’ 
excise taxes in a manner that will 
gain the approbation of some seg- 
ments of the refrigeration and appli- 
ance industries, and the opposition 
of others. 

It was emphasized by Rep. Dough- 
ton, committee chairman, that all of 
the actions taken are “tentative and 
might be changed later.’”’ It is also 
worth noting that the Senate will 
consider and possibly modify, in con- 
ference with the House committee, 
these proposals, evolving a measure 
which would then be subject to ap- 
proval or veto by President Truman. 

However, these are the tax 
changes that the House committee 
has thus far voted: 

The present 10% tax on household 
refrigerators would be cut to 7%. 

Home freezers, at present free 
from tax, would be taxed at 7% 
(home freezers are, incidentally, the 
only new item covered in the tax 
proposals thus far). 

Refrigeration apparatus and air 
conditioning would be taxed 10%. 
What this means is not at all clear. 
Under the present law, only self- 
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Feb. Refrigerator 
Volume Rises 32% 


(See table page 4) 


NEW YORK CITY — February 
sales of household refrigerators by 
14 firms reporting to the National 
Electrical Manufacturers Association 
were 32% ahead of the same month 
in 1949 and 23% ahead of January, 
figures released by the association 
indicated recently. 

Sales for the first two months of 
the vear were 12% better than in 
1949. 

Of the 461,256 units sold in Feb- 
ruary, 450,751 were sold in_ the 
United States. Only 10,505 were sold 
abroad as compared with 11,119 in 
February of last year. 

_ The 8-cu. ft. size box was by far 
the. most popular, accounting for 
36% of total unit sales. The 168,294 
nits of this size sold in February 
was more’ than twice that of any 
other size category. The 9-cu. ft. size 
was second with 72,708 units sold. 

\ The 8-cu. ft. size led foreign as 
well as domestic sales. 


Dealers In ‘Capital 
Adopt New Code 
For Appliance Ads 


WASHINGTON, D. C.—To clean 
up what has been described as “near 
chaos” in the television and appli- 
ance market here, local appliance 
dealers, in conjunction with the 
Better Business Bureau, have adopted 
a new code of suggested advertising 
standards. 

The suggested voluntary code is 
to apply to all types of advertising of 
television sets, radios, washing ma- 
chines, refrigerators, and all other 


appliances. These types included 
direct mail, TV, radio, and news- 
paper. 


The code was promulgated “in the 
interest of fair competition and con- 
sumer confidence in business.” 

The suggested standards 
worded as follows: 

“When advertising a Sale, Clear- 
ance, or any other Special Promotion 
of merchandise at less than the regu- 
lar price, the following .shall be the 
voluntary standards: 


“1. The year of the model as desig- 
nated by the manufacturer shall be 
stated. 

“2. The condition (used, _ re- 
possessed, demonstrators, floor 
samples, etc.) shall be stated adja- 
cent to the particular model in easily 
read type. 

“3. If the merchandise is other 
than new, no valuation shall be used 
unless it is clearly stated that the 
valuation applies to the model when 
new. (When new, $199.) 

“4, When new merchandise is 
advertised at below the regular price, 
the valuation shall be a true one, if 
stated. 

“If the word ‘originally’ is used, 
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G-E Gets Injunction 
Issued Against Macy 


NEW YORK CITY—General Elec- 
tric Co. won the first round of its 
legal battle with R. H. Macy & Co., 
Inc., the big department store which 
touched off a citywide pricing war 
in March by matching discount house 
prices on fair-traded electrical house- 
wares. 

Supreme Court Justice Benjamin 
F. Schreiber granted a temporary 
injunction restraining Macy’s from 
selling G-E appliances below estab- 
lished prices. Both parties consented 
to an early trial, and Justice 
Schreiber placed the cause at the 
head of the Ready Day Calendar. 


(Concluded on Page 4, Column 4) 


Pittsburgh, Nashville Report 
Heavy Appliance Sales In March 


PITTSBURGH — Only two major 
appliances—automatic washers and 
clothes driers— failed to equal their 
February volumes during March, 
dealers from southwestern Pennsyl- 
vania reported to the West Penn 
Power Co. here recently. 

As compared with March, 1949, 
however, the picture varied with each 
appliance. Here automatic washers 
made the best showing of any appli- 
ance with a 44% gain. Home and 
farm freezers were second with a 
35% rise. Other gainers were dish- 
washers up 5%, clothes driers up 
7%, and electric ranges up 2%. 

Appliances that fell short of their 
1949 volume were refrigerators, 
down 1%, conventional washers 


(Concluded on Page 29, Column 3) 


NASHVILLE, Tenn. — Appliance 
dealers in Nashville sold more re- 
frigerators, home freezers, ranges, 
and water heaters during March 
than in either February, 1950, or 
March, 1949, the Nashville Electric 
Service indicated recently. 

As compared with February, 
water heater sales were up 54%, 
refrigerators 42%, home _ freezers 
28%, and electric ranges 24%. 

Set beside March, 1949 volume, 
range sales were ahead 66%, water 
heaters 36%, home freezers 35%, 
and refrigerators 31%. 

During March, 69 dealers and con- 
tractors, housing projects, and 
plumbers sold 884 refrigerators, 590 
ranges, 473 water heaters, and 27 
freezers. 


New Hotpoint 


Refrigerators, 
Washer Shown 


Redesigned Interiors of 
’50 Refrigerators Provide 
8 Zones for Food Storage . 


CHICAGO—-Hotpoint, Inc., has an- 
nounced a new line of refrigerators 
highlighted by “Super-Stor”’ models 
with eight storage zones that are 
said to “provide more space for 
different kinds and sizes of foods.” 

At the same time, the company in- 
troduced a new automatic clothes 
washer with a larger top opening 
and new cabinet design, a new line 
of electric water heaters with a dial 
for selecting temperatures, and new 
automatic dishwasher-sinks with a 
high backsplasher containing built- 
in soap compartments and the faucet 
assembly. 

Shelves built into the doors, 
larger shelf area, and new styling of 
interiors, doors, and handles are fea- 
tures of the refrigerator line that in- 
cludes both combination refrigerator- 
freezer and conventional models. 

The new appliances are being 
shipped to dealers following intro- 
duction to distributors in March, ac- 
cording to Fred J. Walters, vice 
president of marketing. 

Engineers said that the design of 
the new line was developed to make 
all foods more readily accessible 
without moving objects that are 
stored in front. Shelves slide out to 
make sorting easier, and are adjust- 
able for a roast or turkey or other 
unusually large items. Interiors are 
completely lined with stain-resisting 
porcelain. 

Leading models in the new line 
are Super-Stor combination refrig- 
erator-freezers in 8.7 and 10.6-cu. ft. 
sizes, models EG87-4 and EG106-4. 
Approximately 70% of the foods in 
these models are brought “within 
fingertip reach,’ Hotpoint claims. 

These appliances have separate 
doors to independently insulated re- 
frigeration and freezing compart- 
ments. The upper compartment is 
described as “a complete home 
freezer that maintains zero tempera- 
tures for preserving frozen foods for 
as long as one year.” The ice trays 
are located in the freezing compart- 
ment. 

The lower compartment is a high 
humidity storage area in which foods 
can be kept uncovered ‘with mini- 
mum transfer of odors.” The con- 
ventional type of evaporator has been 
replaced by cooling coils located in 
the refrigerator walls to prevent 
foods from drying out. 

These models have new massive 


chromium handles containing name- ° 


plates. The freezer compartments 
have 1.5 cu. ft. and 2 cu. ft., respec- 


(Concluded on Page 29, Column 1) 


Ajax Executive Offices 
Are Shifted to Evansville 


CHICAGO—Removal of the execu- 
tive offices of Ajax Corp. of America 
from 176 W. Adams St., here, to 


Evansville, Ind., has been announced. 


by W. C. Dunn, ‘chairman of the 
board. 

Ajax is an air conditioning manu- 
facturer, selling nationally through 
franchised distributors. In addition to 
its Roomaster line of air conditioners 
and major capacity units, the com- 
pany merchandises an electric ice 
cube making machine—the Ajax 
Electric Iceman, powered by a 
Servel unit. 

Other units in the Ajax line include 
a dehumidifier for both. domestic and 
commercial use, an_ electric ice 
crusher, and the Ajax Dial-A-Drink, 
which dispenses three flavors plus 
soda. 

J. W. Bostwick, executive vice 
president, directing the over-all op- 
erations of the company, embracing 
sales, production, and new product 
development, will headquarter in 
Evansville. 

The move to the southern Indiana 
industrial center is being made to 
concentrate its executive, administra- 
tive, engineering, service, and produc- 
tion control, it was explained. At the 
present time five of the Ajax prod- 
ucts are being fabricated in Evans- 
ville plants and future plans provide 
for the manufacture of other Ajax 
products in Evansville. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 1, 1950 


Thor Anticipates Improved 
1950 Sales as Result of 
‘Selective’ Dealer Setup 


CHICAGO—Thor Corp has _ re- 
ported sales of $23,875,995, and net 
profit of $741,156, or $2.10 a share, 
after deduction of special charges 
totaling $261,485, for the year ended 
Dec. 31, 1949. 

In 1948 the company’ earned 
$2,515,404, or $7.14 a share, on sales 
of $35,844,985. 

Chairman Raymond J. Hurley told 
shareholders that early response to 
the company’s 1950 sales program, 
which calls for abandonment of mass 
distribution in favor of a highly 
selective dealer organization, has 
been very gratifying. 

He expressed belief the program 
will result in an increased total sales 
volume and a more enthusiastic 
dealer group. 

In contrast to the first quarter of 
1949, which showed a deficit of 
$131,522, the first quarter of 1950 
will show a profit of more than 
$200,000, Hurley declared. 

Hurley said plant operations con- 
tinue to show effects of last year’s 
coal and steel strikes. 

Because deliveries of steel from 
mills have been severely retarded, 
the company has been forced to look 
for other scurces of supply to meet 
current needs, at prices substantially 
above present-day listings by steel 
mills, 

These premium costs, plus recent 
increases in prices of other materials 
and parts, are of deep concern to the 
entire Thor management, Hurley 
said. 


Drugstore ‘Layaway’ Sells Mother’s Day Candy Early 


GRAVETT, Ark..— Urging cus- 
tomers to select candy gifts, and 
“lay them away” until Mother’s Day, 
in a specially-constructed display re- 
frigerator, has been a profitable sales 
stunt for Clinehens Drugstore here. 

The plan was developed by R. E. 
Clinehens, head of the store, as a 
means of getting Mother’s Day candy 
purchased early in the year. Under 
the plan, he begins suggesting ex- 
pensive nationally-advertised choco- 
lates, ranging up to $5 and $6, from 
the ist of March on, pointing out to 
the customer that he may select 
from the wide choice available in 


the store, laying away a particular 
box, and in this way, solve his 
Mother’s Day gift problem far in ad- 
vance. Pointed out is the fact that 
the choice of candy may be limited 
later, that if the customer wishes, 
he may put a small amount down, 
and additional payments each week, 


‘ until the candy is paid for. 


The display refrigerator, an adap- 
tation of the standard chocolate dis- 
play boxes which appear in many 
drugstores, has space for 250 boxes 
of chocolates, all of which are 
wrapped in white paper, with a 
small tag attached, identifying the 


owner, the amount of money paid, 
and the date on which the customer 
will pick it up. As a safety pre- 
caution, Clinehens adds the address 
and telephone number of the pur- 
chaser, so that in the event the cus- 
tomer forgets to pick up the candy, 
a telephone call, or a penny postcard 
reminds him to come in and take 
the Mother’s Day gift home. 

The storage section of the refrig- 
erator, operating at 35° F., is ideal 
to keep candy in perfect condition 
over long storage periods, and, it 
has proven an excellent source of 
additional Mother’s Day gifts. 


Mississippi High Court Rules 
Fair Trade Law Constitutional 


GARY, Ind. — The Mississippi 
Supreme Court in a decision of 
nationwide interest ruled’ unani- 


mously that the Voluntary Fair 
Trade Act of Mississippi was consti- 
tutional. 

The court pointed out that Fair 
Trade Laws were in effect in 45 
states and had been held constitu- 
tional by the Supreme Court of the 
United States and the highest courts 
of 14 states. 

It distinguished the differences be- 
tween the permissive features of 
Voluntary Fair Trade and the com- 
pulsory nature of mandatory liquor 
price-control regulations. Some of the 
latter statutes have recently been 
held unconstitutional on_ technical 
grounds. Chief Justice Harvey 
luicGehee of the Mississippi court 


affirmed that the principles of Volun- 
tary Fair Trade were not involved in 
such statutes. 

The suit arose when Sheaffer Pen 
Co. sought injunctive relief against 
a Jackson, Miss., jeweler who had 
violated the Sheaffer Fair Trade con- 
tract. A local chancellor in that 
state held the act unconstitutional. 
Sheaffer immediately appealed to 
the Supreme Court. 


Auto Firm Has Air Conditioning 


AUGUSTA, Ga.— Pontiac Master 


Auto Service has occupied its new 
air conditioned building at 11th and 
Telfair Sts. 
tioning Co., 
contract for installation of air condi- 
tioning equipment. 


Heating & Air Condi- 
702 Twiggs, had the 
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Panel on Self-Serve 
Meat Operations Set 
For Grocer Conclave 


CHICAGO — A panel presentation 
on “Successful Self-Service Meat Op- 
eration” has been scheduled for the 
51st annual convention of the Na- 
tional Association of Retail Grocers 
to be held June 4-8 at the Navy Pier 
here. 

Official opening of the event is set 
for 1:30 p.m. June 4 in the pier’s 
meeting hall, where all general busi- 
ness sessions will be held. At 10 
a.m. on the same day, the concurrent 
exhibition of food, grocery products, 
and equipment in the exhibit hall of 
the pier will be opened. 

The panel discussion on self-service 
meat operation will take place the 
morning of June 6. Other panel pres- 
entations—scheduled for the dates 
indicated—will cover fcod store ex- 
pansion (June 4), profitable product 
departments (June 5), and operating 
costs in food stores and productive 
food store advertising (June 7). The 
last two topics will be discussed at 
a closed meeting for members only. 

Among other features of the pro- 
gram will be an address by Arthur 
C. Nielsen, The A. C. Nielsen Co., 
marketing research organization, on 
cune 5; a talk by Harold Stassen, 
president of the University of Penn- 
sylvania, on June 7; the annual con- 
vention banquet the same evening, 
and a speech by Henry J. Taylor, 
commentator and news anaylst, on 
June 8 just prior to final adjourn- 
ment at 12:30 p.m. 


Wine Seasoning 


BeverdGe Aids Tastiness 
Of Some Frozen Foods 


NEW YORK CITY—Numerous in- 
quiries regarding the use of wine in | 
frozen foods have been received from 
college women and young married 
persons, it was noted by Claudius 
Charles Philippe, executive sales and 
catering manager at the Waldorf- 
Astoria hotel, in an interview. 

He pointed this out in commenting 
on results of a two-year survey con- 
ducted by the Waldorf-Astoria Pre- 
Cooked Frozen Food Corp. a 
Waldorf-Astoria subsidiary. The cor- 
poration experimented with 50 items 
in a joint program with Seabrook 
Farms in New Jersey. 

It was discovered, Philippe said, 
that in such frozen food recipes as 
filet of sole with red wine, “we had 
to use more than the regular amount 
of wine.” He explained that freez- 
ing “makes salt disappear to a re- 
markable degree and pepper becomes 
less effective.’”’” More wine must be 
added to compensate for such loss 
of flavor, he stated. 

The successor to Oscar of the 
Waldorf observed that Americans are 
“cooking with wine more than ever 
before’ and that this is now con- 
sidered as seasoning “the way one 
uses salt or pepper.” 


U.S. Grant Supply Co. 
Reorganizes on Coast 


LOS ANGELES—The U. S. Grant 
Supply Co., 2900 E. 11th St., Los 
Angeles 23, southern California ap- 
pliance distributor, was recently re- 
organized with John Quinn, formerly 
controller, as vice president and gen- 
eral manager. 

Edmund L. Clark has been named 
sales manager in the new setup. 
James Evans has been appointed to 
head the contractors sales division 
and L. J. Schurr will be in charge 
of the commercial refrigeration divi- 
sion. 

Quinn, who has been with the 
Grant Co. for three years as con- 
troller, was formerly national sales 
manager for Northrop-Gaines, a sub- 
sidiary of Northrop Aircraft. Earlier, 
he served as assistant to the trea- 
surer of Lockheed Aircraft and was 
a national bank examiner. 
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HAVE HIGH SANITATION AND 
LOW MAINTENANCE EXPENSE 
With HEAT-X CAST ALUMINUM | 


LIQUID COOLERS WITH 
TWO BEVERAGE COILS j 


MODEL 306. The sensation. 

al open case with THREE 
refrigerated shelves. For — 
profit-making impulse sales. 


There’s more to this striking display case than meets the 
eye. For in addition to good looks, it offers unmatched 
economy, durability, and performance. The thrifty Miraflex 
Cooling Unit (a KOCH exclusive) keeps temperature at a 


“Sih ages Se Saris 


steady 38 degrees . . . maintains a relative humidity 
of 90 per cent. No moving parts . . . automatic defrosting. 


i COMPARE! Welded, all-steel construction . . . full 4-in. 
10-ft. long insulation . . . hermetically sealed, triple plate glass 
front . . . K-Beam fluorescent lighting . . . all porcelain 
exterior and display compartment . . . stainless steel 
storage lining . . . hard rubber sliding service doors. 


Made in double duty models 6, 8, 10, and 12 feet long : 
for remote installation of the condensing unit, and in a . ta et — 
6-ft. long (plus compressor housing) self-contained model. ——. “iat 


Compare this display case feature by feature . . . and see 
for yourself why the choice is KOCH wherever cold is 
sold, Get the facts on the complete KOCH line today. 


MODEL 6710. 
open front case with ex- 
tra wide display shelf. 


RIO EES 


' 


@ SANITATION is really achieved with the 
HEAT-X CAST ALUMINUM LIQUID 
COOLER. It requires relatively little space : 
and brings complete protection against : 
freeze-up damage. Separate coils for refrig- 
erant and beverages are cast in the aluminum i : ‘ 
block. Specified and used by dozens of lead- ; 
ing soda fountain manufacturers, its fast cool- 2 
ing and trouble-free operation has already 

brought economy and pleasure to over 10,000 


KOCH REFRIGERATORS RNO 
North Kansas City 16, Mo. 


Please send me at once, without obligation, complete 
information on profit-making Koch Display Cases and 


Refrigerators. 


NAME 


fountain owners. 


THE HEAT-X-CHANGER CO.), inc. 


415 Lexington Avenue, New York 17,N.Y. Brewster, N.Y. 


ZONE STATE — | 
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ov sell more electric ranges when you | 
DO THESE THREE THINGS! 


There’s one best way to sell Electric Ranges, 

and that’s the triple-action way. You're sure to sell 
more of them if, like successful dealers 
everywhere, you'll follow these three steps: 


Have an operating Electric Range on your floor. 


It’s always easier to sell a “live” range than a “dead” one. Have a 
working model plugged in right on the sales floor for demonstra- 
tion. Then, when you flip a switch, the prospect sees action, feels 
how quickly the elements heat up, can touch the oven and feel 
how cool the outside is when it’s hot inside. Demonstrations build 
store traffic too! 


Use an Electric Range in your home. 


The best way to get enthusiastic about an Electric Range is to have 
one in your own home. That’s why successful dealers and sales- 
men have their homes Electric Range equipped. Then you can’t 
help telling prospects how easy this range is for your wife to use, 
what delicious meals it cooks, about its coolness, economy and 
time-saving through automatic controls. 


CASH (V OW THE TREND... 


cho 0 tellw-ep afl co pene. Aba la MEAS r/ 


Use your users to build a prospect list. When a customer buys an Another million American families switched 
Electric Range, there’s a pretty good chance she’s not too familiar to Electric Cooking last year ! 

with its operation. With just a little help she’ll find out where 
every control is, and how to use it. That’s why it’s so important 
not to let the sale drop when delivery is made. Have the salesman 


or home economist visit the customer once or twice after delivery, Wire Your Store for Modern Merchandising 
and demonstr ate ther — the customer’s own home. Remember Remember—when your store is wired for an Electric Range, it is also 
—a satisfied customer is a good salesman, can bring you a lot of wired for other appliances, too—such as Electric Water Heaters and 
other customers. Electric Clothes Dryers. This, of course, spreads the 


wiring cost, helps boost sales in general, because any 
appliance sells better “live” than “‘dead.”’ 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y. 
ADMIRAL - COOLERATOR - CROSLEY - FRIGIDAIRE - GENERAL ELECTRIC - GIBSON .- HOTPOINT 
KELVINATOR - LEDO - MONARCH - NORGE + UNIVERSAL - WESTINGHOUSE 
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"50 Refrigerator Sales Above Year Ago 


Complete Refrigerators Only 


(Lacquer and Porcelain Exterior Cabinets) (Advertised Sizes) 
Sales by Sizes—Units 


FEBRUARY (14 Companies) 


Domestic 

(48 States Other 
Sizes and D. C.) Canadian Foreign Total 
1. Less than 4 cu. ft..... 48 i 28 76 
DME. Fisk tacvinancs 3,070 — 407 3,477 
a ere re ee aie en aoe 
= See re 52,170 2,050 54,220 
Bee 6b esa esikndawss 65,226 2,605 67,831 
a Ce. Serer re 165,086 _ 3,208 168,294 
a oe ee reer 71,786 ees 922 72,708 
i. Ue ee Oe ees wens 39,067 ‘ete 619 39,686 
% 12 one 2 ot. ™ «... 54,298 ee 666 54,964 
10. 18 cu. ft. and wup.... ee pa iat 
i ee re 450,751 10,505 461,256 

FIRST TWO MONTHS (14-18 Companies) 
Domestic 

(48 States Other 
Sizes and D. C.) Canadian Foreign Total 
1. Less than 4 cu. ft..... 194 bs 34 228 
Be BG AI occas vcavecess 6,090 ee 794 6,884 
Se ee ee eee nee cae aia pias 
eS eee ee 105,085 5,448 110,533 
oS Seer ee cee 101,247 4,821 106,068 
Sf Rae rere 324,080 7,126 331,206 
a> Ae We Re keds yeas hers 127,950 1,866 129,816 
i OP OR We. kkecdscaccens 67,973 ts 1,207 69,180 
9% 11 and 12 cu. ft. .... 82,132 4 1,059 83,195 
10. 23 cu. ft. aid wWp.... 2 de a 2 
Sy PD. wakes eee eeseadnas 814,753 4 22,355 837,112 


Participating companies: Admiral Corp.; Avco Mfg. Corp.; The Coolerator 
Co.; Frigidaire Div., General Motors Corp.; General Electric Co.; Gibson 
Refrigerator Co.; Hotpoint, Inc.; International Harvester Co.; Kelvinator Div., 
Nash-Kelvinator Corp.; A. J. Lindemann & Hoverson Co. (in 2-1-50); Norge 
Div., Borg-Warner Corp.; Sanitary Refrigerator Co.; Seeger Refrigerator Co.; 
and Westinghouse Electric Corp. 


Excise Tax Vote-- 


(Concluded from Page 1, Column 3) 


contained air conditioners are taxed 
(at a 10% rate). “Refrigerating ap- 
paratus suitable for use with house- 
hold refrigerators’ has been subject 
to tax, but commercial refrigerators 
and refrigerating equipment have 
been exempted from tax since back 
in 1942. 

(Industry observers in Washington 
declare that they do not believe it 
to be the intent of the House Com- 
mittee to tax commercial refrigerat- 
ing apparatus, or air conditioning 
equipment other than self-contained 
room air conditioners, but further 
clarification will probably be neces- 
sary.) 

The committee voted to eliminate 
the 10% levy on household ranges 
(both gas and electric) household 
water heaters, electric heating pads 
and blankets, household electric irons, 
and electric fans not of the household 
type. It would leave unchanged the 
10% levy on other appliances, includ- 
ing household-type fans, stoves and 
water heaters not used in households, 
as well as electric mixers and 
juicers. 

The 10% tax on 
would be eliminated. 

The 10% tax on radios, phono- 
graphs, records, and _ accessories 
would be retained. 

The committee has not yet taken 
up the President’s request that a 
10% tax be levied on television sets. 

The present 10% levy on watches 
selling for less than $65 and alarm 
clocks selling for less than $5 would 
be eliminated. The 20% tax on all 
other jewelry would be reduced to 
10%. 


electric heaters 


© 


it’s the sign of 


a vibration-free job... 


elon VIBRATION and noise is muffled 
plenty in a line equipped with an American 
Vibration Eliminator. What’s more, the line that 
absorbs vibration is far less apt to fail from fatigue. 

An American Vibration Eliminator is the finest 
product of its kind. The corrugated bronze tubing is 
seamless. Copper ferrules and tube ends are bronze 
welded. Each unit is pressure-tested under water, is 
spotlessly clean and dry, with ends firmly sealed. waste. 
Individual packages are clearly marked. You get the 
best when you buy ‘‘American.” 


It's also the best refrigeration engineering practice to 


For dependability... use 


on # 


use ANACONDA Copper Refrigeration Tube. This 
uniformly soft copper tubing that bends and flares 
easily is mirror-smooth with a clean, nigh interior 
that makes solid seats. It’s E 
dehydrated even beyond 
A. S. R. E. requirements; 
cup-sealed for complete 
protection and minimum 


| 
REFRIGERATION TUBE and | 
AMERICAN VIBRATION ELIMINATORS | 


f WELDED 


5 FLEXIBLE 
BRONZE TUBING 


Your jobber handles American Vibration Eliminators and | 
ANACONDA Copper Refrigeration Tube. Ask him about them | 
today. The American Brass Company, Waterbury 20, Connecticut. | 
In Canada: Anaconda American Brass Ltd., New Toronto, Ont. | 
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Court Issues Injunction Against Macy -- 


(Concluded from Page 1, Column 4) 


Justice Schreiber ruled that Macy’s 
had failed to prove its charge that 
price cutting of General Electric 
products prior to early March was 
so widespread as to make out a case 
of abandonment by G-E of its fair 
trade price schedule. 

General Electric said in its peti- 
tion that a letter was sent to all 
dealers on March 16 informing them 
that the company intended to enforce 
its fair trade agreements. In spite 
of this notice, the company said, its 
agents were able to purchase electric 
irons and a sandwich grill at Macy’s 
for less than the minimum prices. 

“Defendant asserts,” Justice 
Schreiber stated in his opinion, ‘‘that 
for a long time prior to the beginning 
of March, 1950, when it started to 
cut prices, there have been wide- 
spread price cutting to plaintiff’s 
knowledge (actual or constructive), 
on a scale so large as to amount to 
an abandonment by plaintiff of its 
fair trade price schedules. 

“Defendant maintained that in any 
event price cutting was so rampant 
and general that it would be inequit- 
able to compel it to adhere to the 
prices fixed by plaintiff while com- 
petitors generally are actually sell- 
ing for less. 

“The proof submitted by defendant 
falls far short, however, of establish- 
ing even prima facie that prior to 
the early part of March, 1950, price 
cutting of plaintiff’s products was 
so extensive and prevalent as to 
make out a case of abandonment by 
plaintiff of its price schedules, or as 
to deprive plaintiff of its right to 
compel compliance with the fair 
trade agreements fixing minimum re- 
tail prices. 

“Letters written by defendant to 
plaintiff prior to March, 1950, com- 
plaining of widespread price cutting 
and articles in trade publications are 
not sufficient proof by themselves of 
the facts therein stated. 

“Affidavits of actual iistances of 
price cutting by various named com- 
petitors of defendant on a wide scale 
and continuing over a long period of 
time should have been presented to 
substantiate defendant’s claims. 

“Defendant does submit proof of 
numerous instances of price cutting 
subsequent to the beginning of 
March, 1950, but much of this may 
have been caused by defendant’s ac- 
tion in cutting prices and in any 


event such price cutting is so recent 
that plaintiff had obviously not had 
a reasonable opportunity to take 
steps to prevent it. 

“Plaintiff has commenced a con- 
siderable number of actions against 
various of the recent price cutters 
for the purpose of enjoining a con- 
tinuation of their practices, and it 
appears to be making reasonable 
efforts to put an end to their viola- 
tions of the fair trade agree- 
MmOntE: .. 3" 

The past week also brought these 
other developments in the fair trade 
battle: 

In Philadelphia, a temporary in- 
junction restraining Walter L. Crean 
from selling Sunbeam Corp. products 
below established prices was granted 
by Federal Judge William H. Kirk- 
patrick. The order was granted, the 
judge explained, because the dealer 
said he had stopped handling Sun- 
beam appliances since the manufac- 
turer objected to his “lower price” 
programs. 

But Judge Kirkpatrick temporarily 
refused to restrain two other con- 
cerns—Civil Service Employe’s Co- 
operative Association and the Asso- 
ciation of United Fraternal Buyers, 
Inc.—accused by Sunbeam of price 
cutting. 

The so-called cooperative groups 
argued that they are exempt from 
the Pennsylvania Fair Trade Act of 
1935 because they are mutual, non- 
profit organizations and _ neither 
wholesale nor retail dealers in the 
meaning of the law. They acknowl- 
edged that members were given dis- 
counts but held that this was legal. 
They claimed that “all” Philadelphia 
department stores allow employes 
20% discounts on Sunbeam appli- 
ances. 

Sunbeam took the stand that the 
fair trade law prohibits all dealers, 
whether they are contract customers 
of the company or not, from selling 
Sunbeam products to the general 
public for less than established 
minimums. Final hearing on the two 
cases was set for this week. 

In New York City, Justice 
Schreiber denied a motion by 
Masters, Inc., to dismiss an injunc- 
tion suit filed against it by Landers, 
Frary & Clark. In addition to Mas- 
ters, the appliance manufacturer has 
asked that injunctions be granted 
against 11 other retailers, including 
Monarch m Sapnta Co., ame. 
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THE 
‘BLUE BIRD SUPREME COOLER 


DRY STORAGE BOTTLE 
COOLER WITH UTILITY HOUSING 


DIRECT DRAW WITH 
REFRIGERATED FAUCETS 


Here’s a page full of potential profits!!!! These 17 
illustrated models of La Crosse Quality Equipment 
represent a cross section of the COMPLETE LINE 
FROM LA CROSSE. 


Over 15 years of manufacturing experience plus a code 
of unvarying skilled workmanship, quality materials and 


constant research has stamped La Crosse Equipment as 


the STANDARD OF COMPARISON. 


For years and years of trouble free service—for an 
envied reputation for quality—its the Complete Line 


from La Crosse—the nation’s favorite! ! 


NEW COMBINATION 
DIRECT DRAW 


LA CROSSE COOLER COMPANY 


Export a Melvin Pine & Co., 80 Broad St., New York 4, N. Y. Cable Address Eximport. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 1, 1950 


N. Y. Housing Group’s Decision 
On Refrigeration Contract Hit 


BINGHAMTON, N. Y.-— Decision 
of the Binghamton Housing Au- 
thority on award of a contract for 
167 refrigerators for the authority’s 
low-rent housing project has been 
protested by the Nash-Kelvinator 
Sales Corp., Authority Chairman 
Darwin R. Wales disclosed. 

The authority previously had 
recommended that the contract be 
awarded to the Morris Distributing 
Co., Binghamton, upon its bid of 
$19,031.32. 

At the meeting, it was explained 
that the Binghamton company failed 
to file a compliance bond or certified 
check with its bid. However, a repre- 
sentative present offered to supply 
the required 10% in cash. 

Samuel Feldman, the authority 
member who presided at the bid 
opening, said he did not accept the 
distributing company’s cash, but 


promised he would discuss the offer 
later with the full authority. 

The authority recommended that 
the cash offer be considered compli- 
ance and that the contract be given 
to the Binghamton concern. 

If this is not acceptable to the 
New York State Division of Housing, 
the authority said, the contract 
should then go to Nash-Kelvinator. 

The protest came from R. H. Davi- 
son, zone manager for Nash-Kelvin- 
ator. 

He maintained that failure of the 
authority to accept any cash or bond 
guaranteeing performance by the 
Morris company made the bid irregu- 
lar. 

He told Wales that his company 
had protested the award to the State 
Housing Division, but would be 
bound by whatever decision the state 
officials make. 


Big Supply of Frozen Food 
Goes with Refrigerator 


BUFFALO—Parkinson’s appliance 
store, 174 Grant St., promoted refrig- 
erator business with a special event 
in which it offered a large collection 
of frozen foods free with the pur- 
chase of a 6-ft. refrigerator. 


Included in the frozen foods pack- 
age were two large frying chickens, 
a week’s supply of milk, a wide 
variety of vegetables, butter, three 
dozen eggs, ice cream, frozen orange 
juice, and fish. 


Braun Becomes Ccnesal Sales 
Mar. for Southern Wholesalers 


WASHINGTON, D. C.—L. O. 
Braun, formerly manager of home 
freezer sales for Deepfreeze Div., 
Motor Products Corp., has been ap- 
pointed general sales manager for 
Southern Wholesalers, Inc., here to 
succeed Saul Greber, resigned, it was 
announced recently. 

Prior to his association with Deep- 
freeze, Braun was vice president and 
manager of the Hotpoint sales divi- 
sion of Simon Distributing Corp. 
here. 


Appliances Turn trick 


View of Builder’s New 
Homes on Video Show 
Nets $250,000 In Day 


PHILADELPHIA — “Better appli- 
ances in the kitchen help sell houses. 
Even well built houses need the as- 
sociation with famous kitchen brands. 
They give the builder prestige and 
fast turnover. We sure proved hee 
on Sunday.” 

Jack Turner, local builder, ex- 
pressed that opinion recently follow- 
ing his appearance on a Raymond 
Rosen & Co. sponsored television 
show called ‘“What’s the Weather.” 
The show offers viewers an oppor- 
tunity to see pictures and features 
of new homes being erected by vari- 
ous builders. 

After Turner’s appearance of tele- 
vision, 3,300 persons visited his new 
homes in West Goshen the following 
Sunday. He sold $250,000 worth of 
houses that day. 

The building firm, Seal & Turner, 
have included in their kitchens a 
Kelvinator electric range, American 
Kitchen, and a Bendix washer. 

On the television show, staged 
every Friday evening, Leon Raider, 
manager of the Raymond Rosen 
builder’s division, has as his guest 
a builder from this area. Pictures 
of the homes are shown and Raider 
and his guest discuss informally the 
merits of the houses. 

According to Raider, the program 
has given potential home buyers a 
preview of what is available. 
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‘When you eee nail you buy a promise of tube life... Your 
_ purchase reflects your confidence in the article purchased—and you 
are primarily interested in what it will do for you. To all outward 
appearances most tubing may look the same. Its true value, sabe 
ever, is revealed when the tube is in operation. ‘t 
Thus you must depend upon its past patlacmienieeh—tee spell 
tion it has gained—and the distinguishing name it - ea 
_ Remember, there IS a difference. 
- You can always depend upon Wolverine—the a ea 
Reeves hon hat in suey cnet tet ee. one ie Oe ee. 


_ We'll be glad to send you literature featuring ti 
scope of our products and facilities. __ 
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WOLVERINE TUBE DIVISION 


Consolidated Copper 
INCORPORATED 
MANUFACTURERS OF SEAMLESS, NON- FERROUS TUBING 


Calumet & Hecla 


1413 CENTRAL AVENUE 


S sign of SATIS! 


Plants at Detroit, Mich. and Decatur, Ala. 
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DETROIT 9, MICHIGAN 


Raneo May Set Up Piant In 
England To Assemble Controls 


COLUMBUS, Ohio—Ranco Inc., 
manufacturer of refrigeration and 
automobile heater controls, is now 
negotiating to establish a new plant 
in England, in order to protect its 
products in the world trade market, 
according to Estel C. Raney, founder 
and president of the company. 

The industrialist recently sailed to 
England for a meeting with the 
British Board of Trade. Raney’s 
plan is to set up a factory in Eng- 
land. Here, Ranco would assemble 
its thermostatic controls, shipping 
them out to other foreign markets 
as well as distributing them in Eng- 
land. 

“Last year,” Raney explains, “the 
British refused to grant import li- 
censes to allow their people to buy 
non-essential products manufactured 
in other countries. The restriction is 
designed to force the products to be 
manufactured in England. The in- 


creased manufacturing is hoped to 
boost the English position in world 
trade.” 

Other foreign nations have imposed 
similar restrictions. These mainly 
affect the United States which, as a 
world trade leader, exports a larger 


number of products that it generally 


imports. 

Thus Raney sees foreign invest- 
ments as the best way to promote 
United States products in a restricted 
world market. And, according to 
Raney, foreign business is “clamor- 
ing for our controls’ despite the re- 
strictions. 

Ranco and other United States 
industries now face trade restric- 
tions with England, Argentina, Aus- 
tralia, New Zealand, and other 
foreign markets. The foreign nations 
are trying to build up world trade 
by encouraging manufacturing in 
their own countries. 


Large Display of Heating 
Equipment Is Scheduled 
For Master Plumbers Show 


SAN FRANCISCO—What is said 
to be the largest display of plumbing, 
heating, and related equipment ever 
to be shown in the West is being 
assembled for the 1950 Home Com- 
fort Exposition which will be held in 
Civic Auditorium, San _ Francisco, 
May 17 through May 20, 1950. 

More than a million dollars of new 
products, equipment, and appliances 
will be unveiled for industry and 
public inspection, according to John 
B. Hawley of Sacramento, exposi- 
tion chairman and president of the 
National Association of Master 
Plumbers which is sponsoring the 
show in conjunction with its 68th 
annual convention here on _ those 
dates. 

The public will be admitted with- 
out charge from 5 p.m. to 10 p.m. 
May 17-19, and from 1:30 p.m. to 
10 p.m. on closing day, Saturday, 
May 20. For the benefit of the 4,000 
NAMP delegates expected for the 
conclave, as well as northern Cali- 
fornia construction industry mem- 
bers, the exposition will be open 
from 9 a.m. daily. 

More than 130 exhibitors, many of 
them western manufacturers and 
distributors, already have’ taken 
space to present their latest items. 


Dealers To Hear Talk - 
Financial Side of Selling 


PATERSON, N. J.—A _ talk on 
financial aspects of appliance retail- 
ing will feature a full membership 
meeting of the _ recently-organized 
Appliance Dealers Association of 
Bergen and Passaic counties, to be 
held on May 9 at the Alexander 
Hamilton hotel here. 


The talk will be given by an official 
of the First National Bank and 
Trust Co. of Paterson, an associate 
member of the appliance dealer 
group. 

The association, which was formed 
about two months ago, has 150 
members, according to Leonard H. 
Cohn, executive director and coun- 
sel. Among other things, the group 
plans to provide informational serv- 
ices to members and to act as a 
clearing house for surplus merchan- 
dise, he said. 


Bill for Separate Accounting 
Of Service Contracts Vetoed 


ALBANY, N. Y.—A bill that would 
have required television service firms 
in New York state to keep in sepa- 
rate accounts the funds they receive 
under contract for keeping sets in 
repair and to treat them as trust 
funds was vetoed, without comment, 
by Gov. Thomas E. Dewey. 


@ It’s true that good performance 
must be matched by good looks in 
today’s competitive market. For the 
beauty of your product to be in 
balance, mouldings must be perfect. 
John Lees can supply your needs. 
We make thousands of standard 
shapes and special sections for 
decorative trim, frame assemblies, 
functional assemblies, channels and 


‘other applications. Mechanical or 


electrolytic polish. Write today for 
our catalog and our folder on elec- 
trolytic polishing. 


onnN 
J\LEES 


BEAUTY 
in 
ALANCE 


DIVISION of THE SERRICK CORPORATION 


Kilgore Avenue, 


Muncie, Indiana, U.S.A. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 1, 1950 


‘Tooling’ White Collar Workers! 


1 per Month Seen as Investment Needed To 
Frovide Them with Air Conditioned Offices 


ALHAMBRA, Calif.—Businessmen 
wo say that air conditioning is too 
e pensive for them should be re- 
f.°red to C. F. Braun & Co. here, 
ywuich manufactures, builds, and 
e ects oil refineries and chemical 
p.ants all over the world. 

Under a long-range program, the 
c-mpany has been providing private, 
ai’ conditioned, well-lighted, oak- 
p.neled offices for its nearly 600 
white-collar employes in the belief 
that better ‘tooling’ for these 
workers is actually economical de- 
spite the initial expense. 

Results of the program leave no 
dcubt that it is. When employes 
moved from their former work areas 
into private offices, production rose 
35%. Time savings alone amounted 
to an estimated 25%—or a saving to 
the company of $90 a month. 

Here’s what Braun had to say 
about the investment in air condi- 


~ 


© 


not worth many times $1 _ per 
month ?” 

Besides air conditioning, features 
of an 8-ft. by 14-ft. private office of 
a designer, for example, include an 
acoustical tile ceiling, Venetian 
blinds, thick carpeting, oak-paneled 
walls, high-level light, specially-built 
drawing table, metal desk, uphol- 
stered chair, visitor’s chair, comfort- 
able stool, and telephone stand. 

Similar offices are occupied by 
members of the top management 
staff, executives, group _ leaders, 
draftsmen, accountants, secretaries, 
stenographers, and clerks. 

Said Braun in summing up the 
company’s policies: 

“Industry too often fixes its eyes 
on the wrong dollar, that is, on the 
capital dollar, and does not see the 
very great pay-out in white-collar 
tooling.” 


tioning equipment: 

“The finest air conditioning costs 
very little if built into a new building. 
The system must be credited with 
a heating plant, pipe lines, radiators. 
And window sashes, transoms, hard- 
ware. And fans. 

“The net increase in investment is 
some $300 per office. Take our as- 
sumed 25-year life, and we get $1 
per month. As to extra cost of op- 

: eration, this is negligible.” 

He continued his testimonial: 

“With clean, filtered air, the 
amount of janitor service is greatly 
reduced. Then, typewriters, adding 
machines, furniture, floor material, 
painting, all drop sharply in mainten- 
ance. 

“But consider the occupant. He’s 
free from dirt, and outside noise, and 
drafts. He’s free from under or over- 
heating. 

“Can anyone doubt that these 
benefits to a man worth $600 a 
month, or $400, or even $300, are 


Sunroc Gets Gov't Order 
For 467 Water Coolers 


GLEN RIDDLE, Pa.—The General 
Services Administration, buying 
: agency for the Federal government, 
has awarded a contract for 467 elec- 
tric water coolers for domestic and 
export shipment to approximately 
250 locations, to the Sunroc Co. here. 
This is the first contract let for 
water coolers, say Sunroc officials, 
since the controversy before’ the 
House of Representatives Judiciary 
committee last fall when Sunroc offi- 
cials charged there was a_ close 
resemblance between the government 
specifications for the coolers and 
; those of Westinghouse Electric Corp. 
Sunroc states it was low bidder on 
the contract just awarded. Neither | 
j Westinghouse nor General Electric, 
which Sunroec charged seemed to 
have a special “in” on water cooler 
contracts, participated in the bidding. 


Artkraft Profit for 1949 


LIMA, Ohio—Artkraft Mfg. Corp. 
here has reported a net profit o* 
$95,549 for 1949, equal to 7 cents a 
common share, against $140,233 or 
12 cents a share in 1948. 
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RELIABLE 


REFRIGERATION 


208-210 Grand Avenue 
Johnson City 


7-2566 Sr 7-9331 


seasonal 


ATTRACTING ATTENTION was 

the keynote of this newspaper 

advertisement to drum up house- 
hold repair service business. 


Western Tire Auto Will 
Enter Mail Order Field 


CHICAGO — Catalog and mail 
order selling of household items is 
being planned by Western Tire Auto 
Stores, Inc., Sol Handelman, execu- 
tive vice ‘president, announced re- 
cently. 

The company operates 43 of its 
own stores in the midwestern states 
and is associated with 43 other pri- 
vately owned stores. Catalog depart- 
ments will be set up in each of them. 

First catalog for general distribu- 
tion will be published in about three 
months according to Harvey O. 
Tenner, who will manage the catalog 


order division. Some stores will get — 


a “test” book in about a month. 


The company plans to print two 
books per year plus an 
extra one for the Christmas trade. 

Though the company’s big  busi- 
ness is in automobile equipment, 
these items and soft goods will not 
appear in the catalog. These were 
left out in deference to the associated 
stores. 


For Flying Saucers? 
Roof Top Kitchens Suggested 


PITTSBURGH—A home with two 
kitchens is the latest idea in housing, 
according to the director of the 
Westinghouse Better Homes Bureau. 


One design for a single-story home 
calls for a kitchen on the first floor 
and a second one on the observation 
roof. The roof top kitchen is said 
to be ideal for preparing light meals 
in warm weather. 


Typhoon Adds Distributors 
For Southern Territories 


BROOKLYN — Several new dis- 
tributors in the southern states have 
been added to the national roster of 
the Typhoon Air Conditioning Co. 

Thad L. Fowler has been appointed 
Typhoon distributor for Hattiesburg, 
Miss. Fowler also maintains stores 
in Meridian, Laurel, and Picayune. 

The new Typhoon distributor for 
Greenville, S. C., is Charles S. 
Evans. 


SUNISO ENDS STUCK VALVES 


Trouble of Long Duration Quickly Ends When 
oe Compressor Is Charged with Suniso 


(a died, tama A os. 
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LOOK!... 


DEFROSTING TIME SWITCHES 
1\0W AT LOWEST NET PRICES! 


certs 300-M y 


( Paragon \ 


00 
\ YNLY "17 iter 
OR ALL TYPES OF 
‘ OMMERCIAL REFRIG- 
£2ATOR DEFROSTING: 
Electric Heat ® Hot Gas 
or Compression Shutdown 
‘or UNIT COOLERS © FROZEN FOOD 
DISPLAY CABINETS ® REACH-IN 
ABINETS © WALK-IN BOXES @ LOCKER 
PLANTS @ FUR STORAGE VAULTS 


See your jobber or write for free 
bulletins and installation data. 


(\ aragone.ecteic COMPANY, 


‘687 12th STREET © TWO RIVERS, WIS. 


\merica’s Foremost exclusive 
vanufacturer of Time Con- 
rol Switches for all uses, 
neluding “‘de-frost-it’’ for 
‘omestic refrigerators, only 
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For years a dairy had been handi- 
capped by poor refrigeration. Com- 
pressor valves clogged, and required 
frequent cleaning—even replace- 
ments. One time, due to neglect 
of this condition, the compressor 
stuck, burning out the motor. 

On another occasion the tubing 
completely stopped up, threatening 
the loss of the day’s production. 
This meant another emergency call 
for the serviceman. But it proved 
to be the last one. He managed to 


SUNISO REFRIGERATION OILS 


"JOB PROVED” THROUGHOUT THE INDUSTRY 


get the tubing cleaned by means of 
heat and carbon tetrachloride. Then 
he charged the compressor with 
Suniso Oil of the grade recom- 
mended for that kind of unit. 
There has not been the least 
valve trouble since. In addition to 
solving a problem for the dairy, 
Suniso saved money for the service 
organization, for the account was 
on a contract basis. 
Experiences like this explain 
why Suniso Oils are the predomi- 


nant choice of original equipment 
manufacturers and servicemen 
throughout the refrigeration and 
air-conditioning field. Suniso. Oils, 
available in six grades, have ex- 
tremely low pour points, low wax 
separation points, and high dielec- 
tric strength. They offer unusual 
resistance to chemical change when 
mixed with Freon or other modern 
refrigerants. For a handy tool-kit 
card, showing Suniso recommen- 
dations for all types of compres- 
sors, write Department RN-5. 


SUN OIL COMPANY - Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 
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pa eration Sales & Engineering Co.) to “SECC COTTE OEE 142 Tdtchfield .....c.ccccecsess 2 plow up every third row of cotton, P 
(oe the village of Tecumseh, Mich: lr Se 138 Grass Lake .........-.e++. 1 and he did not promise the American ‘| 
oc, eo ETE $170,000.00 EE AS Vatacececssaace 121 Horton ......+--+ssee ees 1 people one thing while at the very “ 
TT Peres 90,000.00 reer 115 Birdsall .........+++.-+-+s 1 same moment permitting “pressure PR (, 
Home Subdivision & Em- Petersburg .............-- 101 Carleton... ccc cccccccsces 1 groups” to accomplish the directly Pr 
ploye Assistance To- eee ee 72 Vandercook Lake ......... 1 opposite result. | 
ward Buying Homes .. 170,400.00 0 ree 71 Rives Jct. ....-...+..s+ees 1 He did not ask Congress to assess | p 
by GEORGE F. TAUBENECK | Churches .............. 21,600.00 ES Seve eh cs nnkhskeus oa 66 Weston ......---. see seers 1 the taxpayers a billion dollars every | # 
| SSRN eke @ Storm Sewers ......... 23,000.00 II neon cecacecesys 52 Allen .....-. 05. seeeeeeeees 1 time someone shot off a fire-cracker | & 
Athletic Park .......... 1,525.00 | Seer ee 47 Grand Ledge ............. 1 in Europe, and he did not go on fish- + 
(Concluded from Page 1, Column 1)  wstablishing Chamber of 0 Cr 44 Chelsea .......-- eee eee 1 ing trips on government warships * 
tion. The enthusiastic booking agents Commerce ........... 4,000.00 tn ad eaaeaWean 33 Bryan, Ohio .............. 1 accompanied by a fleet of destroyers. } 
found numerous engagements for the Fire Truck ............ 5,000.00 EE oa dig x+ 64s bdudans 29 Brighton ..... sete teen ee ees 1 Yes, there were any number of = 
enterprising young magician there- (Country Club .......... 151,000.00 ATT Tere Te 27 Metamora, Ohio .......... 1 foolish things that Hoover didn’t vo 
after, and Thurston became an over- MENS > 5% Sih w'htedae os 1,500.00 J ea irar sear gir 25 Pinckney Ce 7 EP RE OSS a ses : do that some people have done. F3 
night success. Radio for Police Cars .. 3,000.00 BED, i kecsseakiveerass 24 Somerset Center .......... There are many constructive things od 
Moral: Ingenuity pays well. —_——_—— ee ea 22 Quincy Center ............ 1 he eau have Gans be hae net baa Te 
$641,025.00 AN euneeckessoerexeenn 21 Michigan Center .......... 1 the seis of & Demeereiie Oe © 
\ How’s that for unselfish com- Manitou Beach ........... 19 Wyandotte .............--. i preg cor povetielte in Oe tak haa ©) 
Extraordinary Unselfishness munity-spiritedness? So far as we per Wh ddeed tei tesaerees = — settee eee eee ees : the American people $250,000,000,000 ¢ , 
’Twas our privilege not long ago know it’s unmatched anywhere. — pas Se ae ; - ; 15 DOPE. bik eget nce bas esie 1 in debt. ; : 
to attend a banquet in Tecumseh, ¥ 0 ARI Sane en ere a oe ‘ Mrs. Hoover never made speeches, : 
Mich. This succulent chicken-and- And They Stull Live oe SE pee SINC sn = I ee Sd 1 nor raced hither and yon on unim- ti» 
biscuits dinner was the climax of a Jn, Tecumseh ON  peiontiences 12 Chensaning <2... sss... 1 portant matters. She never sold soap ms 
“T-Day” community celebration of Cement City ............-. 11 C1 RANG CTS Se ere ae 1 over the radio. And she never invited a : 
the completion of a fine hospital, a Normally, the wives of highly is aig cowens 11 Sylvania, Ohio ............ 7 Communists to White House soirees 
new high school, a Country Club, and successful men who make big money Sete Adeee ............ 10° eae as her guests, or protected Russian - 
many another community boon—all in small towns barrel out of there as Gite BAM ok. koi ccs s os 10 2,498 spies in the U. S. Department of ang 
paid for by Tecumseh Products’ Ray fast as they can, and barge into Semeee «. ccc ccesus 9 N Sheed ine State. ate 
Herrick and his cohorts: Frank New York, Paris, Bar Harbor, and TU ooo vc ons ue'd nue are 9 re : - — iveaeeniieswd eo The Hoover family seems to have 7 
Smith, “Smiley” Brown, and Jens Palm Beach to show off pearl neck- Temperance .............. . {eo eee oe ee ae made a failure of about everything _ o 
Touborg. laces and diamond-studded lorgnettes. ss sicancestheh q 2.798 that’s fashionable nowadays. ah 
Dynamic Ray Herrick was _ the Luckily for Tecumseh, Mrs. Her- Marte, GOO oo... scsciees 6 Up-S , ni 
: ‘ ’ D-Btairs OMCE 26. .ceeeis 70 ple 
bung-starter of these community-up- rick, Mrs. Smith, Mrs. Brown, and I 6 ae 4 é 
lifting enterprises. Mrs. Herrick was’ Mrs. Touborg aren’t “social climbers.” OE 5 2 868 No Place for Brass Monkeys nig 
right in there too, and so were the Again luckily for Tecumseh, their rrr ry 4 . é he 
Mesdames Smith, Brown, and Tou- husbands are extraordinarily public- Toledo, Ohio .......... a: If local citizens were on the ball, At Churchill, on Hudson’s Bay, © 
borg. Their husbands paid the bills, spirited and unselfish. Frontier ..... ar ee they’d convert their village into a Canada and the United States have — ot 
and willingly. Unhappily, the citizens and tax- Meattville ....oc.ccscccess , city, build schools and roads and established a joint testing station for ms 
To the village of Tecumseh these payers of Tecumseh, Mich., haven't Reading ..... he vereeehon¥s 3 sewers and such themselves. They'd determining what are the best ma- ~ a 
refrigeration people gave (from their taken proper advantage of this TeB, GRO once sccsecees o 8 dress up a forlorn business district, terials for military operations in the — ae 
hearts as well as from their purses) generosity. Tecumseh Products’ pay- Whitmore Lake ........... 3 erect new homes and real estate de- Arctic. pre 
tremendous sums, as the following roll lives and spends elsewhere, in errr rrr ery os velopments, and draw these scattered Churchill has about the “nastiest 
tabulation reveals: the bulk. Here’s a breakdown of SEE db ven ceascexeas ‘o~ oe workers into their own orbit. climate there is’—not only as re- 
Donations by the Tecumseh Prod- where they live: pS ee ee ee ee 2 It’s raining dollars in Tecumseh, gards to cold. It is also well pro- Cc 
ucts family (consisting of Tecumseh po rr rae 765 ae re 2 and localites are catching a few in vided with wind. 
Products Co. and Tecumseh Refrig- ie a eee ere re 307 GUAT: TURNS cc cievinesieves 2 tincups instead of collecting thou- Americans and Canadians on this A 


sands and millions with barrels and 
basins. 

Looking for an opportunity? Go to 
Tecumseh, young man! 


testing job are working together in 
complete harmony. They are finding 
out that, after all, the Eskimos know 
much about the best way to live 


under frigid conditions. There is ‘ 

5 nothing quite so effective in the way # 

Hoover’s ‘Mistakes’ of clothing as that which the Eski- of 

mos have made from caribou skins. si 

An inspired publicity release from Unfortunately, there are not enough a 

B| one of Truman’s propagandists says of those skins to clothe an army, so As: 

that “Hoover was a complete failure.” the nearest thing to this caribou hide ra 

So he was. He failed in many things. Clothing is being manufactured syn- eae 

att He failed to draw his salary of thetically from rayon. ies 

peo $76,000 a year while he was our It has been found that, in Arctic ing 

President—turning it all back into regions, where the temperature at I 

ere the public treasury. He failed to have all times is at minus 50 degrees, most ing 

his sons organize insurance firms to of a man’s energy is expended just the 

write insurance on government enter- to stay alive. He doesn’t have much ing 

k ¢ prises. He built a Rapidian resort for left over for fighting purposes. dun 

eep femper atur es DOWN or customers fishing and recreation at his own Lubricants freeze under these con- off 

expense and gave it to his country. gitions. Steel breaks. Medicines j acc 

None of his sons went racing through freeze and burst their bottles. If a sen 

7 the divorce courts. man touches steel with his bare  _ grc 

More and more home owners are thinking, and doing some- He never bundled up a lot of hands, it tears the skin off his fingers. | — d 

= P a “ . ‘ government documents to sell as a In the hundred days of summer there ; tall 

rs ww thing, about making home” a more livable place in the hot book to the faithful at a huge profit are swarms of some 10 varieties of © wh 
summertime. Lipman L-310 Residence Coolers provide the to himself; and he never sold him- mosquitoes, black flies, and sundry ! rev 

comfort users want at a cost they can afford. self to a labor organization for a other insect pests whose activities | = Th 

$500,000 campaign fund. are engaging the attention of govern-  __ hat 

H thered 1 - ment entomologists. 4 F 

CHECK THESE OPERATING ADVANTAGES — Pg aren Mince ogg — - ;, 10 

ion of war-and-peace documents, The information gained by this — . 

THESE MONEY-SAVING FEATURES! = one * = aaa to house that intensive research into Arctic living a 

‘i ad collection, but failed to ask Con- js not only going to be of military 

—— COMFORT through temperature and humidity gress to pay the bill. He paid it yalue—it is also going to be helpful s 

aaa himself. to Canadian civilians in enabling —- 

BASEMENT LOCATION, out of the way, next to heating He did not preach and promote them to deal more effectively in an R 

seen unit and handy to water and electrical connections. class hatred, and he did not try to economic sense with their north 
NO REMODELING or structural Chengee — uses heating pack the Supreme Court. He did not country. p 
oe system duct-work, 

== = = == FILTERED AIR. All air, fresh or re-circulated, filtered to V 

SS = = remove impurities. M A K ER Ele 

‘a evga Rimage PROVEN PERFORMANCE. Users report efficient, trouble- THE ICE CUB E 
free service. BUILT FOR Easy Sales e fre 
QUIET OPERATION. Lipman design and construction pro- ‘I 

: vides “hush-hush” performance. . the 
; DESIGNED FOR THE JOB. Efficiently cools average 5- to The Perlick Ice Cube Maker was Yor 
re 7-room homes. designed to fit the specific needs of By 
eS : . thousands of operators. Because it on 
i OP nue SIMPLE ot oeguataaae Packaged design assures quick, provides such a bountiful supply of sav 
: oy Se ice cubes so economically and con- | rec 
3, @ The Lipman Model L-310 Residence Cooler LOW-COST OPERATION. Moderate-speed operation veniently and constantly, it is a | th 
& opens up a profitable new market for you. means low power consumption... few repairs...long life. “push-over” for fast and easy sales! Se 
—— 


30 Ibs. of ICE CUBES 
for less than 5c 


keep profits UP for you! 
@ 39” High—fits under the bar! 
@ 280 cubes every 4 hours! 


@ 210 cubes storage! 


Estimate the number of 5- to 7-room, hot air-heated homes in your territory. That’s 
your potential market for Lipman H-310 Residence Coolers. For complete details 
on this unit and in handling the profitable Lipman refrigeration and air condition- 
ing lines, call... write... or wire today! 


PAYS FOR ITSELF 


in less than 2 Years 


Also in Stainless Steel 


IGERATION 
| Beloit, Wisconsin. 


GENERAL REFR 


‘ DIVISION 
| -YATES-AMERICAN MACHINE CO. 


Miteu aie io, Wis. 
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Pesearch Aims at ‘Bank’ 
Of Human Heart Vessels 


NEW YORK CITY—Refrigeration 
ayed a key role in a research pro- 
2t which may be of value in help- 
zg to establish “banks” of human 
art vessels for repair of weakened 
teries. 

The project was described at a 
cent scientific session of the New 
ork Heart Association by Drs. 
uph A. Deterling, Jr., C. C. Cole- 
an, Jr., and Mary Parshley of the 
Iepartment of Surgery of the 
College of Physicians and Surgeons, 
Columbia _ university. 

In the project, major arteries from 
te hearts of deceased laboratory 
aiimals were kept under refrigera- 
tion for long periods of time and 
then implanted in ailing animals 
si ffering vascular failure. 

Upon removal from the dead ani- 
mals, sections of aorta were rinsed 
in a solution of antibiotics and put in 
sterile test tubes. Then they were 
quick frozen and stored in a commer- 
cial low-temperature cabinet. After 
lengthy storage, the sections were 


Oe to. he 


Pe and 


— oe 


LOS ANGELES—What are claim- 
ed to be the world’s largest refrig- 
erated .display cases for whipped 
cream specialties and other perish- 
able dairy products, have been in- 
stalled in the right wing of the giant 
Rexall Drugstore at Beverly and 
LaCienega here. 

In this section of the drugstore, 
the Rexall management features 
party goods, candies, delicatessen 
snacks, and many other deluxe food 
specialties, much used by housewives 
in Los Angeles, Hollywood, Beverly 
Hills, and surrounding communities. 
Added to the non-perishable line is 
a complete list of whipped cream 
specialties, including ice cream pies, 
whipped-cream-covered cakes, fruit 
pies with whipped cream toppings, 
cream puffs, charlotte russe, lady 
fingers, and many other dairy deli- 
cacies. 

In order to display the huge assort- 
ment appropriately, and. to handle 


15 Ft. of Refrigerated Display Features Whipped Cream 
Specialties In L. A. Rexall Drugstore 


the heavy volume insured by con- 
stant crowds moving through the 
store, a 3-part display case, resem- 
bling one half of a hexagon has been 
constructed. With an over-all length 
of 15 feet, the case is divided into 
three 5-ft. sections, those at either 
end slanting away from a straight- 
line center case. 2 

Each has two layers of shelving, 


Heavey-King Co. Awarded Ford 
Motor Water-Cooler Contract 


DETROIT—The Ford Motor Co. 
has awarded to Heavey-King Co., 
local representative for Sunroc water 
coolers, the contract for water-cool- 
ing equipment for the new Ford 
transmission plant in Cincinnati. 
The coolers will be shipped direct 
from Sunroc Co. at Glen Riddle, Pa. 
to the new Ford plant. 


and double Thermopane glass, with 
circulating air between the panes 
to permit clear visibility, even in 
high summer temperatures. At the 
back of each case are two tightly- 
sealing, refrigerator-type swinging 
doors, for stocking the case, and 
removing contents. Woodwork at 
front and rear is done in bright red 
and white, to harmonize with the 


carnival atmosphere maintained in 
this section of the store. 
A 2-hp. condensing unit, located 


in the store basement, keeps the in- 


terior of the cases at 35° by means - 


of coils which run the full length of 
the 15-ft. case structure, below the 
base shelving level. 

Thermometers in each case indi- 
cate that the temperature is being 
maintained below safe maximums, 
and serve to encourage customers 
who are dubious over purchasing 
such perishables in California’s warm 
summer weather. 


Automatic Canteen Co. 


Cites Rise In Volume of 
Drink Vending Equipment 


CHICAGO—Automatic Canteen Co. 
of America, here, manufacturer of 
beverage vending machines, has re- 
ported that volume is currently run- 
ning ahead of last year and the com- 
pany anticipates that this improve- 
ment will continue throughout the 
remainder of the year. 

“Demand for additional installa- 
tions of canteens still continues with- 
out abatement,” it was declared. 
“Special types of canteens have been 
developed for installation in the New 
York subway and are presently being 
installed. 

“The latest model of the selective 
drink canteen has been in production 
since January and substantial de- 
liveries are being made.” 

The company noted that sales 
volume for first two quarters of the 
fiscal year—which quarters ended 
on March 18, was $900,000 less than 
for the same period last year. This 
was principally the result of the 
steel and coal strikes, it added. 


removed, thawed rapidly, and im- 
planted in sick animals. 

The doctors reported that ‘a very 
high degree of functional success” 
was observed. But they stressed that 
a sufficient supply of human vascular 
segments to permit large-scale heart 
and vessel repair depends upon a 
practical method of preserving the 
section. They said present methods of 
preservation are not adequate. 


Contractors Plan To Take 
Active Part In St. Louis 
Educational Conference 


ST. LOUIS — Active participation 
of refrigeration contractors in the 
four regional educational conferences 
to be sponsored jointly by the Refrig- 
eration Equipment Manufacturers 
Association and the Refrigeration 
Service Engineers Society beginning 
with the first one here May 26 to 28 
has been pledged to the two sponsor- 
ing groups. 

Rema had offered a private meet- 
ing room at the Hotel Jefferson to 
the Refrigeration and Air Condition- 
ing Contractors Association for the 
duration of the conference, and this 
offer has been accepted by RACCA, 
according to the official bulletin just 
sent to members by the contractors 
group. 

A program of some 16 educational 
talks and movies is now being 
whipped into final shape and will be 
revealed shortly, it was_ indicated. 
The exhibit hours for the conference 
have been announced as follows: 

Friday, May 26—1 to 6 p.m.; 7 to 


10 p.m. 

Saturday, May 27—12 noon to 6 
p.m. 

Sunday, May 28—1 to 4 pm. 


Rural Market Freezer Ad 


Plugs Savings to Farmer 


WATERTOWN, N. Y.— Halley 
Electric, 307 Mill St., used an adver- 
tisement in the farm section of the 
Watertown Daily Times to promote 
freezers for use on the farm. 

The advertisement was headed by 
the caption: “Farmers Attention. Do 
You Know How Much You Can Save 
By Owning A Freezer?” Copy went 
on to point out that a farmer can 
Save enough on his monthly food 
requirements to more than pay for 
th: freezer. 


Most Complete Line of 


AIR CONDITIONERS 


in the most popular size range 


1% TO 20 TONS 


= 
Evaporative Condensers 
3 TO 20 TONS 


2 _cked by more than 40 years 
of air cooling experience 


TYPHOON air conditioning Co., 


794 Union Street, Brooklyn, N.Y. 
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MMASC: Self-Contained Show Case 
Ready for Plug-in Operation 


Compact, trouble-free, easily acces- 
sible unit. Extra counter stand prac- 
tical for extra display space, scale 
or cash register. Write for latest 
General Refrigerator Booklet RN. 


BEAL 
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Up 


Triple thermopane high-strength glass . . 
strip protection 


Finished in gleaming, durable baked enamel with smart chrome trim 


Manufacturers Since 1928 


GENERAL REFRIGERATORS 


678 BROADWAY, t 


AS Spe is ok % 


i 3 spacious, Corrosion-proof aluminum shelves 


 Smooth-working, handy, hinged rear door _ . 
All parts are available for speedy, easy replacement 


Also available in 5 Ft. and 6 Ft. Sizes; and in self-contained models, ready for plug 
in, all at equally attractive low prices. 


SPECIAL—'/, H.P. Chrysler Airtemp Condensing Unit . ... 


y ab ee 


. reinforced with breaker 


® 2: sae 


M Latest fluorescent lighting insures highest see-ability 
Giant many-finned coils hooked-up in series with protective double baffle 


$69.00 Net 
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Look at the 1950 AMERICAN Line 


A sales Stimulator for merchants. 


Dry Bottle Coolers. With 
Double Blowers and Shelf 


Hard rubber slide-away doors. 


Hermetic systems. Two capaci- 
ties: 19 and 27 cases of 12 oz. 
bottles. 


Sectional 
“Plug-In” Walk-Ins 
Walk-in coolers, built to order, 
featuring hermetic plug-in 
panels, complete refrigeration 
systems for new and old walk- 
ins, Cuts installation costs 60%. 


Dairy Cases— 
Open Display 


Full vision. Hermetic 
systems. 


sizes. 


Ice Cream—Frozen Food 
Merchandising Cabinets 
Cabinets with refrigerated cross 
dividers. Hermetic systems. Pic- 
torial or mirror superstructures. 


4° and 6 Two capacities: 8 and 15 cu. ft. 


Home Freezers—AMERICAN 
Aristocrat 
Hermetic systems. Freezers of 8, 15 and 22 
cu. ft. capacities. 


Write or Wire Today for Catalogs and Price Lists. 


AMERICAN REFRIGERATION CORPORATION 


2836 COLFAX AVENUE SOUTH, 


MINNEAPOLIS, MINNESOTA 


Jen-ne Is Victor District 
Sales Mgr. for Michigan 


HAGERSTOWN, Md.— Victor 
Products Corp., manufacturer of 
commercias fetrigeration equipment, 
has announced the 
appointment of 
Lee B. Jen-né as 
district sales man- 
. ager for for the 
F state of Michigan. 

Jen-né was su- 
pervisor of com- 
mercial refrigera- 
tion sales for the 
past five years for 
J. George Fischer 
& Sons, Ince., of 
Detroit and Saginaw specializing in 
home and farm freezers, frozen food 
display cabinets, milk coolers, and 
beverage coolers. 


Purchase of Sink To Net 
Free Kitchen Stepladder 


CONNERSVILLE, Ind. — The 
second in a_ series of American 
Kitchens’ field-tested promotions will 
be launched on a nationwide scale 
May 1 to May 20, states F. F. 
Cuggan, general sales manager of 
the American Central Div., Avco 
Mfg. Corp. disclosed recently. 

The May promotion is a combina- 
tion offer that applies to any sink in 
the American Kitchens line, Duggan 
explained. When a retail purchaser 
buys the sink, he also gets a unique 
featherweight magnesium folding 
stepladder at no additional cost. The 
ladder is not generally available yet. 


Lee B. Jen-ne 


©“ man costumes. 


Practice In Using Appliances 


Role of “Basic Training’ Stressed 
In Developing Effective Salesmen 


TORONTO, Ont., Can. — How 
Frigidaire has gone about training 
its sales organization for postwar 
Selling was demonstrated for Cana- 
dian appliance dealers at the recent 
convention of the Ontario Associa- 
tion of Radio and Appliance Dealers 
here. 

Cc. S. “Jim” Trigg, sales training 
manager for Frigidaire, put on the 
demonstration and told the group 
that when a salesman stops wanting 
to learn and to do new things, he 
is dead and on the way out. 

He declared that after the war 
ended, Frigidaire conceived the train- 
ing job as a three part task. First 
it was necessary to train the trainer, 
then give the trainer the materials 
he needs to do the job, and finally 
to give the dealer and his salesmen 
the materials they need to train pros- 
pective customers. 

Frigidaire inaugurated the  pro- 
gram by conducting a six months 
long key personnel school which gave 
district managers and other key men 
training in every phase of the appli- 
ance business. 

When the company introduced its 
new laundry equipment line in 1947, 
it called the district managers to 
Dayton and put them’ through 
“learning by doing” sessions, where 
they were required to wash, and iron 
clothes. Then they were initiated in 
the mystic order of “Suds and Duds” 
and equipped with Chinese laundry- 
They were to use 
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sturdy construction 
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that stays dependable. 


ARCADE 


ROCKWELL 


FREEPORT, 


BALL BEARING + CADMIUM FINISH 


KEEPER ADJUSTABLE Y2 TO 2 INCHES 


No. 1FCS HINGE 
STEBL BLADE + CAST IRON BUTT 


WEIGHT—16% LBS. PER PAIR 


A full range of sizes for all needs 


UNIVERSAL LOCK No, 2-326 
MALLEABLE IRON 


CADMIUM FINISH 
WEIGHT.—10 LBS. 


GHT. A. smart 
modern designs, 


— quality hardware 


White for Catalog 


WANUFGTURNG SION 


ILLINOIS | 


these to dramatize their own teach- 
ings to dealers and dealer salesmen. 

Trigg declared that Frigidaire 
then set up a professional salesman- 
ship training school, where the 
trainers were instructed in the use 
of training materials. They learned 
to use such props as an easel chart 
on which the Frigidaire story was 
told. On the back of each page was 
printed the script for the trainer, so 
that he could stand behind the easel 
and read off what he had to say to 
the trainees. 

Teaching in this way he said, im- 
pressed the subject on both the eye 
and ear of the trainee, thus increas- 
ing the effectiveness of the presenta- 
tion. 

Trigg pointed out that Frigidaire 
tried to dramatize its points by every 
means possible, particularly by relat- 
ing its ideas to commonplace things 
with which all salesmen were 
familiar. 

For instance, to demonstrate the 
need for salesmen to have all the 
desirable characteristics of good 
salesmanship, such as product knowl- 
edge, enthusiasm, initiative, person- 
ality, etc., Trigg used the parable of 
the bundle of sticks. 

He produced a single stick, which 
he likened to one characteristic, on 
which a salesman might be learning. 
He pointed out that it was a simple 
matter to break this stick by snap- 
ping it over his knee. 


Gathering up a bunch of the sticks, 
he demonstrated that no amount of 
strain could break it. 

“When a customer comes _ into 
your store, he has an exaggerated 
idea of the importance of price,” 
Trigg said, holding up two cardboard 
forms. One was marked “price” and 
the other “value.” As he held them, 
the “price’ form appeared to be 
the larger. 

“But the good salesman will go 
over every feature of the appliance 
he wants to buy and explain the 
value of each feature, so that when 
he finishes, the customer sees the 
value as being the most important 
and price as secondary.” 

As he made this statement, Trigg 
switched the two cards, so that now 
the “value” form appeared to be the 
larger of the two. Both actually 
were the same size. 

Trigg said that Frigidaire has 
made a sound slide film projector kit 
available to its dealers and that 3,500 
dealers now possess them. The sales- 
man, he said, is required to show 
these slide films to his customers. 
By showing them, the salesman not 
only teaches the customer the fea- 
tures of the appliance, but teaches 
himself at the same time. 

This year, he stated, Frigidaire 
gathered dealers and the salesmen 
at Dayton to dramatize for them the 
mechanical improvements in its re- 
frigerators. The company dramatized 
these improvements by comparing 
them to common objects. 

Just as you can’t tell whether an 
egg is good or bad by looking at 
the shell, Trigg intoned as he held up 
an egg, you can’t tell whether a 
refrigerator is good or bad by look- 
ing at the outside. 

One of the changes to be explained 
in this manner was a switch of the 
refrigerant from “F-14” to “F-12.” 
This was done because of the more 
rapid cooling qualities of the latter, 
he explained. 

To demonstrate this, he dropped a 
lettuce leaf in a beaker of ‘“F-12.” 
When he fished it out a few seconds 
later, he was able to crumble it. 

In conclusion he urged the dealers 
to take advantage of such training 
aids and think of sales training as 
a continuous process. 
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GUARANTEED 
For Sealing Terminal Leaks. 
” Holl-Ines Caps 


Pat. #2476603 
$6.00 per set 


Crosley—Frigidaire 
Coldspot 


See Your Jobber 


HOLL-INES DIST. CO. 
Box 454—Chelmsford, Mass. 


ua Sorber 


the NEW, AMAZINGLY EFFICIENT: 
Electric DEHUMIDIFIER 


“AQUA. SORBER 


is scientifically designed to automat- 
ically remove destructive dampness 
from the air in enclosed areas. 


SEVERAL CHOICE TERRITORIES OPEN FOR MFGR’S 
AGENTS, DEALERS AND DISTRIBUTORS 


and profit handsomely. 


Se East Sronae 10 


on > 


There’s a tremendous market ready and Waiting for 
AQUA-SORBER. You can supply and satisfy this market 


WRITE, WIRE 


AQUA-SORB CORPORATION | 
Since 1938 


‘New ‘ieraay. 
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5-Ton Unit Keeps Fabric Shop 


kittling Corp. Buys New 
Flant In Expansion Move 


BUFFALO — The Rittling Corp., 
nanufacturer of heat transfer prod- 
ucts, has purchased the idle Applied 
Cptical Industries plant in Hamburg, 
N. Y¥., where it will consolidate its 
manufacturing operations. 

Purchase of the plant is part of a 
$150,000 expansion program for the 
Buffalo heating equipment firm, 
President Charles P. Rittling said. 
The company will double its employ- 
ment and more than double produc- 
tion when operations are in full 
swing in the Hamburg. plant. 

“Shifting of manufacturing opera- 
tions from Buffalo to the larger 
quarters was motivated by the sub- 
stantial increase in orders and grow- 
ing demands for’ our_ products 
throughout the U. S.,” Rittling said. 


Philadelphia Sales of Mitchell 
Conditioners Reported Heavy 


CHICAGO —E. A.. Tracey, vice 
president of Mitchell Mfg. Co., re- 
ports that the sales of Mitchell room 
air conditioning units in the Phila- 
delphia territory are proceeding at 
a strong pace. 

More'than 120 dealers have been 
franchised and are selling Mitchell 
room conditioners, and sales to re- 
tailers in the territory have exceeded 
by almost 70% total shipments into 
the Philadelphia area in 1949. 


Lack’s Opens Second Texas Store 


BEAUMONT, Tex.—Refrigerators, 
freezers, and other major appliances 
will be featured by Lack’s, which 
opened its second Beaumont store 
at 3003 Railroad Ave., during March. 


cy 


Shelves Free of Lint 


Conditioned air thrown 
from this Y-shaped duct 
at the Mill End Shop is 
pushed almost 60 feet 
through selling area of 
the store. Camera view 
looks toward store bal- 
cony. 


* * * 


Store’s Dusting Problem 
Solved by Air Conditioner 


DAYTON—A 5-ton packaged 
Chrysler Airtemp air conditioner 
practically eliminates dusting at the 
Mill End shop here. 

The shop, specializing in decorative 
fabrics, would be faced with a major 
lint and dust problem if it were not 
for the unit. With it, more than 1,500 
bolts of cloth are kept in top condi- 
tion for customers to examine. The 
bolts are all displayed on open 
shelves and tables. 

“We couldn’t do business in the 
summer without air conditioning,” 
according to Jules Ferman, the man- 
ager. “Our customers tell us again 
and again how pleasant it is during 
the hot months and how they like 
to browse among the fabrics. We 
never dust our merchandise and 
seldom dust our shelves. There is so 
much lint picked up by the air condi- 
tioner, however, that we have to 
change the filters as often as three 
times per month in summer. 

“During winter months, we discon- 
nect the cooling part of the unit and 
use the blower for air circulation, 
Sometimes, when we have unusual 
weather with warm humid days, as 
we did this winter, we turn on the 
cooling also. But we normally have 
a temperature on a hot August 
morning comparable to that of an 
early spring morning. It’s restful.” 

The unit is located in back of the 
store and painted a dark green. A 
single duct rises to a balcony and 
then splits into a Y-shaped duct with 
two outlets covered by wire grilles. 

The ducts are located near the 
end of the selling area, measuring 
some 25 x 60 ft., but the force from 
the air conditioner throws the air to 
the front of the store. 
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exceptionally strong framework. 


MASTER-BILT KEG COOLER & BEER DISPENSER 


Made in 2 and 3 half barrel, remote and self-contained models. 
Standard Finish: Baked Enamel with Stainless Steel Top, Apron 
& Drain. Also Available in all Stainless Steel Exterior Finish. 
Ruggedly Built: Sanitary, heavy, all-steel construction over 


Distributors & Dealers write for details. 


MASTER-BILT REFRIGERATION MFG. CO. 
920 Palm Street ° 


Model DD-2 


St. Louis 7, Mo. 


Store Becomes First Air 
Cooled Kalamazoo Grocery 


KALAMAZOO, Mich—This month 
Skedgells Market in Kalamazoo be- 
comes the first air conditioned 
grocery store in town. 

The store, measuring 33 ft. by 70 
ft., will be cooled by one 7%-ton 
Typhoon packaged unit installed by 
the Service Appliance Co. 

In decorating this store, owner 
Raymond Skedgell used black wall 
paper from the ceiling to the tops 
of the display cases, which gives the 
wall an under-water effect. New self- 
service cases have been installed for 
meat and produce. 

Packaged units are coming into in- 
creasingly greater demand among 
markets because of their ease and 
economy of installation, as well as 
low operating costs. Because of their 
large, open floors, markets require 
no extensive ductwork, and many of 
the smaller stores, such as Skedgells, 
can be cooled by one unit standing 
right in the conditioned space. 


Sperr Refrigeration Opens 


BUFFALO—A business name has 
been filed in the Erie County clerk’s 
office for the Sperr Refrigeration 
Technicians, 159 14th St., here, by 
Joseph C. Sperrazza. 


Teumen May Push Bill for Federal 


Backing of Loans to Small Business 


Action Also Seen on Pooling Investment Funds 


WASHINGTON, D. C.— Federal 
insurance on loans to small business 
—similar to F.H.A. insurance on 
housing—and a law to permit banks 
and loan associations to pool idle 
funds into special regional invest- 
ment banks which would buy stocks, 
bonds, or notes of small businesses 
may be in the offing. 

Administration sources, according 
to the New York Times, say that 
President Truman is intending to ask 
Congress to pass such legislation 


this session. And, indications are that © 


the Senate small business committee 
would be quite receptive to the idea. 

Secretary of Commerce Charles 
Sawyer is reported to be behind such 
legislation. It would carry out his 
idea that rising unemployment can 
only be checked by more rapid busi- 
ness expansion and that the best way 
to curb monopoly power is_ to 
strengthen small business competi- 
tors. 

Intent of the Federal loan insur- 
ance bill is to reduce the risk of 
private banks and other lenders in 
supplying funds to small and local 
businesses. The bill would ask no 


monetary outlays by the government. 
Instead a portion of the interest on 
each loan would go to the govern- 
ment. This would form a fund out 
of which any losses would be paid. 

Under tentative provisions of the 
bill, the government would establish 
simple qualifications for small busi- 
ness loans. Beyond that, it would 
leave entirely up to the bank the 
decision whether to make the loan. 

When a borrower defaults and the 
bank files a claim against the govern- 
ment, then the government would in- 
vestigate whether the loan had been 
properly made in the first place. 

A bill to set up the capital in- 
vestment banks was introduced in 
the Senate last February by Joseph 
C. O’Mahoney, Democratic senator 
from Wyoming. This legislation 
would permit the creation in each 
Federal Reserve District of a capital 
bank corporation. Stock of this cor- 
poration could be subscribed by any 
bank, corporation, or individual. 

These investment banks would 
lend money, invest in the stocks or 
bonds of small businesses, or insure 
loans made by commercial banks. 
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Great New 


Self-Contained 


@ SUPER MARKET 
INSTALLATIONS 


INSTALLATIONS 


and minimum floor space. 


—for central station 
supply and return ducts. 


field experience. 


cessible-hermetic . . . 


servicing. 
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SELF-CONTAINED 


CLIME-MATIC 


Air Conditioners 
Specifically Designed for 


@ CENTRAL STATION-TYPE 


Style SM—provides a vertical, adjustable 
diffuser for maximum shopper comfort 


Style U—Free-standing Unit—no diffuser 
installation with 


New Field-tested Design—CLIME-MATIC 
Units are designed with the contractor and 
service engineer in mind, and embody 
improvements based upon years of practical 


Heavy Duty Compressor—Copelametic, ac- 
all the advantages of 
a completely sealed unit, yet accessible for 


Year-Round Conditioning—Provision for 
heating coil installation makes CLIME- 3 5 
MATIC a year-round conditioning system. 


Easy Field Adjustment—All controls readily 
accessible for making field adjustments. 


DISTRIBUTORS’ 


The UNITED © 


at 


| 
CORPORATION 


AVAILABLE IN 


less operation. 


On or Off the Floor 


Ps hy - ca =i 
~ ey 
- 
* 
, 


E wir ceadiGenitiu ean... 


10 Ton-15 Ton Capacities 


OTHER MODELS FROM 3 TONS TO 15 TONS 


Among CLIME-MATIC’S Outstanding Superiorities are: 


“All Quiet'’ Operation—Completely insu- 
lated, these units provide quiet, vibration- 


Installation—W here 


adequate floor space is lacking, CLIME- 


ing. 


MATIC lends itself to wall or ceiling mount- 
“Two-section”’ 
possible separation of the machine compart- 
ment and the rest of the unit. 


construction makes 


TONS 


15 


TONS 


14 


TONS 


10° 


TONS 


AND MANUFACTURERS’ 
For Full Information on a Truly Great Business-Building Opportunity Write to 


UNITED CONDITIONING CORP. 


AGENTS 


74 VARICK ST., NEW YORK 13, N. Y. 
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Appliance Dealer Should ‘Set Stage’ for ‘Stars’ of His Show with 


Effective Store Front, 


TORONTO, Ont., Can.—Setting the 
stage for appliance sales is like 
setting the stage for a Shakespearean 
drama. Only the object of the former 
is the sale of a product worth sev- 
eral hundred dollars as compared 
with the sale of a theater ticket. 

So Gilbert Baird, sales promotion 
manager of the appliance division, 
Westinghouse Electric Corp., told the 
seventh annual convention of the 
Ontario Association of Radio & Ap- 
pliance Dealers here recently. 

Two retailers, selling the same 
products and offering the same serv- 
ices, can use the same elements of 
store planning and product display. 
and spend the same amount of money 
on them, Baird pointed out, and yet 
one will do a superb job and the 
other will produce a drab and un- 
fortunate result. 

The following excerpts from his 
talk indicate how Baird believes a 
retailer can make his store the best 
place in his neighborhood to buy 
appliances. 

“Let’s talk first about the store 
front. The job of a store front is to 
attract customers to that store and 
serve as a frame for the display 
windows. 

“To consider its present effective- 
ness, you simply walk across the 
street, stand on the curb, and take a 
good look at the store. 

“Does it stand out in competition 
with the other store fronts in the 
neighborhood? Does it tell at a 
glance what business you are in and 
who runs it? Does it look like the 


Window, Lighting, Coloring, Floor Layout 


With the aid of an attractive model and blown-up drawing from the 


Westinghouse Sketch Book on store 


modernization, Gil Baird, sales 


promotion manager of Westinghouse Electric Corp.’s appliance division, 
tells Canadian dealers how to go about making their store the best place 
in oe neighborhood to buy appliances. 


sort of a store that you would go 
to for your kind of merchandise ? 
“The treatment of the front should 
help accentuate the merchandise on 
display, not compete with it. There 
is no limit to the kind of material 


or treatment you might use. 

“It may be of glass or metal or 
stone or wood or composition—or any 
other material that might be avail- 
able. But whatever the material se- 
lected, the design should be simple 


© 
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and distinctive and should use to 
advantage the inherent qualities of 
the material. 

“If your store front needs a face- 
lifting you might find that it pro- 
vides an opportunity to re-arrange 
your window spacing—a re-arrange- 
ment that might add to the appear- 
ance of distinction and at the same 
time give you more useful display 
space. 

“By the simple expedient of moving 
the entrance to one side we (can) 
provide a small window for the smart 
display of traffic appliances and... 
(widen) the main window to a point 
where we can give’ proper display 
treatment to major appliances. ... 

“With the whole store front as a 
frame to the window, it becomes the 
window’s job to induce the passerby. 


to stop—to look at the products om’: 


display—and to pull her into the . 


store to buy those products. This 
calls for the right combination of 
lighting, coloring, and handling of 
merchandise. 

“The human brain gets its impres- 
sions from five senses—touch, hear- 
ing, taste, smell, and sight. And of 
these five, one sense alone accounts 
for almost 90% of the brain impres- 
sions—and that one is sight. So 
See-Ability is necessary to Sale- 
Ability. 


GENERAL LIGHTING A ‘MUST’ 


“In a display window this means 
lighting. A good general lighting of 
the window is imperative. This is 
accomplished either with all incan- 
descent lighting or all fluorescent 
lighting. 

“But for the very best ary both 
should be used. Use the fluorescent 
for the general lighting effect and 
use incandescent spots to provide the 
dramatic highlights. 

“Fluorescent has a tendency to 
give a flat feeling while the spotlights 
add sparkle and interest to the 
product. 

“Spotlights may be used to direct 
the eye to featured products—or to 
highlight the several products in the 
window. 

“Window coloring is important. Do 
not attempt to establish your window 
coloring until the intensity of light- 
ing has been established. Colors look 
differently according to the light in 
which they are exposed. 

“So check your color samples in 
daylight and again at night under 
either the fluorescent or incandescent 
light which you expect to use. 

“The window decoration should be 
comparatively simple so it will com- 
pliment the merchandise rather than 
detract from it. The background can 
be of fabric or paint or paper. And 
you may use screens or panels. 

“But—no matter what the material 
—its sole purpose should be to pro- 
vide a setting for the merchandise. 
Remember—the star of the show is 
the appliance you want to sell. 


ADVICE ON BACKGROUNDS 


“And another point—window back- 
grounds should not be of lustrous 
finish when you are displaying high- 
luster merchandise such as refrig- 
erators and home appliances. The 
highlights in the background should 
not compete with the highlights in 
the merchandise. 

“Dull finish materials provide 
dramatic contrast that emphasizes 
the sparkle of the product and shows 
it to best advantage. 

“As a general rule—the smaller 
the store window the more brilliant 
the color. And the bigger the window 
the less the intensity of color. 

“When it comes to arranging mer- 
chandise in a window—the display 
should be based on a balanced design 
like two boys on a seesaw. As long 
as the weight be placed on one side, 
it must be closer to the axle or you 
will need more objects on the other 
side. 

“A good window may have either 
a central point of interest or it may 
have a multiplicity of objects creat- 
ing a pattern.... 

“So with the store front identify- 
ing the business and with a window 
treatment that stops the passersby 
and drags them in, we come to the 
question of store interior. 


4>- 


“I'd say your first impression 
would depend on lighting. Surely a 
man who is in the business of selling 
electrical living should have a light- 
ing level high enough to convey the 
spirit of modern living. 

“General lighting (should) enables 
shoppers to inspect the merchandise 
comfortably and highlights (should) 
direct the shopper to featured mer- 
chandise. The source of light itself 
should not be obvious and the fix- 
tures should appear to be a part of 
the basic store design. The lamps 
should be shielded to avoid glare. 


RULE ON LIGHTING 


“A general rule for an appliance 
department should be 35 to.50 foot- 
candles for over-all illumination and 

uble that amount in showcases and 

special display arrangements. 

“Here again fluorescent lighting 
can be used for general illumination 
and the incandescent spots for high- 
lighting the merchandise and to at- 
tract attention to special displays. 

“In approaching the problems of 
laying out the store space and allo- 
cating products to various floor areas 
the objective is to make the mer- 
chandise easy to want, easy to buy, 
and easy to sell. 

“Easy to want means that every 
product should be displayed in such 
a way that it looks highly desirable, 
worth the money, and something to 
be cherished in the home. 

“Easy to buy means the merchan- 
dise should be arranged and dis- 
played in such a manner that the 
customer can compare models and 
prices and features with the greatest 
of ease. 

“Easy to sell means that the sales- 
man’s job of showing models and 
prices and of demonstrating the prod- 
uct is reduced to the simplest ele- 
ments. So a product once sold stays 
sold and makes a satisfied customer. 


HIGH-PRODUCT PLACEMENT 


“In allocating floor areas a very 
important consideration is that all 
high products such as refrigerators, 
water heaters, etc., should be placed 
against the wall. We have all seen 
too many cases where refrigerators 
were grouped around columns or 
placed back to back along aisles. 

“This gives the appliance depart- 
ment the appearance of a well-kept 
cemetery. It obstructs the view of 
the rest of the store and makes it 
necessary for the salesmen to waltz 
the customer up and down the aisles 
and around columns in an effort to 


(Concluded on next page) 
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MORE FROZEN FOOD STORAGE 
EQUALIZED REFRIGERANT DISTRIBUTION 


Steel, all 


refrigerants, 
Evaporators. Sizes 34 to 10 cubic 
Write for bulletin E-4 


STANDARD REFRIGERATION CO. 
332 S. Hoyne Ave., Chicago 12, Ill. 


Stainless 


feet. 


peg STEEL ate 


TAN DARD 


a=) Genuine Joe says... 
7 hae “WAGNER 


Commutators are the 


‘Real may" ” 


Wagner Commutators are 
best because they are pre- 
cision built of the most 
carefully selected materi- 
als. Their rugged design 
provides extra strength and 
permits refacing with 
safety. MS 4911 


Wagner Electric 


6471 PLYMOUTH AVENUE, SAINT LOUIS 14, MO., U.S.A. 


KEEP IN TOUCH WITH 


This official organ of the British 
Refrigerating Industry incorporates the 
two original British Journals: “Cold 
Storage & Produce Review" and “Ice 
& Cold Storage." Now in its 52nd 
year, “Modern Refrigeration" 


SUBSCRIPTION, POST FREE 


MODEAT 


gives the latest reliable technical and practical information. 


Send for a free specimen copy. 


MODERN REFRIGERATION, Empire House, St. Martin's-le-Grand, 
London, E.C.1, 


IE AUGERATION 


$3.00 A YEAR 


England 
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Lealer Tackling Store-Treatment Problem 
Must Know}All Factors, Baird Tells Assn. 


Concluded from preceding page) 
npare models and justify price 
di ‘erentials. 

‘Small appliances and other prod- 
ucts have too often been piled high 
o) tables and around columns in a 
w y that not only makes the mer- 
c} andise hard to see and handle and 
cc npare, but also does a beautiful 
jc» of concealing other products on 
di;play in other parts of the store. 

“Table appliances pretty generally 
ned a massed display treatment to 
ad the best selling job. This massing 
of products, however, should be a 
pettern that conveys an impression 
of wide selection, it permits the eye 
to quickly pick out a single item for 
clcser inspection. 


Q 


KEEP TYPES TOGETHER 


‘Appliances of each type should 
be kept together for easy comparison 
and they should be well spaced and 
within easy reach for customer ex- 
amination. Whatever the _ display 
arrangement it should help empha- 
size the value and worth of each 
product. Each piece should look 
worth the money. 

“So place the high products 
against the wall and keep the low 
products in the middle of the room. 
And arrange each group of products 
for easy comparison of models, fea- 
tures, and prices. 

“All refrigerators should be con- 
nected so that the lights operate 
when the doors are open. All ranges 
should be connected to a 110-volt line 
so surface and oven lights operate. 
The lights give brilliance and sparkle 
to the product and help demonstrate 
selling features. 

“One of the debated questions is 
the use of platforms under major 
appliances. We feel that a platform 
gives adequate importance to the 
product, but it should be used only 
with products that cannot be moved. 

“For example, you would not use 
a platform with a wringer washer 
or the ironer—or if you feel a plat- 
form should be used then cups should 
be placed under the casters to make 
sure they do not roll off the platform. 


SIZE OF PLATFORM 


“Where a platform is used we 
believe it should be not more than 
4 in. high or 28 in. deep—just big 
enough to hold the appliance. 

“The platform should not be so 
big that the customer must stand on 
it. The customer does not want to 
be put on display and she will not 
stand on the platform for demonstra- 
tion. 

“And in arranging product dis- 
plays may I suggest that you give 
serious thought to setting the stage 
for the actual signing of the order. 
You should call it something like a 
‘closing corner’ and these corners 
should be located if possible in the 
display area. 

“This would permit the cutsomer 
and the salesman to sit down and 
look at the merchandise under dis- 
cussion at the time the order is 


written. These ‘closing corners’ are 
of importance only where big ticket 
merchandise is involved. 


“They certainly are preferred to 


the frequent practice of trying to 
write an order while leaning on a 
range or writing against the side of 
a refrigerator. 

“And everything should be pro- 
vided to make it possible for a sales- 
man to do a complete demonstration 
job. This is particularly true of the 
automatic cycle washer, the drier, 
the dishwasher, and the garbage dis- 
poser. It also includes the electric 
range where group demonstrations 
can be given. : 

“With the automatic cycle washer 
the. customer likes to see _ soiled 
clothes go in and clean clothes come 
out. This is especially effective if 
the demonstration is made with her 
own clothes. 

“Installation can present a problem 
and run into considerable money 
when you install adequate hot water, 
drain, and wiring facilities. But it’s 
an investment that should be made 
if you’re serious about doing a job 
on those products. 


DEMONSTRATION ROOM 


' “The ideal demonstration room is 
a complete kitchen and a complete 
laundry for it provides for demon- 
strations in a home-like setting. The 
automatic washer and drier makes 
possible the first floor laundry. 

“The homemaker is_ especially 
interested in the combination kitchen- 
laundry. Such a combination should 


can change your colors and give the 
store a fresh new look. 

“Color needn’t mean flat colors or 
just paint. It can be done with wall- 
paper and with a combination of 
colors in papers and paint. Surely 
we can all agree that color puts a 
sock in retail merchandising. 

“Now with the assumption that 
the store is well lighted, properly 
colored, and a product display well 
arranged we come to the question of 
background treatment for both the 
window and the interior. Back- 
grounds might be only color interest 
or might carry the sales story. 

“Such backgrounds come in vari- 
ous forms. Generally they are pre- 
pared lithographed pieces that are 
complete in themselves. 

“I'd like to suggest that you con- 
sider the display screen idea. A 
modern store layout calls for modern 
display treatment. : 

“A screen can be of any material 
or treatment, but is preferred it be 
of open design so that it does not 
obstruct the view of the store. Such 
screens usually repeat a pattern that 
might be a very simple element such 
as a circle—a square, or a diamond.” 

Screens are designed in a wide 
element and a narrow element. With 
these two elements and several kinds 
of connecting pins you find an end- 
less number of combinations can be 
achieved. 

“Not only is it modern looking in 
design and complimentary to any 
type of store, but it has the very 
great value of not obstructing the 
view of product display to the store. 

“And even though it is an open 
design it has the quality of stopping 
the eye at the merchandise that is 
displayed in front of it. It may be 
used vertically as a background for 


tall products or it may be placed on 
its side on counters as a background 
for small appliances. 

“With this as a setting the ordi- 
nary lithographic materials take on 
new character and richness. They 
tell a selling story, yet the view of 
the store is not obliterated. 

“But the real value of a flexible 
plan of this kind is not only in the 
lithographic materials made avail- 
able, but in the things that the 
ingenious display man can do. 

“For a special interest you can 
go to a retail store and buy a roll 
of crepe paper, staple it to the dis- 
play or a flat and get a fresh look. 

“Tiring of this—a few cents more 
spent on some fabric—and the sell- 
ing center has a new look. 

“But when this interest is past 
the display man spots a piece of 
wallpaper that looks rather nice and 
gives the feeling of kitchen treat- 
ment so—down goes the fabric—and 
up goes the wallpaper. 


HOW TO TACKLE JOB 


“Now all this talk about store 
fronts, window displays, lighting, and 
coloring, and floor arrangement is 
wonderful. 

“But how does a retailer go about 
getting this done for his own store? 

“I said there were a lot of manu- 
facturers with material and advice 
on these problems. But it doesn’t 
mean that the retailer puts a penny 
postcard in the mail and says ‘Please 
send me a plan for my new store 
which is 20 ft. wide and 60 ft. long, 
I handle a full line of appliances.’ 

“The job of a store treatment can- 
not be done by remote control. 
Anyone tackling this problem must 
know all the factors. 

“If you are a large store and have 


be used wherever possible for it not 
only serves as a demonstration cen- 
ter, but helps the homemaker visual- 
ize her new appliance in her own 
kitchen and laundry.” 

Baird then took up the question of 
store coloring. 

“No attempt should be made at 
coloring without coordinating it with 
the light source and intensity,” he 
declared. “And all color samples 
should be checked in the actual light 
before they are used.” 

He demonstrated with color charts 
how the use of color can change the 
visual dimensions of a _ store and 
make it an interesting place to shop. 

The use of all light colors, he said, 
makes a store too flat looking and 
nondescript. Colors that are too dark 
will make the store appear small, 
dark, and depressing. 

Yet a dark color used on the floor 
and end wall with lighter side walls 
and ceiling gives a whole new effect. 
Lighter walls, he noted, make the 
store interior look larger. 


COLOR OF WALLS 


“As a general principle,” he stated, 
“the walls of a store selling major 
electrical appliances should, be done 
in a color that will silhouette and 
beautify the product.” 

He added, “There is a great advan- 
tage to the part color plays in store 
treatment. 
pretty well fixed and changing light- 
ing is expensive. 

“But with a few cans of paint you 


FARM AND HOME 
FREEZER 


D: ler Sales and Factory production rec- 
ords srove BEN-HUR “America’s Finest,” 
and astest moving freezer. 

And 10 wonder! With all of the plus values 
BEN HUR offers . . . three classic modern 
mod Is with Ben-Hur Blue Color Trim to 
suit very demand .. . separate freezing 


com: -artment .. . sturdy construction for a lifetime of satisfaction . . . all-around 
insu’ ‘tion that cuts operating cost, improves performance . . . and all of the 
exch sive BEN-HUR features for safety, economy, convenience ... it’s no 
won ‘er BEN-HUR is setting the pace in the freezer industry. 
Mak. it your business to make BEN-HUR your business. 
Writ» today for full details and information about 


a BE J-HUR franchise. 
BEN-HUR MFG. CO., Dept AC 


534 E. Keefe Avenue, Milwaukee 12, Wisconsin 


BEN- 


VR oom and HOME FREEZERSE 


ei 


Your display may be | 


ae foot sizes. : 


D 
| 
| 
| 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 


Division of Amrnicay Rapuaror & Standard Saritary conronarion 
Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


demand 


SERVICE 


Large strainer easily accessible for cleaning 
or servicing—fewer parts to remove, less 
chance for mechanical breakdown. 


the services of an architect or a 
storeplanner available to you-——you 
are fortunate because that is. the 
answer. 

“Major department stores have 
employed the best display talent in 
the whole United States. But this 
talent and the store management 
found their true love and real ex- 
pression in soft lines. 

“But a $200 refrigerator is en- 
titled to the same display considera- 
tion. as the $2.98 dress and in recent 
years stores are giving the hard lines 
a real break in their time and effort. 


DON’T HIRE ‘DREAM BOY’ 


“If you don’t have your own con- 
sulting architect and planner, be sure 
that the one you employ is not just a 
dream boy, but one who will ap- 

- proach the problem from the stand- 
point of designing a machine that is 
geared to do a selling job. 

“If you can’t buy the services of 
a specialist, then study the principles 
of good display which you will find 
in the literature made available by 
the manufacturers. With this infor- 
mation do your own planning job. 

“It is good to know the principles 
in any event, so you know the differ- 
ence between a good plan and a poor 
one and how a plan gets that way. 

“When the planning is done be 
sure it includes adequate facilities 
for a complete demonstration job 
and by adequate that means all wir- 
ing, drain, and plumbing facilities. 

“Then follow the plan step by step. 
If you can’t afford the whole pro- 
gram at one time—start out on a 
step-by-step plan. But be sure that 
every step is headed toward the 
ultimate goal that will make your 
store the best place in your neigh- 
borhood to buy appliances.” 


ETROIT CERTIFIED 


‘VALVES 


g 
: 


FLEXIBILITY 


Easily removable cartridge type needle and 
seat assembly gives great flexibility and 
can be interchanged on the job for either Vs to 
Y or 1 ton Freon-12. 


ECONOMY 


Interchangeable inlet connections, 44” and %”" S.A.E., 
mean greater flexibility in application. Economical be- 
cause you stock parts rather than a variety of valves. 
Large wrench flats and compact overall construction 


assure ease of installation in the smallest of spaces! 


3 BIG REASONS WHY SERVICEMEN AGREE-— 
DETROIT 777 EXPANSION VALVES LEAD THE FIELD! 


You'll agree too, once you’ve checked the outstand- 
ing features of Detroit 777 expansion valves! Service- 
men are sold on them because in every way they 
are easier and more economical to handle. Their 
compact construction and simple design make 
them easy to install and service, while their inter- 


ETROIT 


LUBRICATOR COMPANY 


changeable parts mean greater flexibility in valve 
stocks, One valve with extra interchangeable parts 
can be adapted to a wide range of applications! 
Detroit 777 expansion valves are available in pres- 
sure limit and external equalizer models, and all 
models have the same wide flexibility of applica- 


tion. So contact your nearest Detroit wholesaler and 


DE 


ask for Deron 777, the expansion valve engineered 
for economy, flexibility and service! 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
SAFETY CONTROLS ¢ FLOAT VALVES AND OIL BURNER EQUIP- 
MENT © DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES ¢ STATIONARY AND LOCOMOTIVE LUBRICATORS 


Sa 
~~ 
SRAM SRR ete | 


ey 3 ~ 3 - . ad kr * Si a os y x ‘a - : a “ - / , — 5 F ; natal ; [ey "eg Pek Peet ys bitoni se, ‘ + ; -\ ale. ; a 
. 
ig ; 
t- j 
1e pareve 
th sg 
eS se 
se il 
1) a 
r- ‘ ao F 
if ee 
- | 
of Pins 
os > 
ie 
eee = 
lee 
id 4 
id ) ( 
F4 : - - 
n [ - 
1- 
t- = & 
ee re 
f Se | 
)- , hihi 
is “a 
Pe | ; a 
y, a = : 
| es 
4 ne 
B, q 5 
t) 
l= id : 
$< \ 
e 
st wie 
Mad 
‘a hgh 
ts aun 
- q 
- 
on \% —_— oj esentutl 
s f { 
r ( 4 | y SES TNS RRR SEU —_ — ary 
| ie 
' | : | 
y | | : 
1] i - 
3, ; . -~ 
n (4 : : : 
r : : : wo 
| | eee 
‘ : — I } f 
f & | ; es I * ‘ - 
- | ~aia-— d 
2 TS | z a = | nae nti a: 
— e = te ss 
“ . #i ~ ~=5 Vee = 
4 4 CN Be iedeas - 
7 & 4 — Cee Te ~ cs oxetgen sauce mgnnemeeee RR ee MES % x nheligg ‘ aan 
7 ¢ emmy mp0) 11%) | rae 
- ' wg tT “igs 
> } tr” ade e 
7 ‘ » X e io 
ee Ne oe ~ : , i 
] = ee i — cae 4 . 
) j EP ees ale er og 
: <f th ees 5 ------ ae “a 
4 : af . Py "y + ; ft 
: : / ee oe ™% a 
«3 i i 4 
: ! 7 . % 
al 1 . , 
roe ! - e 
| Be ns 
-_ —.... = Pie 
|. | - = a: 
p | a ~ ay 
Pe nig 
a ‘ _—_ w@, 
- =- > 
é * 2 oe 
ie: . ees a Bai tis aa 
| lnk: “( eee as i de 
. nll : : ™ ee ua 
. ] i | ers 
J . Ful” tg ie 
’ 4 ae } rs 
> l . eee —I— — ve 
“ | : oe 
“yi 5. 
(Werroricas > Gewest’ & 6 | 
| a a L : 
| ——_ a 
cee ee \ : ‘a a 
. tn tint : % 
— | ee 
3 a YX Ey 
es ov9 a | 
wer we a goods — . 
4 5 Seung home and undusty AMERICAN-STANDARD © AMERICAN BLOWER « CHURCH SEATS © DETROIT LUBRICATOR © KEWANEE BOWLERS © OSS HEATER * TONAWANDA IRON : . 
he ee , te oes * ad a4 re trun «i: i Sg - af ere ea kee ; par By es : | ay fh At aH ae: } hy a as 
a ae, ae SL Pe eS eee aa Ee i gE ici 1 ~~ nen aay g eee 


a” ' 
ibdlials 


14 


AIR CONDITIONING & REFRIGERATION NEWS, MAY 1, 1950 


Photo shows how wedding of 
“Miss Appliance Dealer” and 
“Mr. Appliance Manufacturer” 
was dramatized at the recent 
session of the Ontario Associa- 
tion of Radio and Appliance 
Dealers. Though amusing, the 
skit has its serious side for those 
interested in improving the rela- 
tions between retailer and pro- 
ducer. 


Appliance Assn. Skit Dramatizes How Dealer, 
Manufacturer Were Brought 


TORONTO, Ont., Can.—‘Miss Ap- 
pliance Dealer’ was married to “Mr. 
Appliance Manufacturer” here early 
this month before an assembly of 
several hundred cheering Canadian 
appliance dealers. 


Ron McCormick, manager of the 
electrical department of the G. W. 
Robinson Co., Ltd. of Hamilton, Ont., 
performed the ceremony as a 
minister of the Gospel of Quality on 
the “Alter of Fair Trade.” 


By George M. Hanning 


The mock wedding, an uproarious 
highlight of the seventh annual con- 
vention of the Ontario Association 
of Radio and Appliance Dealers, was 
staged to dramatize the fact that 
the appliance business in Canada has 
reached the stage where both manu- 
facturers and dealers are ready to 
settle down and work with each other 
to bring the public a true quality 
product. 


McCormick declared, as a premde 


Together 


to the ceremony, “I say to you 
dealers, jobbers, and manufacturers 
—the quality of our products offered 
to the consumer is our sacred trust 
—let us never betray that trust. 


“Let us cease to trifle with it as 
we have been guilty of doing in the 
past few years. For as sure as in- 
come tax follows a good year, the 
disintegration of our business will 
follow the destruction of this—our 
sacred trust. 


& 


=| / BRIGHT ° 


ANNEALED + DEH VDRATED + SEALED END: 


9u the Tube Iudustry - Tope Zuality hara Penn name 


Penn professes no secret formula for quality. This quality control is main- 
tained through the vigilant alertness of each person in Penn’s entire organi- 
zation. Of course, having the finest equipment and packaging helps. Look 


for the Ring of Quality in tubing and write for Penn's quality control story. 


For Zuatity “Jubing - Say, Penn Agacn™ 


BRASS & COPPER COMPANY 


/ PENNSYLVANIA, ‘USA. + PHONE 


“The onus to uphold that trust 
rests on all of us—manufacturer, 
jobber, and dealer—right through 
from original design, engineering, as- 
sembly, inspection, packing and ship- 
ping, the sale, and the final step, in- 
stallation and service in the cus- 
tomer’s home. 


LONG COURTSHIP 


McCormick then donned the garb 
of his order of quality. Before start- 
ing the ceremony, he gave the audi- 
ence an outline of the “past history 
of this romance” between appliance 
dealer and manufacturer. 

Let Parson McCormick tell the 
story in his own fashion: 

“As you probably know this court- 
ship has been waxing hot, and cold 
for years. In the early days of the 
electrical business, the dealer was 
very coy and cold, but the manufac- 
turer with his ardour, and his many 
insidious ways eventually dented her 
armour, and melted her heart, and 
I would suggest 1935 as the date of 
their formal engagement. 

“The betrothal progressed favor- 
ably for several years, and the 
nuptials would probably have taken 
place in 1940, but alas—along came 


WAR INTERLUDE 


“Beautiful words, painting a beau- 
tiful picture. Both sincerely believed 
in it, and honestly resolved to wait 
and work together toward that 
bright new future. 

“Alas—like so many parted lovers 
their ardour cooled. Absence makes 
the heart grow fonder, for somebody 
else. 

“Little Miss Dealer not only flirted 
with Mr. Furniture Manufacturer 
but actually had an affair with Mr. 
Pressure Cooker, was seen at some 
of the hot spots with such unsavoury 
characters as Mr. Toy Manufacturer, 
Mr. Pots and Pans Manufacturer, 
and even that smelly Mr. Paint 
Manufacturer. 

“Miss Dealer’s excuse was that 
she was just amusing herself, and 
putting in the time until her own 
true love, Mr. Electrical Appliance 


FINAL FLING 


“Then one day the War was over, 
and everyone said the young couple 
would start right in where they left 
off, would marry and live happily 
ever after. 

“Unfortunately it did not work 
out that way. Both of them had en- 
joyed their taste of freedom. Mr. 
Manufacturer had oodles of back pay 
and gratuities and figured he didn’t 
need a wife and life-long companion 
right away. 

“Miss Dealer had also enjoyed her 
fling, and had realized she was a 
very popular girl. There was still 
lots of time to bring the boy friend 
to her side anytime she crooked her 
little finger, or made a pass at a 
possible competitor. 

“Things drifted this way for a 
while and Miss Dealer realized that 
Mr. Manufacturer was not going to 
press his suit for her hand. 

“In the manner of women the 
world over she resolved she would 
win him back and, maidenly reserve 
thrown to the winds, set out to get 
her man. 

“Mr. Manufacturer, his manly 
pride flattered, played very hard to 
get, and thoroughly enjoyed the re- 
versal of the courtship tactics. Mean- 
while, Miss Dealer was making every 
excuse to see her estranged lover, 
and every pretext to make herself 
more attractive to him. 

“The shameless hussy even went so 
far as to buy whiskey for the big 
brute. Such constant attention could 
not go unrewarded forever, and 


‘about 1948, Mr. Manufacturer began 


to soften up and gradually assume 
his role of pursuer rather than pur- 
sued. 

“Time healed some of the wounds 
and soon most of the painful es- 
trangement was forgiven, and for- 
gotten, but changes had taken place. 

“For one thing, Miss Dealer had 
joined a ladies aid society—otherwise 
known as the Association of Radio 
and Appliance Dealers. At the regu- 
lar meeting the girls got together to 
compare notes on how to catch and 
hold your man—how to train him in 
the right way—how to overcome the 
way he had been spoiled by Mr. Mac- 
Kenzie King and Miss Cost Plus 10%. 

“When Mr. Manufacturer became 
again the suitor, Miss Dealer refused 


“Only if the Customer gets abso- 
lute satisfaction in the use of your 
product has the whole series of steps 
from design to her home been worth 
while, and only if the customer con- 
tinues to enjoy this satisfaction, do 
we all make a profit and stay in 
business.” 


Mfr. Had Trouble Getting 
Miss Dealer To Accept Line 


the war and the ardent suitor, a 
bridegroom to be, the manufacturer, 
was called away to war. 

“Like any good Canadian citizen 
the bridegroom answered his call to 
duty to serve his country, postponed 
his wedding, but with breaking heart 
implored his bride to wait for him 
to return. 

“‘T will be back, sweetheart. 
Promise me you will have nothing 
to do with that snake in the grass, 
Mr. Furniture Manufacturer. I know 
you will be safe from Mr. Automobile 
Manufacturer, because he, too, has 
enlisted in the services. 

“‘*But watch your step darling,— 
It is I alone who truly loves you. 
Wait for me. Wait for me. Wait for 
me and we will go forward together 
to a bright new future,—hand-in- 
hand.’ 


When Mfr. Went To War, 
Miss Dealer Found Other Beaus 


Manufacturer, came back from the 
war. 

“Under the pretense of war work, 
Miss Dealer accepted a fur coat from 
Mr. Victory Bond Sales, and shared 
an apartment with Mr. Wartime 
Prices, & Trade Board—to help pay 
the rent, she said. 

“Sure she thought of her departed 
lover occasionally, long enough to 
repair the odd iron or toaster, but 
she was very fickle. Using as her 
excuse, ‘helping to keep up _ the 
morale of our gallant troops,’ she 
divided her loyalty. 

“Engaged to Mr. General Electric, 
she actually wrote cheery letters to 
his cousin, Mr. Northern Electric, 
and his arch rival, Mr. Westinghouse. 
In short, boys, she became something 
of a hussy, and played the field-fast 
and loose. 


Each Suspects War, Loose Living 
Have Changed the Other 


to give up her ladies aid meetings. 
She had come to realize that the 
rest of the girls could help her in 
handling her man. 

“Mr. Manufacturer had _ also 
changed. Although he had renewed 
his habit of buying her cocktails on 
occasion, camping on her door step 
regularly for orders and bringing her 
gifts of washers and refrigerators, 
some of his finer points on which he 
had prided himself, had disappeared. 

“One of the nice little social 
graces that had intrigued Miss 
Dealer so much seemed to have been 
wiped from his memory. Nightly 
Miss Dealer cried herself to sleep 
moaning ‘When, oh when, is he 
going to remember how much I used 
to like his little 2% cash discount!’ 

“Pre-war, Mr. Manufacturer used 
to have a very efficient, and helpful 
chauffeur, Mr. Service Department 
who was always around as a 
chaperon, to pick up the bits and 
pieces after a tempestuous love scene. 

“He prevented a lot of grief and 
scandal by forseeing trouble before 
it happened. In the postwar years 
it appeared that Mr. Manufacturer 
had decided a full time chauffeur and 
chaperon was unneccessary, so Miss 
Dealer’s reputation suffered some- 
what from a whispering campaign 
that suggested—she isn’t the kind 
of girl she used to be. 

“One of Mr. Manufacturer’s ster- 
ling attributes that made him stand 
head and shoulders above all other 
men in the eyes of Miss Dealer was 
his almost fanactical hatred of any- 
thing shoddy. Above all other things 
her man insisted on only the best of 
quality in anything he offered his 
true-love. 

“Loose and fast living during the 
war had dimmed his judgment and 
he quieted his conscience with these 
all embracing excuses—shortage of 
first quality steel, lack of trained 
help, increased manufacturing costs, 
and the demand for more and more 
goods, was forcing him to cut 
corners, services, and quality. 

“At long last the happy day has 
arrived—Mr. Manufacturer has for- 


‘mally proposed to Miss Dealer—been 


accepted, and both have promised to 
mend their erring ways. 
(For more of story see next page.) 
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BLISSFUL WEDDING 


“The courtship is over. The mis- 
nderstandings are forgiven. The 
‘oneymoon is about to begin and the 
appy couple ready to settle down 
» a normal and mutually profitable 
‘e-time association together. 

“If Mr. Manufacturer, the groom, 
id Mr. Jobber, the best man, will 
ep up to the altar of fair trade, 
e will carry on with the wedding 
sremony.”’—Music. 

“Here comes the _ bride’’—Miss 
ealer on the arm of ‘Pop’ Wilf Hod- 
ns, president of the Canadian As- 
ciation of Radio and Appliance 
ealers.” 

The service commences: 
“According to the best authorities, 
a union of this kind must be en- 
joined with the Bible of the indus- 
t:y—‘a service manual’— 

“Dearly beloved, we are gathered 
together here in the sight of this 
convention and its members to join 
together this man and this woman, 
i: lasting dealership, which is an 
honorable estate, instituted through- 
out the years of the Electrical Appli- 
ance Industry. 

“Dealer Franchises were ordained 
for the blessing of such unions and 
the 
children of business, customers, and 
for the mutual profit and help that 
one can be to the other in both pros- 
perity and adversity. 

“Into which estate those two per- 
sons present, come now to be joined. 
Therefore, if any man can show any 
just cause why they may not law- 
fully be so joined together, let him 
now speak or else hereafter, forever 
hold his peace. 

“And I require and charge you 
both as ye will answer at the dread- 
ful day of profit and loss accounting, 
when the secrets of all businesses 
shall be disclosed, that if either of 
you know of any good reason why 
ye may not be profitably associated 
for the rest of your lives, ye do now 
confess it. 

“For be ye well assured that so 
many as are coupled together, other- 
wise than by competent service and 
quality of merchandise are not joined 
together in a lasting union, neither 
is their dealership profitable.” 

Turning to Mr. Manufacturer. 

“Wilt thou have this dealer sign 
thy franchise, to buy and_ sell 
together, according to the accepted 
ethics of the trade? 
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Miss Dealer, Mfr. Decide 
To Form Profitable Union 


“Wilt thou supply her with highest 
quality merchandise and honor her 
demands for 40% discount as well as 
2%, 10 days, and love, honor and 
keep her as your dealer, in sickness 
and in health, and forsaking all 
other drugstores and gasoline sta- 
tions, keep thee only unto her so 
long as ye both shall continue in 
business ?” 

Manufacturer—‘“I_ will.” 

Turning to Miss Dealer: 

“Wilt thou have this manufacturer 
to be thy accredited supplier: To buy 
and sell together according to the 
accepted ethics of the trade? 

“Wilt thou sell his merchandise, 
maintain his prices, render onto his 
goods such service as may normally 
be required under the solemn oath 
of the 90-day warranty period, pay 
his accounts promptly and _ love, 
honor, and keep him as your supplier 
in sickness and in health and, for- 
saking all others keep thee only unto 
him, so long as ye both shall continue 
in business.” 

Dealer—“I will.” 

“Who giveth this dealer to be 
married to this manufacturer?” 

Wilf Hodgins—‘‘As president of the 
ladies aid, and one of the oldest 
Canadian appliance dealers, I do.” 

“Who voucheth for this manufac- 
turer as a fit and proper person 
to marry this dealer?” 

Jobber—‘“‘As an old friend from 
boyhood and boon companion in 
many business deals, I do.” 

“Join your right hands and repeat 
after me as follows.—I, Manufac- 
turer, take thee, an appliance dealer 
to my franchised accounts, to have 


and to hold, from this day forward, , ~ 
for better for worse, for richer for * 


poorer, in depression and in pros- 
perity, to supply, and to service, 
goods of the highest quality, and let 
nothing us do part—in keeping with 
the best business principles—and 
there-to I plight thee my franchise. 
“T, an Appliance Dealer, take thee, 
Manufacturer, as one of my regular 
lines, to have and to hold from this 
day forward, for better for worse, 
for richer for poorer, in depression 
and in prosperity, to purchase and to 
sell, to maintain service and price, 
and let nothing us do part;—in keep- 
ing with the best business principles 
and thereto I sign thy franchise.” 
Best man hands a “quality” sign 
to groom, fastens handcuff to groom; 


SERIOUS FUTURE 


After the wedding, McCormick con- 
tinued: “Now that the ceremony is 
over, and the honeymoon about to 
commence, let me remind you of 
some of the more serious aspects 
facing the young couple about to 
start running a home, or rather an 
appliance store. 

“Referring back to my similie of 
the courting of Miss Dealer, many of 
us have acted like irresponsible 
fillys, having our fling at sowing our 
wild oats. Now that wonderful fling 
is over. ; 

“Although some of you found our 
mock wedding rather amusing, I was 
never so serious in my whole life 
than when reading that mock wed- 
ding ceremony. 

“Quality and service are the back- 
bone of our business, and only those 
dealers and manufacturers who main- 


© 


MOTOR-BASE 
ADAPTERS 


sur No. 103-C 1 to 3 
. p. motor adapter 
et is rapidly gaining 
/opularity with air 
onditioning equipment 


VY, to Y3 hp.—101-D 

ianufacturers, and % to 1 hp.—102-C 

vice engineers. 1 to 3 hp.—103-C 
SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Need for Higher Standards 
Of Production, Sales Seen 


tain high standards of both can hope 
to survive and make a profit in the 
competitive future. 

“By now most dealers have com- 
pleted postwar housecleaning. Most 
of the ersatz goods have been cleared 
from their stocks. Most dealers have 
reduced the number of lines they 
carried in the ‘desperation period,’ 
and are back to good, sound, basic 
buying. 

“Some of the newcomers, both 
dealers and manufacturers’ have 
fallen by the wayside. The day of 
the fast buck is over. Most of the in- 
and-outers are in for the last time, 
and will soon be out for the last 
time. 

“Under pressure, the jobbers and 
manufacturers are fulfilling their 
duty of warehousing merchandise, 
rather than asking the dealer to 
carry all of the load as has been the 
case for the past three or four 
years. 

“We, as dealers must realize, if 
we have not already done so, that to 
survive, we must consider ourselves, 
not as a clearing house for manufac- 
turers, but as: purchasing agents for 
the public. 

“We must fulfill our function in 
the trade by selecting those products 
for sale in our store that are best 
suited to the buying public in our 
own communities. And we, as deal- 
ers must take care of our own busi- 
ness.” 


BARGAINS 


. oe PARTS 


WRITE—ON YOUR LETTERHEAD— 


for the latest edition of the | 


DEPENDABOOK—No. 152... 
Lots of new items. Lots of bar- — 
- gains...some 60% below © 


prices! 


BP ics Save Money. 
"SERVICE doesn't falter when it comes from HARRY ALTER” | — ; 


1728 S. ——~ ye Ave., 


Wholesale Only Chicago 16. Ill. 


THE HARRY ALTER Co. 


134 LaFayette St., 
New York 13, N.Y. 


groom fastens handcuff to dealer. 
“Quality” sign hangs from handcuff 
chain. 

Mr. Manufacturer says: “With this 
sign of quality, I thee wed, with my 
goods I will thee supply, and with 
my best advertising and sales promo- 
tion, I thee endow.” 

Both kneel down: 

“In the sight of the assembled 
members of the Ontario Association 
of Radio and Appliance Dealers, may 
blessings in the form of sales and 
profits, descend upon these servants 
of the Electrical Appliance Industry. 

“As the retail Jewelers and 
Manufacturers have lived together 
faithfully, so may these two’ surely 
perform and keep the vow and co- 
venant betwixt them made. 

“Whereof this sign of quality, 
given and received is a token and 
pledge and may they ever remain in 
perfect harmony and accord together 
and live and do business under the 
laws of fair trade practice. 

“Those whom quality hath joined 
together, let no man put asunder. 

“For as much as this Manufacturer 
and Dealer have consented together 
to do business each with the other 
and have witnessed the same before 
this convention, and thereto have 
given and pledged their troth, either 
to the other, and have declared the 
same by accepting quality as the 
symbol of their union, I pronounce 
that they be man and wife together 
as long as quality shall continue to be 
the guiding factor in their mutual 
relationships.” 

Bride and groom kissed and left 
the hall together under a shower of 
confetti. 

Organ music filled the hall and the 
wedding guests cheered the happy 
couple. 


THE EBCO MANUFACTURING CO. 


Another PLUS}for 


The Complete Line of Electric 
Drinking Water Coolers 


i The Ebco 14000 
New Foot Pedal py = Bubbler has roller- 
Bubbler Available Ree 4 bearing construc- 
for ALL Oasis =» 4 tion with automatic 
Pressure Bubbler stream control. 


™ Made entirely of 
>| brass and stainless 
+ steel, with chrome 
plated bubbler 
| guard. 


Water Coolers, Ex- 
cept Compartment 
Model OP-3R. 


NEW Oasis Foot Pedal Bubbler 


New Oasis Foot Pedal Bubbler furnishes the same full 
stream, thirst-quenching drink secured from famous Ebco 
12000 Hand-Operated Bubbler. Foot Pedal made of cast 
aluminum. Solid linkage between pedal and valve elimi- 
nates need for adjustment. Meets all sanitary and public 
health codes. 


For more information, WRITE TO: 


| REFRIGERATOR HARDWARE 


National £ woh Company 
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BUTTS AND HINGES e STOVE HARDWARE 
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I: -* L | : BEEFS WHEN THE NEW | we 
| |W Ree Mme) OFFICE CUBICLES ARE EE 
\—— 5 2 : DOLED OUT*:-~ | 2 | ar 
oo han Tea Faith In an Idea , 
NEW YORK,N.Y, ; de 
ECENTLY the people in Jasper, Ind., decided to suspend fe 
‘ R : R tu 
garbage collection and install electric disposers. Now a hin 
é a) e similar idea is being encouraged by the mayor of Detroit. Indi- fr 
D oO You if ave One I oot In the, D oor ? cations are strong in many other parts of the country that the ‘ 
dollars-and-common sense advantage of this method of handling ye 
B i ° ° | d d ° d ° | f waste is already winning over hosts of tax-conscious citizens. | th 
y e iminating C ogge riers an expansion va ve reeze-ups eee That news is heartening for the appliance industry as a whole | “s 
“ and for the General Electric Co. in particular. Not simply be- § . 
iS) 


cause G-E got the Jasper contract for the installation of “Dispos- 


49 > = all” units throughout the city, but because the ever-widening ac-_ jf 
; ts } ceptance of this type of garbage handling means that another _ «8a 
— / company’s unrelenting faith in a heretofore unheard-of product has pr 


ad 


been vindicated. | : 
For like other appliances that eventually have brought the | 
* consumer a better way of living, the electric garbage disposer was 
pulls Up greater profits! a long time—nearly 20 years—in the development stage. Dur- | . 
‘ e ing that period someone had to foot the bill for all the designing [| jn 
: and experimenting. More particularly, someone had to have : cl 
| faith enough in what that product promised to spend nearly me 
$1 million on it! he 
i The story how that money was spent in bringing this new ns 
appliance into existence carries a strong lesson. It provides a th 
rich illustration of how under the free enterprise system American we 
industry can grow strong enough to pioneer such a unit during a 
the difficult years before it achieves general acceptance. Con- pr 
sider these facts: m 
Between 1931 and 1935, when the electric garbage disposer ” 
was little more than a good idea that wouldn’t quite work, Gen- N 
eral Electric spent about $90,000 in laboratory services getting 
it started. In 1935 the Disposall was turned over to the firm’s M 
Appliance Dept. and that year little more than 200 units were m 
sold—which meant the company had to write off a loss of $9,000. ris 
But that was just the beginning of a long road. During the next 
five years G-E paid out almost $300,000 just to keep the Disposall a 
from ending up a waste-basket project. s 7 
Then, in 1942, barely 12 months after the company’s effort to 
put over this new product had met with its first real success (a 
Sa 


$40,000 gain) World War II halted production and another 


g 3 ~ | $226,000 loss had to be recorded. Obviously it was no easy trick y? 
Yes . . . you can eliminate all losses from to absorb such setbacks and persevere. th 

_. | breakdowns and definitely count on greater Yet right after the war General Electric resumed output of 

; 2aSOnN profits when you use these Heavy-Duty “Cross- the units, and public response was such that within a short while 

S 6 Flo” Drier-Filters. For now, with Molded the new venture showed a profit. The story’s been the same ever 

LIC DuCal Drierite as the drying agent, you get since. Today with’something like 15 different firms selling com- 

the highest-possible efficiency even at liquid petitive garbage disposers, the annual gross comes to about 
temperatures up to 150°. The secret is in our $6 million. There’s no predicting what the dollar volume will Vs 
_ exclusive “Cross-Flo” construction, wherein be once the “Jasper Idea” catches on and whole communities tic 

71 — the refrigerant flows across and between the start buying electric disposal units! 


self-spacing discs of Molded DuCal Drierite— 
which are positively guaranteed to remove and 
\ (. | retain moisture even at high liquid tempera- 

- , tures and down to extremely low dew points. 
Thus, you can count on prevention of refriger- 
ant control freeze-ups even in the lowest 


Actually that day may not be too far distant. For this new 
appliance packs a wallop of a sales-appeal all its own—one that 
_ could easily accelerate the present trend. Besides a relatively 
| low selling price, negligible cost of operation, and small mainten- 
ance expense, it has in its favor one argument that dwarfs all 
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ms Cross-Flo capacities: 1, 2, 3, & 5 tons. cuidasiosil saetiienl others: the electric disposer eliminates the vermin-breeding 
Connection sizes: 4” thru %” SAE; ’” O.D. SWT. ee ' | garbage can, thereby slashing the city tax bill. Incidentally, it 
, Send for Literature and Prices also removes the largest category of complaints received by city 
. | officials. 

. 7 \ * | Every voter can see where this entirely new concept of 
* a gE M C o _ garbage handling will benefit him or her personally. It’s a credit 
CARRIED IN STOCK BY LEADING WHOLESALERS EVERYWHERE | to the appliance industry that an idea which may soon improve 
West Coast warehouse stock at: 2103 So. San Pedro, Los Angeles, Calif. INCORPORATED the health and prosperity of millions was given the chance it 

EXPORT DEPARTMENT: Melchior, Armstrong, Dessau—Ridgefield, N. J. ZELIENOPLE, PENNSYLVANIA needed to prove itself. 
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Stimulating Sales Effort 


“A salesman who gets a low rate 
of pay is no asset to the business. 


$40 per week with 2% commission 
on inside sales and 3% on outside 
sales. 


ig When a salesman gets to the point 
a ‘ where he is bringing in more volume From another came a query about 
hing Co, : ? . for the store, then increase his per- what had been tried on pooling the 
Salesmen Will Work Harder To Push Sales Volume If They're Paid centage of commission. The dealer profits of the store and paying the 
. can well afford to do this because salesmen out of these profits at the 
: fixed overhead items are then taking end of the month. 
Adequately and If Dealer s Fi romotions Attract Prosp ects a lower percentage of total revenue.” No one admitted to having tried 
Grant revealed that his own com-_ this idea and some said that. it had 
TORONTO, Ont., Can.—How to dence, punctuality, tactfulness, initia- explained, uses a trick whereby a pany pays an average of 5 to 6% never occurred to them. Randall 
Pan- s lect, supervise, stimulate, and com- tive, imagination to visualize a sale, red and white striped beach ball is e¢ommission. The men start at 4% commented that he felt that this 
itries: pensate appliance salesmen brought resourcefulness, and product knowl- balanced in the air stream of a on sales of up to $6,000 per month. would not be a fair means of com- 
each; f rth a lively discussion at one panel edge. vacuum cleaner. When that figure is reached, they pensation, for it would only be sub- 
<« ssion at the Ontario Association of He pointed out that the last item “You must stop people before you get 5% on sales up to $7,000, with sidizing the inefficient salesmen at 
}adio and Appliance Dealers con- was particularly important because can talk to them. And you must talk this percentage retroactive to cover the expense of the more efficient. 
, ntion here recently. every prospect expects the salesman to them before you can make a sale,” their total sales. Then they receive What about the age of prospective 
J, H. McIlroy, representing General to be an authority on the appliance Wismer contended. 6% on sales up to $8,000 and 7% on ~ salesmen, asked one dealer. Randall 
¢ eel Wares of Toronto, Canadian he is trying to sell. Ron Grant of the Murphy-Gamble _ sales up to $9,000. answered, “Age has nothing to do 
a pliance manufacturer, started the The dealer’s fundamental task is (Co, of Ottawa, chairman of the panel, Such a plan, he declared, offers With the salesman’s ability to sell. 
_bul rolling by pointing out that to supervise the salesmen, Randall took up the dealer's viewpoint on an extra stimulation when the man Many times a man can be as good 
C inada’s production capacity has asserted. The important question is salesmanship and the question of is approaching the next higher pay oF better at 60 then he was at 25. 
i) creased more since the war than ‘Will the boss do everything he ex- salesmen’s compensation. bracket. 4 After all, he has built up a lifetime 
a.iy other country in the world. pects his men to do?” , sae : T mpany, Grant said, 1 of experience that’s valuable.” 
mow | Having built up this great ca- “Salesmen are _ individualists *by Pg eg oh gag ene pro aero Pgh ” a Pasar Mr 2 Grant added that the big problem 
ative | P city, the manufacturers now find nature,” he declared. “They like to to his particular store is the ssevines for reserve against returned goods Was what to do about the “old” 
p. i tiat they must stimulate a selling do something different and avoid 4. offers. Similarly, he noted, to and other contingencies. On the other people of whatever age—those who 
o: ganization to support it. routine. They can’t be driven, but attract good osheumnas the Genter hand, the salesmen receive a draw- have to have a cup of coffee or go 
cy. | “The salesman’s job,” Mcllroy said, they can be led.” should provide good working condi- ing account of $40 per week which out for a cigarette every once in a 
ager |} “3 to sell sufficient quantities of For example, if the dealer expects tigng for them. These conditions is applied to their commissions, while, They are the type who don’t 
Mor quality merchandise to keep the his men to put in a full day’s work  j,ojyqe a clean store. a flow of floor put in a full day’s work, he indicated. 
| plants going and at a price that will without knocking off for coffee every tragic, and a plan at week. Health Benefits Important Randall replied that this was a 
- give a proper return to management, few hours, he will have to do the H : niall t f ; problem of supervision rather than 
‘ | stockholders, and retailers.” same thing himself. e remarked that the type o In compensating salesmen, Grant a fault of the salesman himself. In 
= | He contended that only those deal- Salesmen should be fully informed C°™Pensation that should be made asked the dealers to also consider cases like that, you should jump on 
| ers will survive the competitive of house policies, Randall commented, ‘© Salesmen depended on the circum- providing some sort of health insur- the supervisor and not the salesman. 
~~ period ahead who accept the idea Many of them are not, which ham- tances of the particular store. ance that will protect him in case of Answering another question, Ran- 
that selling to consumers is a science pers them in making sales. Factors to be considered are the type illness and protect his wife during all pointed out that the dealer can 
| and that salesmen must be trained Another task for the dealer is the Of trade that patronizes the store, pregnancy. supervise the salesmen himself if he 
in this science. preparation and conducting of a sales ‘he- size of the store, and the num- “These things are very important has just a small number. You don't 
He deplored the fact that too many training program. In this the sales- Pe® Of salesmen employed. ; to the salesman and he will perform need a separate supervisor for five or 
dealers, when they get a franchise, men themselves can be of great In his own experience, Grant indi- better if he doesn’t have to worry six salesmen, he declared. 
end feel that they are on the manufac- assistance, he indicated. cated that he has found the straight about them,” Grant maintained. A dealer in the audience took issue 
turer’s payroll and he owes them a “If you want to know what's commission to be the best method of After Grant’s exposition, a dealer with this statement, however. He 
y S living. “Nothing could be further wrong with your sales program, ask compensation both for the salesman rose from the audience to comment asserted that in his organization, he 
idi- from the truth,” McIlroy affirmed. your salesmen. They know. And and the store. “But for goodness’ that he found it preferable to pay found that he got greatly improved 
the One of the jobs of the retailer, he their criticism can be helpful,” Ran- Sake, give him some commission,” his salesmen a salary and small results when he hired a sales man- 
hs stated, is to have enough salesmen dall stated. he added vehemently. commission. His salary offer was ager to handle four salesmen. 
ing; of the right type and then to educate > = ‘ 
3 | them. He must show them how to Analyzing ‘Lost’ Sales 
use their time to the best advantage. 
ole ' Many salesmen do not do a good job The dealer and the salesmen should | 
be- merely because the dealer has never also analyze lost sales and find out 
os- ff shown them how to make the best Why they were lost. They should 
| use of their time. analyze their competitor's position 
ac- Then the dealer must pay the and discover wherein he is successful. | 
her salesman adequately. He must teach The salesmen should also study the 
has the salesman to go over every detail >uyers and find out what made them — 
| of the product in his sales presenta- ©°me into the store and buy. 
tion. By doing this he can impress Randall urged the dealers to use | 
the customer with the full value of the manufacturers’ representatives | 
the | the product. at every opportunity and to take 
vas He advised the dealers to be in a advantage of the sales manuals pre- 
ur- | position to render adequate service pared by the manufacturer. He sug- 
| on the appliances they handle. And gested, too, that they explain to their 
ng § make sure that your servicemen are Salesmen the store’s and the manu- 
ive ff clean and stay clean, he urged. Noth- facturer’s advertising programs. 
rly ing impresses a customer more than “Many times salesmen do_ not 
having the serviceman wipe his feet realize how much money is being 
before entering her house and wash spent to help them sell,” he asserted. 
ow his hands after he finishes his work. Taking up the problem of how to 
McIlroy suggested that dealers set stimulate salesmen, A. I. Wismer of 
a themselves a monthly budget that Onward Mfg. Co., vacuum cleaner y 
an would act as a gauge of their busi- manufacturing firm, Kitchener, men- 
ng ness conditions. The budget will tell tioned several common ways of do- 
the dealer where he is going and _ ing it, 
n- prevent him from paying out too First of all, he said, the dealer 
much money in trade-ins and other must be sold on his products himself 
unprofitable ways, he indicated, and must develop a personal interest 
er in them by knowing how to use them. | e ? 
aa New Salesmen from Staff This feeling must be passed on to | Bund weld Tubin sha E® U 
the salesmen. | eee 
1s S. Randall of the Easy Washing A method of directing the sales- | ; - 
1's Machine Co. at Toronto, another man’s effort in the way the dealer z ~ © 
re panel speaker, told the dealers that wishes it to go is to offer special t b tt f t 
0 the best source of salesmen was compensations. For instance, he can @ ] e er re rigera ion 
‘ right under their own roofs. give them spiffs for night work or | ‘ 7 
xt “Your own employes are usually give them a higher percentage com- ay 
a ambitious to better themselves and mission on higher-priced appliances. 
( want to advance in the company. The dealer, he added, can make 
fy ~=«s They have the advantage of knowing hig salesman's job easier by putting | AND LOTS of it, too! WHY BETTER? 
‘Oo \ saci policies, knowing your CUuS- on promotions that will attract pros- : ate ‘ , . 
mers, and knowing your products. pects to him. He can give away | As of this writing, Bundy’s patented* bending ma- Bundyweld is made by a unique process—double- 
Pomc nog ogy a a wean te — = oe to = store | chines have turned out over 4,500,000 serpentine coils, — — * a ae ns eng sere ns oo 
= cea raffic. r he can advertise a : : —tor extra stren urdine ile we 
k a competitor. He may be the best leader” model in connection with a U8 470,000,000 feet of amazing Bundyw ue lightweight, Bundyweld bends easily and quickly to 
the peso Boll <n bv ee : Poca higher-priced model and thus draw | Each coil is completely fabricated, thoroughly in- short radius turns, with no fear of buckling. It’s leak- 
to quit his former job will likely in- Sarees. _ spected, right on the job. Bent on a wide range of proof, too—its tight, copper-bonded walls test-proved 
E fluence him to leave you, too. ‘Crowd-Stoppers’ Sell Best _ centers and leg lengths, these Bundyweld serpentines by halogen vapor detectors, 
e if the dealer“is .going to train a are supplied you in all commonly used tubing diam- 
r Salesman himself, the best place to And he can use full window dis- eter pit Eager pa ig «Aiea In a re- All these advantages stack up to better performance 
get material is from school gradu- plays, which it has been found, are | ©©'S COMP eee ‘ y with Bundyweld in your product. Get in better shape 
l- ates, These men, he declared, are excellent for bringing people into ‘{rigeration manufacture, Bundyweld spells less rejects, today; contact a listed distributor, or write: Bundy 
it receptive to training for they have the store. The window can either be higher production and lower production costs, Tubing Company, Detroit 14, Michigan. 
1 be n doing nothing else for years. packed with merchandise or it can be 
‘andall offered this list of quali- concentrated on some “crowd stop- | *U.S. Patent Nos. 2,454,290; 
'S tie that make for a good salesman: per.” 2,469,405; 2,469,406; 2,474,276 
: ‘ood character, good appearance, Using movement and color is a ® 
he ith, intelligence, ability to con- recognized method of _ stopping 
N | cei trate, industriousness, self-confi- crowds, he noted. His own firm, he U Y we u : n 
t a — 
y | | ® 
. JF | DOUBLE-WALLED FROM A SINGLE STRIP 
1 NEED COLD PLATES? Call DEAN!!! | 
J For ice cream cabinets, locker plants, soda fountains, farm milk coolers, WHY BUNDYWELD 1S BETTER TUBING 
t | tol farm freeze cabinets, low temperature test rooms, window displays, liquid ' . oe 
; coolers. Also plates for baudelot-type coolers. Custom built 2" Y 
y plates available on special order such as cylinders, U's, iy! SIZES UP iy P 
angles, tanks, etc. Plates available in stainless steel and : Ai 10 5/¢ 0.0. Siw 
, | other metals. " SS. 
; y SEND FOR TECHNICAL DATA BOOK Bundyweld starts as a continuously rolled passed through a fur- Bundyweld... 
| single stripofbasicmetal, twice around laterally nace. Bonding metal double-walled ons 
; LD) ‘anne Seas Ske" Scsaas SIZES UP TO %” O.D. ‘ 
. re 4 PRODUCTS, INC. | Bundy Tubing Distributors and Representatives: Cambridge 42, Mass.: Austin-Hastings Co.,|nc.,226 Binney St. @ Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga 
Bank Bidg. . Chicago 32, Ill: Lapham-Hickey Co., 3333 W. 47th Place 7 Elizabeth, New rs “ B. ioe aa a. oe ay — — seat teen, 3, — 
1042 DEAN ST., BROOKLYN, N. Y. fab ae a ae Alloy Motel Soles, isd, 881 Boy se “7 agg Sen Ne hy tubing is sold by distributors of nickel and nickel alloys tn ptacieed cities. 
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Whats New 


Carrier ‘Humitrol’ Model 
Speeds Dehumidification 


SYRACUSE, N. Y.-—-Five new 
models of self-contained ‘‘Weather- 
makers,’”’ designed specifically for 
the air conditioning of stores, shops, 
restaurants, taverns, markets, suites 
of offices, and other places of busi- 
ness, have been introduced by Carrier 
Corp. 

Ranging in capacities from 3 to 5, 
7%, 10, and 15-hp., the entire line 
has been styled by Lurelle Guild, 
noted American designer, in order 
to blend beauty with utility in the 


moulded streamlined cabinet, with 
die drawn front panels and matching 
grilles. 

A feature of the new models is 
the “Humitrol,’’ which is said to pro- 
vide a better balance between cooling 
and humidity control and speeds up 
the dehumidifying action whenever 
desired. 

Other features include: 

Hermetic compressor unit with 
dual overload motor protection; full 
pressure lubrication system; automa- 
tically reversible oil pump; magnetic 
oil cleaning plugs; multiple valves 
for high efficiency; compressor and 
motor sealed together. No seasonal 
pump-down needed. Finger-tip con- 
trol by ‘just turning a selector switch 
behind a control panel on the front 
of the unit. Sloping cooling coil 
which permits a greater face area. 
This provides a larger cooling sur- 
face than is possible in the horizontal 
type. Air passing through is more 
thoroughly cooled and dehumidified. 

The new Q-T fan, a Carrier de- 
sign, provides a wide range of speeds 
without any sacrifice in efficiency 
and with noise reduced to a mini- 
mum. 

The F-M expansion valve, another 
Carrier development, controls the 
flow of refrigerant to use the full 
capacity of the cooling coil, every 
inch of the coil being equally cold at 
all times. 

The finish is a baked enamel on a 
protected, Bonderized surface and 
the moulded front gives a two-tone 
effect to the copper-beige color. 


Kelvinator’s New Frozen Food Merchandiser 


A 
Kelvinator 


Patterson (left), 
commercial 
sales manager, and R. 
G. Alexander (right), 
commercial sales repre- 
sentative, demonstrate 
the new Kelvinator 
frozen food merchan- 
diser. The company's 
new line includes cabi- 
nets in five sizes from 
2.6 to 12.6 cu. ft. Mer- 
chandising boards fea- 
ture three-dimensional 
full-color illuminated pic- 
tures designed to in- 
crease the eye appeal 
of frozen food at the 
point of sale. 


Parmetic Unit Features Easy Field Servicing 


TOLEDO—Lynch Corp.’s Par com- 
pressor division here has announced 
the addition of a new Parmetic to 
their refrigeration line. 

Model PM-O (%-hp. split phase 
motor complete static condenser con- 
densing unit) and motor compressor 
MC-5 is designed only for use with 
restrictor tube or other self-unload- 
ing systems. It uses ‘“Freon-12.” 

Design features include a remov- 
able dome, easy field servicing, and 
extremely quiet operation (internally 
spring mounted). Internal circula- 
tion refrigerant vapor dissipates 
motor heat and effects cooler running. 

Suction intake above motor practi- 


TPS ena 
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eu Prospects! New Pf ts! 


cally eliminates’ oil circulation 
through the system. Intake and dis- 
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Here is your answer to a long-standing need for a 
compact draught beer, soda water and sweet water 
for taverns, bars, clubs, hotels 
and cafes! The complete, compact installation shown 
requires a space only 11” wide x 20” long x 15” high. 
A Temprite Instantaneous Beer Cooler and a Temprite 
Instantaneous Carbonator can easily be installed in any 
new or existing coil box. This system can dispense up 
to 60 gph of carbonated water; one to three brands of 
constant 40° F. draught beer; and ample cool sweet water. 

Beer is cooled to just the right temperature through 
the interior stainless steel coils of the famous Temprite 
Instantaneous Beer Cooler. Normal temperature city 
water is efficiently converted to sparkling soda water 
in the Temprite Instantaneous Carbonator and then 


dispensing system... . 


TEMPRITE PRODUCTS CORP. 
43 PIQUETTE, DETROIT 2, MICH. 


Please send me complete details on your new carbonator 


and beer cooler application. 


ONE TO THREE 
BRANDS OF 
DRAUGHT BEER 


| 

es | 

| 

ADDRESS | 

CITY ZONE___ ___. STATE. : 
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cooled through the upper exterior coil on the beer 
cooler, just before being dispensed. The lower exterior 
coil cools up to 8 gph of plain sweet water. 

There is an unlimited profit opportunity for refriger- 
ation men who can offer Temprite’s new combination 
Carbonator and Beer Cooler installation. The demand 
for new installations of this type is increasing daily; 
and a ready-made market exists for the sale of Temprite 
Carbonators to the thousands of satisfied users already 
equipped with Temprite Beer Coolers. 

You can now offer your customers these 2 compact 
Temprite units, with assured long life; trouble-free 
service; and at really worth-while operating economies. 
New Prospects and New Profits can be yours! Write for 
complete details today! 


righ wilh lenerity ! 


emprite 


Products Corp. 43 Piquette, Detroit 2 


charge mufflers eliminate pumping 
noise. 

Parmetic Model PM-O also fea- 
tures oversize bearings, counter- 
weighted crankshaft, and _ bakelite 
and neoprene motor terminals. All 
compressor parts are selective fit, 
immersed in oil to mid-point of 
cylinder. 

Parmetic model PM-O is available 
for immediate delivery. 


Kauffman Line Adds 2 
Window Conditioners 


ST. LOUIS — New window-type ® 


room air conditioners in % and %- 
hp. models are now being offered by 
Kauffman Air Conditioning Co. here. 

The two models are known as Type 
“Y" and Type “X.” The former is 
saia to have a total refrigerating 
effect of more than 5,700 B.t.u. per 
hour with a %-hp. motor and to cool 


_ 200 ft. of air per minute. 


Type ‘“X,’” which has a %-hp. 
motor, is rated at more than 8,800 
B.t.u. per hour. It cools, 300 feet of 
air per minute. 

The manufacturer listed this other 
information: Type “Y’’—outside air 
for cooling, 0 to 50 c.f.m.; room air 
exhaust, 70 c.f.m.; power consump- 
tion, 830 watts. Type ‘“X’’—outside 
air for cooling, 0 to 75 c.f.m.; room 


air exhaust, 80 c.f.m; power con- | 


sumption, 1,100 watts. 

Compressor and motor are spring 
mounted. Either hermetically-sealed 
or open-type compressors designed 
for any voltage or current are pro- 
vided. The compressor starts un- 
loaded. 

The units are designed to cool, 
clean, and remove excess moisture 
from the air and to circulate condi- 
toned air wie no ratte. 


SNAP-IN GRIDS 


the econo 7. panne 


aaa air filter, 


RESEARCH PRODUCTS CORP. 


Madison 10, Wis., U.S.A. 


Coolerator model FB-102 freezer. 
* * # 


Coolerator Sets Lower 
Price on Larger Freezer 


DULUTH, Minn.—The Coolerator 
Co., here, has introduced a new 
10.3-cu. ft. freezer to retail at 
$299.95, according to J. J. Launder- 
gan, Coolerator national freezer spe- 
cialist. 

“Coolerator feels that this new, 
low price on a big freezer will en- 
courage purchase of the larger 
‘family size’ freezers that are needed 
to get maximum convenience and 
economy,” Laundergan said. 

The FB-102 freezer will be 
equipped with a no-drop, counter- 
balanced lid, built-in lock, and deluxe 
spring-type latch, temperature ad- 
justments from 0° F. for normal 
storage to -10° F. for quick freezing. 
Two sliding racks are provided for 
storage, and wire baskets are avail- 
able as accessories at a nominal 
cost. 

It is powered by a %-hp. Tecumseh 
unit with a sealed system and uses 
“Freon-22.”” Like other freezers in 
the Coolerator line, the FB-102 is 
backed by a free five-year food 
warranty that protects the _ pur- 
chaser against loss up to $150 due 
to mechanical failure. The compres- 
sor also carries a five-year service 


warranty. 
Exterior dimensions, including 
hardware, are 30% in. wide, 545% 


in. long, and 40% high. If neces- 
sary, the hardware can be removed, 
reducing the width to 28 in. in cases 
where narrow doors are encountered. 

The new freezer is currently in 


‘production and is available for im- 


mediate delivery, Coolerator officials 
said. It will be backed by a complete 
merchandising program, including 
point-of-sale posters packed in each 
freezer shipped. 

Consumer advertisements are sched- 
uled to break in the early summer 
issues of national magazines and will 
continue through the food freezing 
season, Laundergan concluded. 


BOOST BUSINESS 
WITH NAMEPLATE DECALS 


Place your own printed nameplate decal 
with your advertisement on everything 
you sell, service or manufacture. Our 
decals adhere permanently to home and 
commercial refrigerators, reach-ins, walk- 
ins, water and beverage coolers, display 
cases, fountains, farm afd ice cream 
freezers, etc. 

For free samples, catalog & prices write 


JAYSOL ADVERTISING CO. 


DEPT. A 
505 FIFTH AVE., NEW YORK 17, N. Y. 


.. AND COMPLETE 
SATISFACTION 


capacity in less space ... more 
tures that appeal to the housewife. 
Sell Revco Chill Chests _ 
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What's New (Con’) 


Fisco Ventilator Changes 
Kitchen Air In 3 Minutes 


ROCHESTER, N. Y.—A new 10-in. 
ventilator, designed primarily for 
kitchen use, has been developed by 
Fisco Industries, Inc., Rochester 2, 
N. &; 

This ceiling-mounted or inside wall- 
mounted ventilator supplements the 
Fusco line of outside wall ventilators. 

The ventilator can be installed for 
either single or three speed opera- 
tion. Using less current than a 50- 
watt bulb, it completely changes the 
air of the average kitchen in three 
minutes. 

The fan unit is equipped with a 
four pole Fasco motor driving the 
new Fasco turbo-radial propeller. It 
delivers 550 c.f.m., quietly, with no 
radio interference. 

Balanced louver in blade housing is 
a double protection against drafts 
or cold. Beautiful polished aluminum 
die case grill is easily removed for 
cleaning. 

Outside wall hood is made from 


With Every 


ICE MAKER... 


SAVE SERVICE — 
remove TASTES, SOLIDS 


FILTRINE MANUFACTURING COMPANY 
Brooklyn 5 * New York 


.for single speed 


aluminum, rustproof, and fitted with 
water tight louver door. Overhanging 
hood prevents entrance of rain, snow, 
cold, insects, and birds. 

The ventilator can be wired to any 
standard single throw switch plate 
installation. For 
multi-speed installation the Fasco 
model 1020-A 3 speed controller can 
be furnished. 

Blade housing is only 3% in. wide, 
can be used between 2 by 4’s for in- 
stallation directly above the stove, 
with more than ample room for in- 
stallation in the ceiling. All duct 
connections used are standard 3% 
by 10-in. furnace or air conditioning 
rectangular duct. , 

A written request will bring com- 
plete information from Fasco. 


Marlun Claims ‘Largest 
Portable Oven on Market’ 


* * * 


NEW YORK CITY—The Ritz 
“electro-magic” portable oven, claim- 


ed to be the largest portable oven y 


on the market, has been introduced 
by the Marlun Mfg. Co., Inc., 37 E. 
21st St., New York 10. 

The model 27, as it is called, 
measures 15 in. in length, 11 in. in 
height, and 10% in. in depth. 

Its nichrome v heating element is 
made of iron-free nickel with chrome 
wire to resist wear and corrosion. 
The heating element is set in rectan- 
gular black glazed ceramic brick, 
which is said to reflect infrared, 
radiant heat faster. 

The built-in rack has three ad- 
justable heights for the combination 
aluminum drip pan and tray. 

The oven uses two heats, one of 
1,350 watts and the other of 450 
watts. Retail price is $29.95. 


| THE 10 FOOT MODEL 
REMOTE 


Designed to 


INCREASE SALES 


THRU BETTER EVISION — DISPLAY 


AND REFRIGERATION 


At last! A display case that's designed in every detail 


to help you increase sales! 


't's the new Puffer-Hubbard “Showman” Case . . 
‘finished in lifetime porcelain and stainless steel .. . 
streamlined to the nth degree to focus your customers’ 


attention on the products you have to sell! 


t's the new case with maximum interior display areas! 
Nith full vision, Triple Thermopane (non-fog) front 
jlass! With dual fluorescent (no-shadow) lighting! 

And the “Showman” Case will keep your meats and 


HI 


(Also available in 6’ and 
8’ models) 


FEATURING 


Beautiful New Molded 
Streamline Design. 
Triple Thermopane 
“Non-Fog" Front Glass. 
All Porcelain Exteriors 
and Interiors with 
Stainless Steel Trim. . 


Fluorescent “Non- 
Glare,"" No-Shadow 


condi- 


Jairy products in the most appealing, 


ion, It's equipped with ‘‘Grad-U-Matic”’ Air Condi- 
ioning! The exclusive Puffer-Hubbard feature which 
»ractically eliminates shrinkage, spoilage and discolor- 
. through effective control of Temperature, 


ition . . 
dumidity and Air Flow! 


The “Showman” will also help you increase profits! 
Through the increased efficiency of your clerks! 


REACH-IN , 
Through lower upkeep and operating costs! Through 

= the longer life of the case itself! See it for yourself — 

DAIRY-DELICA- Oday! $LO-DOUGH 

TESSEN CASES RETARDERS 


PASS-THRU 
CABINETS 


WRITE 


FOR FULL COLOR BROCHURE 
TODAY 


xm eZ 


terior Bottom. 


FLORIST 


DRY BEVERAGE 
COOLERS 


Ice Cream Freezer Main 
Frame Is Removed Easily 


OTTAWA, Ill. — A new main 
frame of “Twist-Lok” design fea- 
tures the improved 1950 model of 

- » The J. E. Por- 
ter Corp.’s Dolly 
Madison home 
electric ice cream 
freezer. 

The new design 
enables the user 
to remove and re- 
place the main 
frame—made of 
die-cast Zamak, 


on white enamel— 
by merely twisting 
it out of and into 
slotted receptacles. 


Motor torque is said to hold the 
frame firmly in place during opera- 
tion. Thumb screws are provided for 
positive lock when the freezer is be- 
ing transported. 


The a.c., induction-type motor (50- 
60-cycle, 105-115-volt) is centered on 
the tub for direct drive. Bearing sur- 
faces that are in contact with salt 
brine are of stainless steel. 


The round tub is made of vertical 
grain spruce and fir, bound with steel 
wire. The cream, can, which has an 
aluminum cover, is of “improved 
construction with new reinforce- 
ment.” 

According to the company, the 
dasher is constructed of ‘metallurgi- 
cally cleaned’ gray iron, hot tin 
dipped. It has hard maple scrapers. 

The freezer comes in 2, 4, and 
6-qt. capacities. 


MICHIGAN | 


_ BRUNKE 
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Let’s cut out the 
BLANDISHMENTS! 


You are in business to make money. So are 
your customers. So are we. 


Brunner 


installation is simple. 


business. Brunner 


while greater income. 


finished in baked- - 


ut 44 years of experience and a 
mighty valuable reputation into the design, de- 
velopment and marketing of this new line of 
self-contained floor-type room air conditioners. 


As a product we know it has the last word when 
answering the questions of user-buyers— price, 
good looks, dependability, capacity, etc., etc. 


The market for self contained floor type air 
conditioners hasn’t been scratched. It is a big 
market, easy to contact, easy to sell and unit 


So there you are. You want more profitable 
business. Your potential customers need air 
conditioning to ky and develop their 

as the product. It costs you 
nothing to find out whether or not Brunner 
Air Conditioning really does offer a worth- 


Write or wire for a Brunner factory 
representative to show you the facts. 


Baltimore Aircoil Turns Out New Cooling Tower 


BALTIMORE — Baltimore Aircoil 

‘o., Inc., announced that it is now 
in production on its Model “UT” in- 
duced draft cooling towers “designed 
to provide flexibility of installation 
and ease of maintenance.” 

The towers are of a heavy gal- 
vanized casing construction and fea- 
ture metal wet deck. They are avail- 
able in the capacity of 74% TR to 100 
TR in a single unit. These ratings 
are based on 3 g.p.m. of water cir- 
culated per TR with 78° wet bulb 
temperature and 95° water on and 
85° water off the tower. 

The standard “UT” tower is said 
to be suitable for indoor and outdoor 
service as all parts, including the 


motor, are fully weather-protected.. 


The water pressure required at the 
tower is 5 lbs. p.s.i. when 3 g.p.m. 
per TR is circulated. 

Descriptive data is available from 
the company. 


Ace Cabinet Model Holds 60 Gals. a a Crete 


NEW BEDFORD, Mass. — Ace 
Cabinet Corp. here has introduced a 
self-contained double-row ice cream 
storage cabinet with a total capacity 


of 60 gals., according to Henry S. 
Robinson, national sales manager. 

The new unit, model C-12-D, has 
a one-piece, stainless steel top fitted 
with 12 “‘flip-flop’’ type lids. 

A perforated kick-plate and two 
grilles in front and back of the air- 
cooled condensing unit are provided 
for ventilation. The condensing unit 
is mounted on ‘“glide-out” runners 
for cleaning and servicing. 

Insulation is of corkboard and 
rigid fibre-glass, sealed against mois- 
ture and vapor infiltrations. 

Exterior of the cabinet is of high- 
gloss, baked white enamel. 
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@ Remote Type 5 HP. to 75 HP. 


BRUNNER MANUFACTURING CO., Utica 1, New York, U.S.A. 


REFRIGERATION CONDENSING UNITS by 


AIR AND WATER COOLED MODELS —< size 
and type for every purpose...% HP. TO 75 HP. 
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Broad Diversification Lets Commercial | 
Firm Handle Almost Any Installation 


ROCHESTER, N. Y.—‘We’re not 
a fixture house; we’re an institution.” 

And William Cable was not exag- 
gerating when he summed up in 
this way the diversified activities of 
Cable-Wiedemer, Inc. here while tak- 
ing a “breather” during the three- 
day open house the firm staged 
recently. 

An annual affair, this was the 
fifteenth such open house put on by 
Cable-Wiedemer to show the hun- 
dreds of visitors (mostly customers) 
what the company had to offer in 
the way of new equipment and to 
remind both old and new customers 
what a broad range of products it 
distributes. 

The firm claims it can supply 
everything needed for a food store, 
hotel and institution kitchens, soda 
fountains, as well as commercial re- 
frigeration and air conditioning, plus 
china, silverware, and glassware. 

A passerby would suspect as much 
if he glanced into the full-length dis- 
play windows on both sides of the 
big two-story building occupied by 
Cable-Wiedemer at a corner in the 
downtown area. 

The visitor would be sure of this 
diversification as soon as he opened 
the main door at the corner, for here 
is a display room 60 ft. wide by 100 
ft. deep containing refrigerated dis- 
play cases, cutlery, pots and pans, 
scales, grinders, china, glassware—in 
fact, almost anything that could be 
used in a food store or kitchen. 

This is only part of it, however, 


Big display room on the ground-floor entrance to Cable-Wiedemer, Inc., 
Rochester, N. Y., distributor, shows the wide diversification of products 


handled for the restaurant, bar, 


and 


institutional trade, as well as 


conventional refrigeration equipment. 


because there’s additional display 
space on the first floor, and more 
on the second floor. Altogether there 
are about 35,000 sq. ft. of floor space 
in the building for display, offices, 
service department, shipping and re- 
ceiving, and the repair and recondi- 
tioning shop. 

Although refrigeration is shown in 
the big first floor display room, chief 
purpose of the latter is to feature 
small items for the restaurant, insti- 
tutional, and market field, according 
to George F. Wiedemer, vice presi- 
dent and manager in charge of what 
he calls the ‘butcher and refrigera- 


tion” department. 

A special feature of this section is 
a 12 by 12 by 10-ft. “room within a 
room” to display china, silverware, 
and glassware. This is attractively 
arranged and lighted, and, according 
to Wiedemer, “is an excellent means 
of displaying and selling these items 
to commercial customers.” 

The firm does not retail these or 
other items to the public, but this 
special room provides a much more 
attractive display than many retail- 
ers of these lines can offer. 

Adjoining this huge display room 
is another, roughly 20 by 70 ft., which 


— 


is devoted to soda fountains, bars, 
stools, booths, chairs, and the like. 
Set up here is a complete soda 
fountain so that visitors and cus- 
tomers can see the equipment as it 
might be laid out in their own store. 

Next to the soda fountain display 
area is another room of the same 
size which is devoted to displays of 
restaurant and institutional cooking 
equipment of all types. 

The last 20-ft. wide section of the 
first floor runs the full depth of the 
building and houses the service de- 
partment as well as shipping and 
receiving. During the open house a 
good part of this area was taken up 
to display an operating ice cream 
machine, a bar, and a walk-in beer 
cooler. 

Also located on the first floor are 
offices for Cable and Wiedemer, 
Joseph Anzalone (sales manager and 
secretary of the company), salesmen, 
the cashier, accounting department, 
and the switchboard. 

President of the company is George 
M. Wiedemer who with Cable or- 
ganized the firm back in 1934. Illness 
has forced the elder Mr. Wiedemer 
to take a less active part in the 
firm in the past year or two. The 
vice president, George F. Wiedemer, 
is his son. 


Display Is Extensive 


The latter was especially proud of 
the extensive display of refrigerated 
equipment featured during the open 
house on the second floor. Here 
arranged somewhat as they might be 
in an actual supermarket were rows 
of C. V. Hill cases filled with meats, 
frozen foods, produce, dairy products, 
beverages, etc., in addition to Colum- 
bus showcases, York air conditioners, 
and other items of interest to the 
food market operator. 

> This is a more or less permanent 


WI, . 
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Kelvinator Introduces- 


DRIER! 


Opens New Profit Opportunities for Refrigeration Dealers! 


Enter a new market. A huge market. And win 
your share of it with this new Kelvinator Air 
Drier! It’s ideal for homes, offices, stores, shops, 
factories . . . hundreds of locations. Efficient . . . 
Quiet ... Automatic . . . Protects clothing, food, 
furniture, fabrics, machinery, walls. Takes mois- 
ture out of the air by the gallon in high humidity 


Michigan. 
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KELVINATOR KELVINATOR FROZEN KELVINATOR 
BEVERAGE COOLERS FOOD MERCHANDISER WATER COOLERS 
7 2 ba 


KELVINATOR 
CONDENSING UNITS 


locations. Saves time and money. Safeguards 
valuables. Requires no oiling, practically no ser- 
vicing. Easily portable . . . costs only a few cents 
daily to operate! Write, phone or stop in at your 
nearest Kelvinator supply depot. Kelvinator, Divi- 
sion of Nash-Kelvinator Corporation, Detroit 32, 
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KELVINATOR ICE 
CREAM CABINETS 


ay pe 


display arrangement. For the open 
house, however, some of the addi- 
tional equipment, including recondi- 
tioned cases, etc., had been shoved 
close together to provide room for 
tables where visitors could sit’ down 
at tables to eat or talk. 

On the second floor, also, is a large 
shop for repairing and recondition- 
ing of equipment. 

“We’re prepared to service and 
repair anything we sell,” Wiedemer 
says, and that obviously covers quite 
a lot of ground. Not counting the 
service manager, there are 14 men 
handling installation, service, and 
shop repairs in the organization. 
Total number of employes is 44, in- 
cluding nine salesmen. 

Probably the largest such organi- 
zation in the area, Cable-Wiedemer 
is also the oldest. Its actual begin- 


ning traces back to 1920 when Cable 
managed the Rochester branch of the 
Meyer-Smith Co., a Buffalo concern. 
The elder Wiedemer was co-owner 
of the parent firm, and in 1934 he 
and Cable together set themselves 
up in business in Rochester under 
the present name. 

The firm moved into its present 
building four years ago to provide 
room for its expanding operations, 
and last year chalked up around 
$1,250,000 in sales. About half of 
this was in the “butcher and refrig- 
eration” end of the business, the 
institutional, and restaurant field (or 
“hot food” department, as Cable 
expresses it) accounting for the re- 
maining. 

Air conditioning as yet plays a 
minor role in the firm’s over-all sales 
picture, Wiedemer states, because 
the York franchise was taken on less 
than two years ago. 

“We think it should be extremely 
helpful in our business since we are 
prepared to do a complete installa- 
tion or remodeling job for markets, 
bars, restaurants, and _ institutions, 
and air conditioning is certainly 
needed in many of these. We’re too 
new in this, however, to know how 
profitable air conditioning will be in 
itself,” he declares. 

A separate department is being set 
up for air conditioning, which is 
currently being handled by Wiedemer 
and L. Sloan, the chief engineer. 

Taking some time off from the 
gratifying though tiring duty of 
greeting old friends and customers in 
his particular end of the business— 
the “hot food’ department—Cable 
readily admitted that providing com- 
plete floor plans and layouts for 
restaurant, bar, hotel, and _ institu- 
tion kitchens “takes a lot of time. 


Tremendous Detail Involved 


“There is tremendous detail in- 
volved in kitchen work,” he declares, 
“and it requires a lot of knowledge 
of cooking and restaurant operation 
to do a_ successful planning and 
sales job. 

“One of our best salesmen was 
formerly a restaurant operator him- 
self, and when he goes in to talk 
to the proprietor of a restaurant, he 
can talk intelligently about the prob- 
lems involved. 

“Another salesman was a graduate 
dietitian who spent about a year and 
a half supervising food in an insti- 
tution before he came with us. He 
knows their problems. 

“Anyone selling to the restaurant 
trade must have some knowledge of 
cooking,” Cable emphasizes. ‘There 
are very few men, however, who 


(Continued on next page) 


This is a strong statement. But we have yet to tackle a wiring prob- 
lem for any customer without coming up with definite cost savings. 
And, in all instances, the UNILECTRIC wiring harnesses and com- 
ponents developed by our engineers meet or exceed UL Standards. 


will reduce wiring costs 
in your refrigerators, 

freezers and commercial 

equipment 


TVILELT RIL 


wiring systems* 


Also, they have usually reduced installation and service costs. 


_EXAMPLE-— 
' UNILECTRIC 
| Wiring System 2 
~ for leading Cup i 
_ Vending Machine - 
reduced 25 leads , 


| 
| 
| 


> to only 9. 


BEFORE . . 
with 25 leads in a bulky hard- 
to-assemble unit. 


junction 
blocks, sockets, terminals, 
switches, disconnects, pow- 
er cords, etc., assembled 
into complete harnesses or 
groups of subassemblies as 
application requires.- 


“Comprising wire, 


AFTER . . . Simple UNILEC- 
TRIC Wiring System required 
only 9 leads, for drastic sav- 
ings in wire, disconnects, term- 
inal blocks, housing. 


Intricate wiring 


If you manufacture any other electrical equipment, UNILECTRIC 
Wiring Systems will reduce your cost on all of them. MAKE US 
PROVE THIS! 


Write or wire for Bulletin ACN. 


UNITED MANUFACTURING & SERVICE CO. 


405 S. Sixth Street, Milwaukee 4, Wisconsin, Tel. Broadway 2-0570 


PIONEERS IN THE DEVELOPMENT OF APPROVED WIRING SYSTEMS AND COMPONENTS 
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Working Display Shows Application of Cases 


featured on the second floor of the Cable-Wiedemer store is a large layout 
of refrigerated cases filled with products just as they would appear in - 
a market. 


Thorough Knowledge of Equipment, User’s 
Problems Stressed by Cable-Wiedemer 


(Continued from preceding page) 
spend any time in the kitchen at 
home. We encourage our salesmen 
to do that, for it helps them in dis- 
cussing food problems with our 
prospects. 

“There’s no better way to get 
along with the chef or restaurant 
operator than to exchange recipes 
with him. If I hear of something 
good, Mrs. Cable and I will experi- 
ment with it in our kitchen at home. 
If it turns out well, I’ll swap that 
recipe with a chef or restaurant 
owner to help them improve their 
business. This often gives us an ‘in’ 
when it comes to sales.” 

While very important, knowing 
recipes and food preparation is only 
part of the business, however, for the 
salesmen as well as the service and 
installation men have to be thoroughly 
familiar with the equipment the firm 
sells to such customers, Cable points 
out. 


Meetings Held ‘Religiously’ 


“We have sales and service meet- 
ings religiously every two or three 
weeks because we want our men to 
know the equipment we sell thor- 
oughly. When we get a new piece of 
equipment in, a new model or item 
we haven’t handled before, we go 


over it very carefully with both the 
salesmen and the servicemen. 

“It’s especially important for the 
service and installation men to be 
thoroughly familiar with the equip- 
ment since we cover a fairly broad 
territory—15 counties, in fact. If a 
man is going 50 miles or more to 
install or service a job, he must know 
it thoroughly so he can do the job 
right at least expense to customer 
and ourselves.” 

Leads on prospects for sales of 
restaurant as well as refrigeration 
equipment are obtained through sev- 


eral ways, including direct-mail ad- ®- 


vertising, Cable says. For example, 
to promote the open house, Cable- 


Wiedemer first mailed out 4,000 an- | 
nouncement folders giving the com- | 


plete story about the open house 
built around the theme: ‘New Ideas, 
New Equipment, New Methods.” 


This first piece went out in two | 
mailings of 2,000 each to different | 
sets of customers and prospects. A | 


second mailing of 5,000 cards fol- 
lowed the initial announcement, and 
the final punch on the show was 


provided by a quarter-page advertise- | 


ment in the Rochester 
morning paper. 

That first announcement, inciden- 
tally, contained an impressive list of 


items that the firm distributes, and 


Sunday 


put extra profits 


in your pockets 


_. . . @ lifetime of 
COW COST TRUCK REFRIGERATION / 


Kold-Hold “Hold-Over” Truck Re- 
frigeration puts extra profits in 
your pocket. It protects products 
in transit and gives it greater cus- 
tomer appeal. It does all this for 
less than 10 cents a day, less than 
the cost of ice alone. 

With Kold-Hold “Hold-Over” 
Piates you can predetermine the 
d«sired truck temperature through- 
ot the longest day’s runs to keep 
poducts safe, clean, attractive 
ad more saleable. ‘Hold-Over” 
P' xtes last the lifetime of the truck. 
Te extra long life of Kold-Hold 
“\old-Over” Plates is due to ex- 
clisive design features which 
€ minate operational failures. In 


“Hold-Over” Plates, the outer 
edges freeze first and the strain 
caused by expansion is placed on 
the center and strongest part of 
plate. 


NO CASE OF OPERATIONAL 
FAILURE EVER REPORTED 


With over one-half million ‘Hold- 
Over” Plates in use today, no case 
of operational failure has ever 
been reported. Trucks equipped 
with Kold-Hold ‘‘Hold-Over” Plates 
have been subjected to the most 
severe operating conditions pos- 
sible, in all types of trucks. Never 
yet have they failed to provide the 
refrigeration needed. 


See your local refrigeration supplier or write us for details 


PREFABRICATED 


LINERS 
SERPENTINE 


ZA : PLATE STANDS 


EVAPORATORS 


KOLD-HOLD 


==> protects every step of the way az» 


dramatically illustrates just how 
diversified its operation is. This list 
is shown in the accompanying box. 

The open house began at 1 p.m. 
on Sunday, running through 10 p.m. 
On Monday it was open from 10 a.m. 
to 10 p.m. while the Tuesday hours 
were 10 a.m. to 6 p.m. 

Ordinarily on its direct-mail pro- 
motion the firm makes two mailings 
a month, one to “hot food” equip- 
ment prospects, the second to the 
“butcher and refrigeration’ trade. 
Each mailing, however, goes out in 
a somewhat larger than usual en- 
velope which emphasizes all the 
diversified lines carried by the firm. 

Although this year’s open house, 
as noted, officially closed at 6 p.m. 
Tuesday night, that was not actually 
the end of the affair. That evening 
Cable-Wiedemer was host to the 
some 250 members of the Rochester 
Stewards Association for the group’s 
regular monthly meeting, serving 
them dinner and giving them the 
opportunity to view the equipment on 
display at a private showing, as it 
were. 

This brings up another important 
point in the firm’s manner of operat- 
ing, points out Cable. 


Active In Associations 


“Our men, especially the salesmen, 
are encouraged to be active in asso- 
ciations of grocers, bakers, butchers, 
and so forth. George Wiedemer, for 
example, is executive secretary of 
the stewards association. And most 
of us try to attend all the meetings 
of these groups. 

“You can see more men at these 
meetings and make more active con- 
tacts in one night than in a week 
spent punching doorbells. You've got 
to be active in these associations, 


List of Lines Shows Diversification 


Food Store Equipment 


Hill self-service and closed food 
display cases. 

Eskimo self-serve frozen food and 
ice cream display cases. 

Traulsen stainless steel 
refrigerators. 

Supermarket self-serve steel and 
wood shelving. 

Biro meat and bone cutters. 

U.S. slicing machines. 

Enterprise meat choppers. 

Standard scales. 

Sir steak machines. 

Columbus shoWeases. 

All types of walk-in coolers and 
freezers. 


Refrigeration 


York ice cubers. 

York Flake Ice machines. 

York condensing ufiits and blowers. 

York farm, home, and store 
freezers. 

York air conditioning. 


Fountain & Ice Cream Service 


Fischman’s fountains and bobtail 
units. 

Emery Thompson ice cream 
machines. 

Electro-Freeze custard machines. 


Anheuser-Busch ice cream cabinets. 
Hamilton-Beach accessories. 
Malta mixers. 


Hotel & Kitchén Equipment 


New Magic Chef ranges, broilers, 
and ovens. 

Blodgett ovens. 

Coffee urns and dispensers. 

Pitco Frialators. 

Thurmaduke waterless electric and 
gas food warmers. 

Champion dish and ‘glass washers 
and potato peelers. 

Griswold cooking equipment. 

New Foley-Irish silver washers. 

Masterbilt stdinless and galvanized 
equipment,’ sinks, chef’s tables, 
baker’s tables. 

Formica tables, lunchcounters, 
bars and bar tops. 

Qualheim vegetable slicers and 
cubers. 

Custom built bars and lounge 
equipment. 

Toastmaster toasters and roll 
warmers. 

Lowerator equipment. 


China, Silverware, Glassware 


Syracuse china, Hall china, Libby 
glass, International and Wallace 
silverware. 


however, if it’s going to do you any 
good. You can’t sit back like a wall- 
flower and expect to make the con- 
tacts and form friendships that will 
lead to sales.” 

Another way that the firm builds 
up its sales potential is by bringing: 
in twice a year the dietitian classes 
from the Rochester Institute of 
Technology. Some 18 to 20 students 


“are given a ‘Cook’s tour’ of our 


XN 


Typical installation on Dome Cooler. 


PEERLESS._DRJP-PUMP 


solves drain location problem for 
every type of commercial installation 


No more dangling drains... . 
UP and out, overhead, in whichever direction you care to 


place,” explains Cable. “We show 
them the equipment, explain what 
it’s used for and how it works, and 
then give them plenty of literature. 

“We also help these students in 
any other way we can, for we know 
that after they’re graduated they go 
out into the field and they’ll remem- 
ber us. We started doing this about 
five or six years ago when we real- 

(Continued on next page) 
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now the drip drain goes 


run it. No longer need valuable cooler space be obstructed 
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light bulb. 


PEERLESS of AMERICA, Inc. #0 


Installed on flash cooler — keeps 
everything overhead—out of the way. 


PEERLESS products: Flash Plates, Flash Coolers, 
Dome and Unit Coolers, Ice Cube Makers, Fin 
Coils, Off Center Coils, Expansion Valves and 


1 
i 
1 
1 
! 
@ For superior performance specify all these ; 
1 
1 
1 
1 
Capacity Boosters, Write for Details. ' 

1 

' 


with drains, nor units be abused by collision with these 
hard-to-see hazards. The new Peerless Drip-pump is in- 
stalled in a minute; simply detach present gravity line 
connection and substitute this lightweight self-mounting 
pump. The simple trouble-proof impeller pump is driven 
by a rugged life-time “flea-power” 10 watt motor, Electrical 
connection is made in parallel with unit fan niotor, runs 
only when unit turns on, uses less current fhan a small 


Available immediately in quantity—attach the coupon 
below to your letterhead and let us rush to you one 
unit for that installation which you know needs imme- 


diate attention. List price $35.00. Trade discounts. 


PEERLESS of AMERICA, Inc. 
1501 N. Magnolia Street 
Chicago 22, Illinois 


RUSH today one (or more_____) Peerless Drip Pump. 
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SEND THIS ISSUE 
TO YOUR FRIENDS 
IN THE INDUSTRY 


.... Without Charge. 
a NEWS service 


ee, 


| AIR CONDITIONING & 
| REFRIGERATION NEWS 


| 450 W. Fort St. 
| Detroit 26, Mich. 
Please send a free sample copy of 


| 
I this News issue to the following 
| persons with my compliments. 
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Firm Helps Architects Design Kitchen, 
Refrigeration Layouts for Institutions 


(Continued from preceding page) 
ized that we were receiving a lot of 
inquiries from dietitian students.” 

There were, incidentally, several 
such students among the throngs 
that visited the store during the open 
house. 

Cable went on to point out that it 
was during the war that the firm 
really got into the mass-feeding end 
of the business, when it designed and 
installed kitchen and refrigeration 
layouts for factory cafeterias as well 
as the armed forces. 

“It was proved to us without doubt 
during the war,” he said, “that firms 
which carried only a single line were 
often in a bad way. With our diver- 
sified interests, we shifted our sights 
with ease early in the war. 

“Even now,” he continued, ‘‘we’re 
rapidly getting into what is a rela- 
tively new field for us—hospitals. 
These offer a pretty fair market for 
metal furniture and cabinets, usually 
stainless steel, along with the regu- 
lar kitchen equipment.” 

To keep tab on prospective jobs 
in hospitals, restaurants, factory 
cafeterias, etc., Cable-Wiedemer 
watches closely the F. W. Dodge re- 
ports on the building and construc- 
tion industry. 

“Whenever we _ spot something 
that’s coming up we immediately sit 
down and write to the architect in 
charge so he will send us the ‘specs’ 
and let us bid. 


Write ‘Specs’ for Architects 


“As a matter of fact, we are called 
in by many architects to write the 
specifications for them. They then 
send out our ‘specs’ for bids, and 
while we still have to make a bid on 
the job we feel that we’re in a much 
better position to get the job. On 
many jobs, of course, there is no 
architect, but we’re prepared to do 
the complete layout and installation 
that’s necessary. 

“We also make sure that archi- 
tects are supplied with catalogs of 
the lines that we carry on an exclu- 
sive basis. This we think is a wise 
move on our part.” 


As an additional means of improv- 
ing the sales picture, Cable-Wiede- 
mer requires of its salesmen that 
they must do their own collecting, 
because this means that they “keep 
in much closer contact with their 
customers,” according to Cable. 

This applies also to equipment sold 
on the meter plan, which the firm 
has been using since 1935. Salesmen 
have to collect the money from the 
meters, and every time they stop in 
to do that they can talk with their 
customers. Cable said that the firm 
is using meters to a considerable 
extent just now on sales of York 
automatic ice cube makers. 

“The meter plan,” he _ believes, 
“often makes a poor businessman 
into a good one, especially where the 
small operator is concerned, by show- 
ing him just how much it costs him 
to operate his business. It’s usually 
easier for the smaller operator tu 
figure this in terms of so many quar- 
ters a day than so many dollars a 
month.” 

Of the nine salesmen employed by 
the firm, six are prepared to sell 
everything the firm handles while 
three concentrate on institutions and 
restaurants. 

In their work, which also includes 
such diversified sales as soda foun- 
tains and locker plants, these sales- 
men as well as the principals of the 
company make extensive use of 
photographs of previous installations. 

Cable-Wiedemer has 8 x 10-in. 
photos of nearly every job put in 
during recent years, and a salesman. 
armed with these in his portfolio can 
show prospects the type of work his 
firm can do on a job that’s similar 
to the one being discussed. This 
proves to be important, often, in 
helping close a sale. 

For larger jobs, too, the firm 
through its engineering department 
supplies prospects with perspective 
sketches or isometric drawings so 
the customers will readily see just 
how the installation will look. Even 
an expert sometimes has difficulty in 
getting the true picture of a pro- 
posed installation from the conven- 


tional “plan” and “elevation’’ blue- 
—_ ' 
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SELF SERVE 


Pat. applied fer. 


Model 2806 is a multipie deck, six-foot refrigerated 
display case without the mirrored superstructure of 
Model 2906. Both cases can be installed as single 


units or easily joined for continuous 


ee 


has the complete line, the prices, the name 


Sherer 


flealers: and the prométion to make '50 a better year-for 
; you. Write today for franchise information. 


SHERER-GILLETT CO. | 


Atomized Air with Directional -Flo w 


Model 2906 Open, self-serve display case occupies only 


six lineal feet of floor space, yet has almost 25 sq. ft. 
of refrigerated and non-refrigerated selling display space. 


Illustration 


ing costs. 


better for your customers. 


displays. 


aT 
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shows two joined for continuous display. 


Sherer Model 2906 and 2806 Open, Self-Serve Display Cases will open 
the door to new sales for you. Their amazing story of lower operating 
costs will convince prospects—change them into customers. 


Due to an exclusive new refrigeration application, these Sherer 
cases maintain constant food-preserving temperatures using only a 
Y, H.P. condensing unit (in 90° room) instead of the usual 3, 
to 14 H.P. units. Your customers want these savings in operat- 


A scientific new coiling system* directs the flow of air over, 
around and through the merchandise so there is no spillage. 
Cooled air is recirculated without loss. This means less running 
time is necessary to operate these new SHERER cases with this 
amazing new coiling system, even with a 14 H.P. condensing unit. 
This is another Sherer first resulting from constant efforts to give 
you refrigerator cases that will sell easier because they perform 


‘Marshall, Michigan 


138 State Street 


CITY 


WORK ORDER 


CABLE-WIEDEMER, INC. 


MODERN STORE FIXTURES 
Bakery Display Cases 
Electric Slicers, Grinders and Scales 
Butcher Supplies and Cutlery 


BAker 7347 
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Rochester 14, N. Y. 


209 
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SIGNED 


Fig. 2 is a slightly reduced reproduction of the “work order” form used by 
Cable-Wiedemer for scheduling installations and service calls. 


prints. There’s a small blueprint 
machine in the engineering depart- 
ment so these sketches as well as 
the standard drawings can be run off 
quickly whenever needed. 

Some of the sketches and layouts 
are expertly tinted, also, which really 
impresses the prospect when the 
salesman presents them to him. 

What with digging up leads, being 
active in associations, making col- 
lections, and sales, the sales force at 
Cable-Wiedemer is rather busy. In 
addition to this, the salesmen have 
to follow through on their orders. 
The setup for this is as follows: 

When a salesman obtains an order 
he writes it up on the “charge order” 
form shown in Fig. 1. This is a 
5% by 8%-in. form in triplicate giv- 


ing the usual data. 


Original copy of the charge order 
is sent to George Wiedemer who 
checks it himself, or has it checked, 
for price, credit, terms, etc. Second 
copy of the form goes to the shipping 
and receiving department where it 
is filed, while the third is sent to 
the service and installation manager, 
Carl DiVita. The latter files it in a 
box on his desk. 

If the sale as written up on the 
charge order is approved, the service 
manager, shipping department, and 
salesman are notified. The service 
manager then pulls his copy of the 
charge order out of the box and has 
his secretary fill out a “work order” 
form. 


Use of ‘Work Order’ 


Shown in Fig. 2, the work order 
measures 5 by 8 in. in size and is in 
duplicate, the second copy being a 
heavy manila card. Front of both 
copies shows name and address of 
customer, date wanted, and details of 
the installation to be made. On the 
reverse side of the heavy manila card 
there is space to record “time and 
material” on the job. Two holes are 
punched at the top of the forms. 

When the work order form has 
been filled out, the service depart- 
ment’s copy of the charge order is 
clipped to it and both are filed to- 
gether in another small wooden file 
box on the service manager’s desk. 


vou CABLE-WIEDEMER, Inc. sse'xrenan 


REFRIGERATION. MODERN STORE FIXTURES 
REFRIGERATOR 5 
ISPLAY CASES 


138 STATE ST. 


Cust, Order No. Date 19 


Fig. 1—Considerably smaller than 

actual size, this “charge order” 

provides sales data for all de- 
partments. 


Let’s assume that the equipment 
that has been sold is not available 
from the Cable-Wiedemer warehouse, 
so it has to be ordered. These two 
forms would then be filed in a box 
designated for “awaiting shipment.” 

In the meantime the equipment 
would have been ordered, and as soon 
as it arrives, the receiving depart- 
ment sends a note to the service 
manager. The latter, in turn, sends 
a note to the salesman telling him 
that the equipment is in. Then it is 
up to the salesman to talk with the 
customer and arrange for delivery. 

“We try to schedule such installa- 
tions a week in advance, and it works 
out that way in most instances, 
though there are occasional excep- 
tions,” says DiVita. 

When the salesman has arranged 
the delivery date he checks back 
with the service and shipping de- 
partments so they can set up their 
schedules. In the service department 
a rather simple but effective means 
of scheduling installations has been 
devised. 

On the wall beside the service 
manager’s desk is a wooden rack 
with six slots, each large cnough to 
hold the work order form. ‘he slots 
are designated for the days of the 
week. So if the installation is sched- 
uled for next Thursday, say, the 
work order will be filed in the slot 
marked “Thursday.” 


(Concluded on next page) 
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ADAPTABLE 
for COOLING 
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for BULLETIN AC -171§ 


FOUR SIZES 
3-5-7% and 10 
TON CAPACITY 


KRAMER TRENTON CO. Trenton 5, NV. 9 
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a 
Cards In Open Racks Quickly Show Status of Jobs, Men BEVADOR._ neg 
| ... the bottle cooler 
LEFT: By means of these con- : . ; = ae 4 hill I 
venient racks, Carl DiVita, Cable- th at SELLS ae while it chilis 
Wiedemer service manager, keeps ee 
09 close tab on installations and we 
service calls in process or in the t’ ° 
offing. Rack in background (see | I s the ereatosr profit 
y. arrow) has six slots—one for each maker in the industry! 
day—to schedule installations. It offers the user not only a bottle cooler of 
unexcelled efficiency and construction features 
. . + but also a spectacular merchandising asset 
So BELOW: Serviceman John Mar- ae! attracts Customers and stimulates impulse 
cello looks at the work order on | a ‘ 
aie his hook of the work board, an Were s Why -- 
ae arrangement which permits both 
management and servicemen to EXCLUSIVE BEVADOR FEATURES: 
see at a glance who’s been as- . = has a unique and exclusive 
— signed to what job. — 
@ BEVADOR capacity keeps 22 or more 
—— | cases of bottled goods dry and evenly 
J © S t Aid | chilled . . . and quickly too! 
nique ys em ; Ss © BEVADOR'S massive size and design 
—— i makes a compelling floor display. 
1. Scheduling of Both © BEVADOR'S glass door and inside neon 
lighting has all bottled brands in the 
ane . selling spotlight. 
weet N J h § ® BEVADOR uses only 37” diameter of 
ew 0 Ss, ervice floor space. No installation problem. 
Just plug it in. 
ceed (Concluded from preceding page) © BEVADOR'S to by “~ adjust- 
ble shelves keep products up front... 
Usually the day before the sched- ° , — coe 
uled installation date, the service in easy reach — facilitate refilling. 
manager designates one serviceman WRITE 
" to be in charge of the installation TODAY 
od and arranges for the number of men 10 
that will be needed to help. The 
—— shipping clerk generally has_ the 
is _ equipment loaded on the truck the Jewett pea Soiree pre co., INC. 
on night before, the firm, incidentally, r _. Established in 1849 ; t 
INTAINS having five trucks. 94-98 PEARL STREET ° BUFFALO 2, N. Y. 
NY As soon as the equipment for the 
19 job is on the truck, the shipping 
— clerk comes into the service man- oesn’t have to be handled immedi- 
— the “charge order” that had been pjaced beneath the  serviceman’s ° 
— clipped to the two copies of the work yame on the work board. ae 
aT order in the daily achemule oma. Round-the-clock service is offered va Say oo eee le 8m Na fics 
i= op pee.  agfbnod at tan ior by Cable-Wiedemer, which employs et a f . : aes e ee Sr. 
| ager to hang 1€s 14 men in the service department and t . t t -< 
1* order on the work board for the shop. After the firm’s own switch- : Ow 0 e maximum e Ticlency wi ; . L 
servicemen beneath the name of the board shuts down at the close of the Ves ae Se ee Ae Oe ee a: 
serviceman who will be in charge of day, incoming service calls are Aan ; ; 
an this installation. switched to a telephone answering 
rd service, which is informed every 
de- Advantage of Work Board night by the service manager which Recommende d 
plywood board which hangs on the — Much of the record-keeping system PALCO woo, 
ment wall of the service manager's office. in this department was devised by Cone 
lable Each serviceman’s name is written Sloan, the firm’s chief engineer. It | PACKING PLANT, MASONRY 3 rete or brick wali 
“in on a heavy card which is thumb- includes such things as a small 3 by | CONSTRUCTION, TILE FINISH—Inside » Asphalt primer 
owe tacked to the board above two hooks, 5-in. card index to keep track of Asphalt 
box as can be noted in the accompanying condensing units the company has on face of brick or concrete floor, a emulsion 
onl photograph. Besides being used for hand. Whenever Rage ony _ wall, and ceiling should be °P°r-Proof pape, 
the work orders the board is also the receiving clerk sends a list of | 4, ,oy¢nlw cleaned. then vapor- Glazed 41 ; 
nore useful in distributing service data to the units to the service manager's —s h 1 Psy nate tile on pail 
asl the crew. Copies of data received secretary. proofed with asphalt primer, as- Clin ee 
evaee from manufacturers are simply On these cards, one for each com- | phalt emulsion, and vapor-proof © finish floor 
— placed on the hooks beneath each _ pressor, she records the make, size, paper with 4-inch laps cemented Corrugated metal 
eS man’s name. The board provides serial number, date received, etc., and ‘ 1lsi If tal Redwood 
a space for 15 servicemen. files in the flat type index drawer | With asphalt emulsion. meta heen or cypress 
Sond When the serviceman comes in’ by make and by size. ties furnish lateral support for e 7 
aa in the morning and finds both oe P interior tile wall, seal oncrete sub foo, 
of the work order on the hooks be- Files Show Job Data 
noe neath his name he pulls off the first vapor-proof paper at each tie 
een copy, leaving the heavy manila card Pong aires 4 fe ar ent a i with asphalt emulsion. 
F on the board. The first co ives iSO Sets up an instalation ile after 
him all the information be nee the completed work orders are turned Install PALCO WOOL INSULATION 
— With the manila card remaining on ver to her by the servicemen. This between sleeper in floor prior to 
the board, the service manager can pen ne of nino oe a poe placing corrugated metal subfloor 
: tell at a quick glance what jobs are 4” 7a im. long. ey re solide a : : 
— going in and who’s in charge of the 4pproximately in half. When folded apply = walls as laying of 
: ; own e top half o e card pro- giaze 1ie progresses — apply 
one installation. _ down the top half of th d lazed til sses — appl 
eo After the installation has been picid m4 Po rg yen a in ceiling as metal lath is 
completed, the serviceman in charge Showing the date of, when warranty ; : ; 
i pulls the manila copy of the work ends; type, make, model number, and installed in approximately two 
sn order off the board and writes on serial number of fixtures, plus con- | foot courses. Tile should be laid 
* to re dgmcs of it ee = ae pending raat un | in rich Portland cement mortar 
| iat were involved on the job. He e > make, size, . : 
4 then turns it in to the service man-_ serial number, motor size, phase, with neat struck joints. Parti- 
hed- ager or his secretary, and the latter belts, expansion valve, charge, etc. | tion walls consist of two lay- 
the Sets up warranty records. The card This data is obtained both from the | eng of tile spaced for proper 
slot is then filed by the service manager. information supplied on the work mi ote f PALCO WOOL 
It it happened to be a time and mate- order by the serviceman and the | thickness o ° 
rial job, the installation could be original 3 x 5 condensing unit card. 
costed from the data filled in on the’ It is the secretary’s job to pull the ° 
buck of the card by the serviceman. condensing unit card. out of that file pplied 
A similar procedure in handling and transfer the data on it to the = —_— 
service calls is followed, but here no installation card. The unit card is 
+ charge order is involved. When the then thrown away. FRYE & COMPANY MEAT PACKING PLANT plants. Thermal conductivity of only 
cells come in they’re written up Full length of the inner side of the | SEATTLE, WASHINGTON—Moisture resist- -255 B.t.u. assures operating economy 
directly on the work order form by installation data card is ruled up to | ance, odor=-proof and non-settling and consistent temperature control. 
the service manager and then as- provide a complete service record on | qyalities of PALCO WOOL make it an Patented "Saferizing" process adds 
g a med to the men. If it’s a call that the installation. ideal insulation for all food storage flame-proofed protection. 
Ss / i 
CEE-KLEER SELLS YOU s* “Sug, a 
. 
TO YOUR CUSTOMERS = oF r THE PACIFIC LUMBER COMPANY 
Make Trouble Visible « " j 100 BUSH STREET 
with the only liquid indicator that fully indicates = FLAMEPROOFED = ‘ j SAN FRANCISCO 4, CALIFORNIA 
FULL 360° VISION S a Mail attached coupon today | Please send me without obligation: i 
Making Possible a Rapid Diagnosis of Operating Troubles. % o for more detailed information. | / | [] PALCO WOOL COLD STORAGE MANUAL 
ENGINEERED By Service Men for Service Men fo ot? ; i [} LOCKER PLANT PLAN AND CONSTRUC- ! 
PROVIDES Positive indication of excess oil in the system {0 RE i TION MANUAL i 
CEE-KLEER Sight Driers are 100% cleanable and refillable. A , : nig \ Name 
combination: Sight Drier-Strainer-Filler ALL IN ONE. Traps sludge, , : 
wax and foreign particles—assures clean systems. Makes servicing T H E P A C I F I C L u M B £ R Cc 0 M P A N Y I Title I 
easier, faster—eliminates guess work. 100 BUSH STREET, SAN mannan My chaaaman 1 Company i 
“ ” . 5225 WILSHIRE BLVD., LO :  § a * z 
tact your Jobber ‘or send tor  CEE-KLEER PRODUCTS CO. - 35 EAST WACKER DRIVE, CHICAGO 1, ILLINOIS — ! 
| free titerature to 1335 Walnut St., Cincinnati 10, Ohio : : L City Zone___State i 
002 :A 
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ICE CUBES 


AUS, 


3 more times per day. 


HANDY TEMPERATURE CONTROL 


The new exclusive dial-temp con- 
trol on the United KUBEMASTER 
allows the user to conveniently 
freeze cubes according to the need. 


LIFT-A-WAY DOOR 

The KUBEMASTER has the famous 
United stainless steel Lift-a-Way 
door which smoothly slides out of 
sight—no chance for bruised fingers. 


For Complete Information Write or Phone 


UNITED REFRIGERATOR COMPANY 


HUDSON, WISCONSIN 


y the BUSHEL! 


KUBEMASTER 


... Just think a bushel of ice cubes for the price of a coke! 
The 24 quick-releasing aluminum trays in the KUBEMASTER 
discharge 336 large ice cubes per freezing and you can repeat 


Besides the large 
display room at the 
front of the store, 
Central Service Sup- 
ply has plenty of 
space in the rear of 
its Syracuse store 
for counter and 
warehouse stock. At 
the counter here are 


Gus Storz (left) 
and Billy Zema 
co * * 


By C. Dale Mericle 


SYRACUSE, N. Y.—Simplified in- 
ventory control which permits a 
quick daily check on sales and orders 
plays an important role in the opera- 
tion of Central Service Supply Co., 
parts wholesaler which maintains 
two stores, one here and the other 
in Scranton, Pa. 

Headed up by Theodore I. ‘Ted’ 
Glou, widely known throughout the 
refrigeration industry, the  firm’s 
headquarters are maintained in Syra- 
cuse, occupying 6,000 sq. ft. on the 
first floor of a building owned by 
Glou. The second floor is leased to 
several tenants. 

Basis of the inventory control sys- 
tem devised by Glou is the “high- 
low” method. All the bins are marked 


with part numbers and beside the 


REFRIGERATION 
products 4 5 


’ 


To Charge a System, 
Use Refrigerants 
That Are 
Consistently Pure, 
Consistently Sure... 


“EXTRA DRY ESOTOO” 
(B. P. + 14°F.) 


“Extra Dry” is the refrigeration grade 
SO, that service and maintenance engi- 
neers have endorsed for more than 20 
years. Comes in all popular cylinder sizes. 


*y-METH-L” (B.P.—10.7 °F.) 


Virginia Methyl Chloride is made specifi- 
cally for refrigeration use. Low moisture 
content, low acidity and narrow boiling 
range recommend ‘“V-Meth-L” for the 
most exacting requirements. 


“FREON” REFRIGERANTS 


“FREON-11” “FREON-12” 
“Boiling Point” “Boiling Point” 
74.7°F. —21.6°F. 


*“FREON-113” 
“Boiling Point”’ “Boiling Point” 
—41.4°F. 117.6°F. 


“FREON-114” 
“Boiling Point”’ 
38.0°F. 
Virginia Smelting Company is distributor 
for Kinetic’s ‘““Freon”’ Refrigerants. 


“FREON-22” 


HOW TO SEAL CASES, 
INSPECTION PLATES, 
PIPE OPENINGS 


When you seal out moist air, you prevent conden- 
sation, corrosion and insulation troubles. The out- 
standing seal, the one preferred by service and 
maintenance engineers, is Permagum. Brown 
Permagum comes in 2'%-lb. and 45-lb. slugs. 
Adheres to any dry surface. Never hardens; stays 
plastic from 0° to 350°F.; absolutely odorless. Gray 


white Permagum comes in rolls contain- 
ing 80 ft. of »%” cords. Seals 


around wiring; won’t 
attack rubber. 
my Never hardens; 
fm odorless; can 
/ be painted im- 
mediately. 


ASK YOUR WHOLESALER 
OR WRITE 


VIRGINIA SMELTING 
COMPANY 
WEST NORFOLK 


PHILADELPHIA e NEW YORK « 
CHICAGO ° DETROIT ° 


Gl 


BOSTON 
ATLANTA 


INVENTORY CONTROL: 


Supplies Wholesaler Checks on Siock 
In 2 Stores with ‘High-Low’ System 


(seated), service- 
men for Rondina, 
Inc., Auburn, N. Y., 
appliance store, be- 
ing served by Ray 
Burk, Charles Hape- 
man, Ted Glou, and 
Ray Coonradt. Glou 
is demonstrating 


the new Circa 
circular soldering 
torch. 


oO 


part numbers are figures to show 
the maximum quantity and the mini- 
‘mum quantity that should be main- 
tained on the parts. 

When a counterman takes a part 
or several parts from the bins to fill 
an order he notes how many are left 
and compares this with the “high- 
low”’ figures. 

If the number on hand is too low, 
or this last order exhausts the 
supply, he fills in a small “tally,” 
which is just slightly larger than the 
average business card. 

This tally reads “We are out (or 
low) on part No. ....” and lists the 
manufacturer’s name, the amount 
that “we can use,’ and has -space 
for the date and the signature of 
the counterman. 

Deposited in a convenient box at 


the counter, the tallies are collected | 


at the end of the day, arranged in 
order of the manufacturer and the 
part number, and tabulated on a 5% 
by 8% mimeographed form, usually 
by Ray Coonradt, who heads up this 
part of the operation in the Syracuse 
store. 

This tabulation is the basis for 
ordering replacement stock. Before 
this is done, however, a careful check 
is made in the office against replace- 
ments that are already on order. 

Central Service makes out its pur- 
chase orders in triplicate. The origi- 
nal goes to the manufacturer. The 
second copy is filed in a loose-leaf 
binder according to the manufactur- 
er’s name, while the third is filed by 
purchase order number in another 
loose-leaf binder to serve as_ the 
“master’’ file. 

With this arrangement, then, the 
inventory records as tabulated daily 
are first checked against the pur- 
chase orders filed by manufacturer’s 
name to see if these parts are 
already on order. If they are, of 
course, these items are crossed off 
the tabulated list, while the others 
are ordered. 


Supplies are ordered from the | 


Syracuse headquarters for both 
stores, so there is a separate inven- 
tory control binder for each store. 
This means also that the inventory 
tabulations are mailed in from Scran- 
ton every day. 

Through such means as this, plus 
the fact that he’s a veteran in this 
field, Glou achieves an 


turnover as high as six or seven 
times a year, he indicates. 

This he can double-check on by 
the physical inventory that is taken 
every six months, too. 

Incidentally, he also has the firm’s 
bookkeeping methods so set up that 
within 15 or 20 minutes after the 
close of the day’s business he has on 
his desk a complete record of the 
business done that day. 

“We close the books at 4:30 p.m. 
and usually by 4:45 the record is on 
my desk. We get the records of the 
previous day in from the Scranton 
store by mail at 2:30 p.m. and they’ll 
be tabulated for me before 3 o’clock. 

“IT don’t enter the data in our 
permanent records until the follow- 
ing morning, however, so the figures 
can be checked first for mistakes.” 

Although one might think such 
speed in obtaining the figures on a 
company’s business would involve a 
fair-sized crew of people, Glou actu- 
ally has a small though efficient 


(Concluded on next page) 


inventory | 


CLEANABLE 
WATER-COOLED 


CONDENSERS 


More Efficient Double-Tube 
Counter-flow Design 


WHOLESALERS IN PRINCIPAL CITIES 
Write for Catalog and Prices 


Hals toad & M. rtchell 


BESSEMER BLDG. PITTSBURGH 22, PA. | 


TO ALL NEWS READERS: 


The same practical ideas you’re reading about right now, the same up-to- 
the-minute information you’re looking over, the same satisfaction you feel 
from having the NEWS is worthwhile for your salesman or serviceman too, 
isn’t it? Even if he reads your copy of the NEwsS, he likely hurries through 
it and the chances are he misses a lot or probably forgets tips that could 


be highly profitable, isn’t that right? 


Enter a subscription for his own personal use today, to be sent directly 
to his home. Then, in leisure and quiet, he can concentrate on the wealth 
of material and stimulating stories that appear each week, absorbing them 
for actual application in his job. He'll appreciate your thoughtfulness, and 
it always helps to make a closer friend. Besides this, in the long run he’ll 
become better in his work and more valuable to himself and to you. 


Fill in the coupon below, attach your $5.00 check, and mail the order now, 
while you're thinking about it. An acknowledgment will be sent to you 
and a card to the subscriber telling him that he is receiving the NEWS 


with your compliments. 


To: AIR CONDITIONING & REFRIGERATION NEWS 


450 W. Fort Street, Detroit 26, Mich. 


Please enter a subscription to the News for: 
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Large Display Area--Small Checking Staff 


“hanks to a_ simplified 
iiventory and bookkeep- 
img system, only three 
cffice employes are needed 
to handle the “paper 
work” for both tke Syra- 
cuse and Scranton opera- 
tions. 


This large area at Central 
Service Supply’s Syra- 
cuse store permits dis- 
plays that impress serv- 
icemen and customers. 


Contractors Sell Customers on Big Jobs 
By Showing Them Central Service Displays 


(Concluded from preceding page) 


organization. In the Syracuse store, 
for example, there are three girls in 
the office and three men on the 
counter and stockroom. 

The firm does a heavy mail-order 
business. In fact, mail orders, ac- 
cording to Glou, account for 60% of 
Central Service Supply’s sales. 

One of the big factors that permits 
the company to operate with a mini- 
mum of personnel is the store layout. 
Located right in downtown Syracuse, 
the store has a 47-ft. frontage and 
extends from the sidewalk on a main 
street through the narrower street 
behind. 

Opening on the rear is a large 
freight elevator, which is a great 
time and man-saver. For loading or 
unloading heavy shipments, like big 
condensing units, refrigerant cylin- 
ders, boxes of copper tubing, etc., 


Le0ts forove 
SCHAEFER BRUSHES 
out last 


7 alt others 
rt 


Insist on Schaefer’ Job-Tested”’ brushes, 
- for their unusual long wearing qualities. Every 
"Schaefer brush is backed with over forty = 
years of brush manufacturing know-how, plus 
or Inferior materials. 


No. 100—Tin —_$.S. Wire Tube Copper Tube 
Handle Acid Brushes Cleaning Brushes Fitting Brush 


iM ene 


No. 816—Tinners 
Wire Brush 


No. 102 Condenser 


Tube Brush Copper Pipe 


Cleaning Brush 


END YOUR CLEANING 
PROBLEMS TO SCHAEFER 
~ If you have an unusual cleaning 
problem pass it along to 
Schaefer experts for 
prompt solution. 


of “Job-Tested” brushes. 
There is a-Schaefer brush for 


aa 
—— 
~~ -_—- 


SCHAEFER BRUSH MFG. CO. 

117 W. Walker St., Milwaukee 4, Wis. 
Fease send more information about your 
S rvice for solving special cleaning problems. 


a en 
Company Name_— rv iemtiianeminan —— 
4 didress_ tins a a 
aes ee 


ett: BRUSH MFG. CO. 
117 W. Walker St. Milwaukee 4, Wis. 
always Buy Schoefer — It's Safer.*’ 


eS 


_ at $20,000. Directors are: 


the elevator can be stopped at truck 
height, and the equipment easily 
rolled on dollies from truck to ele- 
vator, or vice-versa. 

There are doors at each end of the 
elevator so that during a loading or 
unloading operation in winter one set 
of doors can be kept closed, thus 
keeping drafts out of the building. 

The setup as a whole is so efficient 
that the two men in the store work- 
ing under Coonradt can easily handle 
up to $300,000 business a year, Glou 
claims. 

“In the busiest season we'd have 
to take on some part-time help, but 
we’re so organized that these extra 
employes would be placed on routine 
jobs requiring a minimum of train- 
ing. There’s no point in hiring tem- 
porary extra help if you have to 
spend too much time training them,” 
Glou emphasizes. 

As for the over-all layout of the 
building, spaciousness seems to be 
the keynote, emphasized by an at- 
tractive and quietly impressive 
scheme of decoration. 

In the very front of the store is a 
large display room that runs 40 ft. 
wide by 20 ft. deep. Behind this, 
on each side are offices that extend 
back another 20 ft. A wide aisleway 
between the offices gives the visitor 
who enters from either the front or 
rear the impression of the large 
establishment. The parts and counter 
section comprising the rear of the 
building take up 4,000 of the 6,000 
sq. ft. on the ground floor of the 
building. 

Attractive displays are always set 
up in the front display room, which 
is fitted with fluorescent lights. Glou 
lets these burn all night. 

His chief reason for this, as well 
as for the big display area, is to 
help impress customers of the serv- 
icemen. 

“If a contractor is trying to sell 
one of his customers a big condens- 
ing unit that costs $600, say, he can 
bring him in here and show him one 
set up on a pedestal. In a setting 
like this, the customer can easily 
see that such a machine should cost 
that much,” Glou says. 

When Central Service moved into 
this building four years ago, Glou 
thought it was probably about the 
last word for this sort of a business, 
but after the opening of the new 
quarters for the Scranton branch on 
Jan. 23 of this year, he’s been mull- 
ing over some projected changes for 
headquarters. 

Incidentally, the grand opening in 
Scranton must have set some sort 


| of a record, for the industry in these 


parts is still talking about it. 
“We had planned for an attendance 
of around 300 at our open house, but 


| by the time we were through there 


must have been 700 people there,” 


2 Forms That Simplify Important Job 
Of Controlling Inventory 


ORDER FOR 
FROM 


OUR CUSTOMER 


SHIP TO 


QUANTITY DESCRIPTION 


From tallies (below) on stocks of individual parts, a daily reorder form 

(above) is filled out by countermen and checked against parts already on 

order so that Central Service Supply’s inventory is always kept between 
previously determined “high” and “low” points. 


WE GOS Te Ot PART Wi... 0rd 
MFR'S. NAME .........0..0c00c0eceeeeeu eee: 
WE CAN USE.............. 

ne nxse haweseies Peete ree er 


REFRIGERATION UNITS 
WANTED 


Desire to purchase Y% to 
1-HP Sealed or open type; 
standard brands; Complete 
condensing units; Give full 
details. 


Box 3473, Air Conditioning & 
Refrigeration News 


Send for FREE CATALOG on Your Letterhead 


past main SERVICE! 


Speedy, friendly same-day service from our 
large, complete stock of . . 
RET MICE ATT. AIR CONDITIONING 


~& HEATING ‘SUPPLIES, 
y TOOLS & EQUIPMENT 
_ 2 Stores for Better, Faster Service 


SERVICE PARTS CO. 


MAIN OFFICE * 2511 LAKE ST., MELROSE PARK, ILL. 
BRANCH STORE * 724 BROADWAY, ROCKFORD, ILL. 


To Reach All Key Men... 


in the Refrigeration and Air Condi- 
o— ——— ae Canada, 
w., publication 

eo" awe eS 


peaaliae 


A “National Business” Publication 
137 Wellington St. W., Toronto, Ont. 


here’s low-cost 
protection for 


PRESSURE-LUBRICATED 
COMPRESSORS 


Low lube oil pressure . . . or slow pickup of oil pressure 


at the start of a cycle can happen in the best of pres- 
sure-lubricated refrigeration compressors. And when 
it does... damage to seals and bearings may result. 


But, you don’t have to take this gamble anymore! 


. for the first time... you can have life-time 


Now 
protection against such compressor breakdowns with 
the new PENN Series 275 Oil Protection Control with 


built-in Time Delay Switch. 


Then, when the compressor starts, if the oil pressure 
does not build up to the proper point within a safe 
time period, the PENN 275 stops the compressor 
automatically before damage can occur. If oil pressure 
drops below a safe minimum during the running cycle 
...and does not rise to normal within the time delay 


period ...the control shuts off compressor operation. 


Glou says. 


Ref. Service Incorporates 


QUEENS, N. Y.—Articles of in- | 
corporation were filed with the office | 
of the secretary of state for Western | 
Refrigeration Service Corp., refrig- | 
erators, etc. Capital stock was listed 
Milton 


Kaplan and Bernard Rosenstein, both 


of Brooklyn, and Frieda Bernstein, 


New York City. 


Thus, the compressor never operates more than the 
predetermined safe time on subnormal oil pressure. 


Result? Positive, automatic protection at all times! 


Investigate this new, low-cost protection for refrig- 
eration compressors or for other pressure-lubricated 
equipment. For complete information ask your com- 
pressor manufacturer or wholesaler or write Penn 
Electric Switch Co., Goshen, Indiana. Export Divi- 
sion: 13 E. 40th St., 
Penn Controls, Ltd., Toronto, Ont. 


New York 16, U. S. A. In Canada: 


SISISISSISSSISS ISS 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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3 Cardinal Principles Given for Installing, Servicing Open Self-Serve Cases 


DETROIT Three “cardinal prin- 
ciples” which should be followed in 
servicing or installation of open self- 
service cases were outlined before 
the Greater Detroit RSES chapter 
recently by John Spence, service 
manager for Hussmann Refrigeration 
and educational chairman of the In- 
ternational RSES. 

“The expansion valve must be 
opened so that you get full use of 
the coil on open cases,’”’ Spence de- 
clared. “I just recently checked a 
job in New Jersey and found, be- 
lieve it or not, that the valve had 
a 38° superheat setting. Now here 
is a rule-of-thumb method you can 
use for a quick check on the valve 
setting: 

“Tf the suction line from the coil 
and the line from the expansion 


valve to the coil are both nicely 
covered with white crystals of frost, 
then the valve setting is probably 
okay. But if the suction line from 
the coil has dirty, gray frost on it, 
or none at all, then the setting of 
the valve is not right.” 

As the second principle Spence 
cautioned the servicemen “not to ex- 
pect the unit on an open case to 
cycle the same as it does on closed 
cases. For cases above 28° F., you 
have to expect the machine to run 
40 to 45 minutes at a time because 
you get refrigeration in an open case 
only when the machine is running. 

“You should also remember that 
these open case systems are designed 
for peak load conditions because the 
case must be able to meet the needs 
of summer operation. In winter you 


will get more complaints about short 
cycling because some store owners 
keep the room temperature as low as 
55° or 60°. 

“The third cardinal principle is 
that the coil must completely defrost 
when the condensing unit shuts off. 
With a ‘Freon-12’ system and no 
time clock defrost control, this means 
that the machine shouldn’t cut in 
before 38 lbs. suction. The cut-out 
point would be 10 to 12 Ibs. 

“It’s a fairly good rule to look at 
the expansion valve and if you don’t 
find a fair-sized ball of ice around 
it, you can assume that the coil is 
defrosting properly. If there’s a big 
ice ball on the valve, then you should 
raise the cut-in point slightly. 

“In the past two years, however, 
time clocks have come into more 


general use to control the defrost of 
the coil on open cases. With a time 
clock defrost you can set the cut-in 
point at not higher than 26 lbs. This 
setting prevents partial defrost dur- 
ing the day when the store is open, 
giving a lower and more consistent 
case temperature,’’ Spence explained. 

“Two types of time clocks are in 
general use—(1) those having a 
single defrost period, and (2) those 
with a dual defrost period. 

“With the single defrost time clock 
you usually have to set it for a 3- 
hour defrost period, even though 
this long a period is not required all 
year. In winter, for example, the 
coil might defrost in less than 3 
hours while in summer even a little 
more time would be required. 

“A dual-period defrost timer clock 


is designed to turn on the first de- 
frost cycle as soon as the store 
closes at night and then start the 
second defrost cycle before the store 
opens in the morning. The first period 
usually runs about 1% hours. Set- 
ting for the second period should 
end the defrost cycle an hour before 
the store opens.” 

Pointing out that with time 
clocks the defrost periods are set 
arbitrarily, Spence informed the 
group that control manufacturers 
will soon introduce a new type of 
time clock control. In this the unit 
will be cut out by the time clock 
for the defrost cycle, but the cut-in 
will be determined by suction pres- 
sure, not the clock. This device, he 
said, will let the defrost period vary 
with conditions. 


Mills Appoints Galle 
As Gen. Works Mgr. 


CHICAGO—B. F. Galle has been 
appointed general works manager 
for Mills Industries, Inc., the com- 
pany has an- 
nounced, 

Galle was asso- 
ciated with Frigid- 
- aire Div., General 
Motors Corp., for 
16 years in a 
manufacturing su- 
pervisory capacity. 
For the last nine 
years he has been 
B. F. Galle factory manager 
with several leading manufacturers. 


Ben-Hur Plant Testing System Credited with Reducing 
Factory Service to Less Than 1% on 12,000 Freezers 


MILWAUKEE — A unique testing 
system has cut factory servicing and 
unit replacement to a minimum on 
home and farm freezers manufac- 
tured by Ben-Hur Mfg. Co., company 
officials declare. 

Figures presented by the company 
show that of the last 12,000 freezers 
made, less than 1% have required 
factory servicing and less than half 
of 1% of condensing units needed 
replacement under the five-year 
warranty plan. 

Company officials credit this to a 
testing policy under which every 
freezer from the production line is 


test run for a minimum of 12 hours. 
The individual freezer’s performance 
during this period is recorded auto- 
matically on a visual graph device. 

At the end of each run engineers 
study the graphs for irregularities. 
If any occur, the freezer is returned 
to the production line for correction 
and retesting. This final phase is in 
addition to several other test opera- 
tions during production. 

The research testing department 
also makes a spot check of the pro- 
duction run in which various models 
are subjected to temperature and 
humidity extremes. 
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just like 


This tube can be bent by hand with little effort. And 
because of its ductility and soft temper, Dryseal Tube 
will not split on the ends when flared for compression 


fittings. 


Another important Dryseal feature is the absence of 
moisture. This tube is bone-dry inside from one end to 
the other. Careful dehydration and precise mechanical 
sealing at each end see to that. Also, the special crimp 
seal used is no larger than the diameter of the tube, so 
that it will pass through any opening large enough for 


the tube itself. 


Dryseal is made to new, more economical dimen- 
sional standards with tube sizes from g* to 34” O.D. 
It comes neatly packed in attractively designed carton 
for easy identification and handling in stock. All of 
which makes for an easier, faster, trouble-free, quality 


installation. 


Ask your distributor about Dryseal next time you 
order refrigeration tube. He has Dryseal and will give 


you prompt delivery. 
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ASSNL retri geration tube 


Riverside, Calif.; New Bedford, Mass.; 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 
Mills: Baltimore, Md.; Chicago, lll.; Detroit, Mich.; Los Agpoles and 


Rome, N. 


Sales Offices in Principal Cities, Distributors Everywhere. 
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| self-contained and _ portable, 
| Samuel 


| Mat 


Refresh-o-Mat 


* * * 


Automatic Products 
Portable Drink Vendor 
Is Fully Self-Contained 


MINNEAPOLIS — The _ Refresh-o- 


is the first refrigerated cup 
drink dispenser which is completely 
claims 
Kresberg, executive vice 
president of Automatic Produets Co., 
manufacturer of the unit. 

Kresberg points out that the Re- 
fresh-o-Mat does not connect to the 
water system or sewer system and 
can be placed in or moved to any 
type of location where even the sale 
of 50 drinks a day will make it a 
profitable operation. 


REFRIGERATION DEALER 
AS OUTLET 


Kresberg stated that he believes 
the logical person to handle this ma- 
chine is the refrigeration dealer who 
has entry into such places as indus- 
trial plants, schools, and other such 
places. 

The vending machine is housed in 
an upright, all steel, all white, 
chrome trim cabinet. The cabinet 
contains two 5-gal. jugs of pre-mixed 
beverage and two cup. dispenser 
tubes. The tubes have a capacity of 
approximately 150 cups each and 
dispense alternately. 

Beverage from the jugs is fed into 
a stainless steel, one-piece, solder- 
less refrigerated dispensing tank 
which maintains a constant tempera- 
ture pre-determined by thermostatic 
control to deliver any desired drink 
temperature over 33° F. 


4%4-GAL. CAPACITY 


Over-all tank capacity is 4% gals. 
The tank is equipped with a motor 
driven agitator to keep pulpy bever- 
ages in suspension. It also has an 
automatic liquid level control. 

Soft drink is dispensed through a 
new type, hand tightened faucet 
which has only two parts for clean- 
ing. 

An_ anti-jackpot electric clutch 
prevents delivery of drinks upon 
power failure or for any other rea- 
son. A mechanical coin counter re- 
gisters the number of drinks sold. 


The cash box is under separate lock 


and key. 


Herbert Smith Fills Alco 
Field Engineering Post 


ST. LOUIS—Herbert A. C. Smith 
has recently been added to the staff 
of Alco Valve Co. as field engineer, 
the company an- 
nounced. 

His. territory, 
with headquarters 
in Philadelphia, 
will include east- 
ern Pennsylvania 
and southern New 
Jersey, the states 
of Delaware, Mary- 
land, and Virginia, 
and the District 
of Columbia. 

Smith comes to 
Alco from Baker 
Ice Machine Co. 

H.A.C.Smith where, since 1947, 
he held the position of district man- 
ager in the St. Louis area. Previ- 
ously, he was associated with York 
Corp. from 1933 until 1947, and 
Copeland Products, Inc., from 1928 
until 1933. 

Smith studied engineering at the 
Royal Naval college, Dartmouth, 
England, supplemented by further 
technical training at the Georgia 
School of Technology. 


New Store Opens In Memphis 


MEMPHIS -- Douglas Appliance 
Co., featuring Gibson refrigerators 
and various other appliances, has 
recently opened for business. 


SEEN | 


The stainless steel cup station is | 


easily demountable for instantaneous 
cleaning. Mounted in connection with 
it is a G-E .germicidal lamp for 
bacteria control. 

Power is supplied to the refrig- 
erated dispenser tank by a ‘5-hp. 
Copelametic compressor mounted in 
the base of the cabinet. 

Over-all weight of the cabinet is 
said to be about 300 Ibs. Bottler’s 
price is $495, f.o.b. Minneapolis. 


Ree Scere TS 


Si 


for Low 


LARKIN CEILING HUMI-TEMP 


Price is only one factor in the se- 
lection of any product—especially 
one that has so important a task as 


protecting valuable _ perishables. 
Performance must come first. Qual- 
ity cannot be overlooked. Dura- 
bility is highly important. Larkin 
has all of these. And Larkin has 
low prices, too. Compare them and 
see for yourself how low they 
really are. 

For the latest Larkin price list, 
see your wholesaler. If you wish, 
write direct to us and we shall be 
glad to send you one. 

- 


Manufacturers of the original Cross-Fin 
Coil — Humi-Temp Units — Evaporative 
and Air Cooled Condensers — Air 
Conditioning Units and Coils —Direct Ex- 
pansion Water Coolers — Steel Vacuum 
Plate Coils — Heat Exchangers. 


WATCHDOG OF THE NATION'S FOOD SUPPLY 


LARKIN CoIce 


~ $179 MEMORIAL DR.,S.E. *. ATLANTA, GA. , 


REFRIGERATION & AIR CONDITIONING 


UNITS * PARTS * TOOLS © SUPPLIES 


Rely on AIRO fast mail 

service. Save time lost 
picking-up — get the 
RIGHT parts always. 


Write for catalog 49A 
on your letterhead. 


| AIRO SUPPLY. CO. 


2732 N. ASHLAND AVE., CHICAGO 14, ILL. 
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Across-the-Line 
‘lectrical Diagrams 


An electric current flows in a 
closed circuit. It starts in the gener- 
ator or battery, flows out on one line 
through the various lights, radios, 
motors, and other “loads,”’ and comes 
back to the generator or battery 
through the other line. 


There are many variations of this; 
the circuits are interrupted by trans- 
formers and vacuum tubes, and they 
are split into branch circuits, but 
essentially the circuits must get back 
to where they started. 


However, for most practical pur- 
poses outside the power house or 
generating station, we think of elec- 
tricity as coming to us on two wires, 
and all of the electrical appliances 
that we use are connected between 
or across these two lines. Sometimes 
two or three pairs of wires are 
bunched together and inter-connected 
to form “polyphase” circuits, but 
they consist of two-wire circuits just 
the same. 

So all of the appliances—motors, 
electric stoves, toasters, irons, wash- 
ers, radios, refrigerators and refrig- 
eration equipment small and large, 
including air conditioning equipment, 
power equipment, everything that is 
electrically operated, is connected 
across two electrical supply lines. 


ALL ‘ELECTRICAL LOAD’ IS 
ACROSS-THE-LINE 


Each of the appliances, motors, 
etc., has two wires connected to it; 
one wire from one side of the appli- 
ance, and the other wire from the 
other side of the appliance. We 
connect one of these wires to one 
of the electrical supply lines, and the 
other wire to the other supply line; 
thus the appliance is connected 
across-the-line. Trace them all out, 
and all appliances, motors, controls, 
switches, etc., and all electrical 
“loads” are connected across-the-line, 
either directly or in series with some 
other “‘load’’ or switch. 


Take as an example some appli- 
ances in the home. Fig. 1 shows a 
number of electrical appliances and 
lighting fixtures connected to an 
electrical supply line. This is a 
simple circuit, but note how much 
more simple is the Across-the-Line 
diagram of these same appliances in 
Fig. 2, in which the two electrical 
supply lines are drawn some distance 
apart, and the appliances and fix- 
tures are shown connected between 
and across the two supply lines. 


Refrigeration Problems 


and their Solution 


by Paul Reed 


Count these BENBAR features! 
They add up to MORE SALES! 


® Hermetically sealed condensing unit 

® Panelyte covered door jambs—Frost break- 
ing lock 

® Trouble free capillary system 

® Two step door construction 

® 4” fiberglas insulation 

Sell the kind of freezer that all America is 

demanding. 2 standard sizes—14 and 17 cv. ft. 


DISTRIBUTORSHIPS NOW AVAILABLE 


No contemplated price increases between now and 
june 1, 1950 In spite of steel Increases. 


AUGUST G. BARKOW 
MANUFACTURING CO. 
2230 S. 43rd St., Milwaukee 15, Wis. 


> 


For Service and Installation Engineers 


Paul Reed 
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Fig. 1—Several electrical appliances on one electrical circuit. 


THE ACROSS-THE-LINE 
DIAGRAM 


The type of electrical diagram in 
Fig. 2 is known as an Across-the- 
Line diagram. It is used a great 
deal by electrical men to enable them 
to simplify the usual schematic or 
working electrical wiring diagram, 
that in ordinary form is sometimes 
difficult to follow. 

In a rather complex wiring dia- 
gram, it is often difficult to follow 
a circuit through without getting off 
on some branch circuit, or getting 
mentally lost and confused in trying 
to get back to the other side of the 
line and the end of the circuit in 
which we are interested. 

By converting a complex or con- 
fusing wiring diagram to an Across- 
the-Line diagram, it is much easier 
to understand how all equipment is 
connected to the supply lines and to 
one another, and the relationship 
that one appliance may have to 
another, or to controls or accessories. 


It helps greatly in constructing a 
wiring layout, to first make an 
Across-the-Line diagram and then 
from it make the actual schematic 
or working wiring diagram. It often 
prevents incorrect connections and is 
especially helpful in preventing 


.“feed-backs.” 


SCHEMATIC AND ACROSS-THE- 
LINE DIAGRAMS OF AN 
ELECTRIC REFRIGERATOR 


Fig. 3 shows an ordinary schematic 
wiring diagram of a typical electric 
refrigerator equipped with a hermetic 
type condensing unit, using a split- 
phase motor with a _ current-type 
motor starting relay, a motor over- 
load protector, and a_ thermostat. 
Also shown is an interior light and 
its door switch. 

Fig. 4 is an Across-the-Line dia- 
gram of this same refrigerator, made 
from the schematic diagram in Fig. 
3. The Across-the-Line diagram very 
quickly and simply shows that the 
interior light and door switch are 
on one circuit, and that the motor 
and its controls are on another cir- 
cuit, with both of these circuits 
being in parallel across the two 
supply lines. 

On the motor circuit, first comes 
the thermostat. When it opens (when 
the refrigerator is cold enough) all 
current is cut off from the motor, 
motor relay coil, motor relay switch, 
and overload protector. At this time 
the motor relay switch is open and 
there is no current going to the 
starting coil of the motor. 

Before long, the refrigerator 
warms up, and the thermostat closes. 
Then the current can get to the 
motor relay coil and to the running 
winding of the motor, but since the 


' motor relay switch is still open, cur- 


_ motor relay coil and it causes the | 


rent cannot as yet get to the start- 
ing winding. At once, the heavy 
in-rush of current to the running 
winding is enough to energize the 


motor relay switch to close. Current 
then flows to the starting winding 
and the motor then starts. 


By the time that the motor gets | 


up to about two thirds or three quar- 
ters of its full-load speed, the heavy 
starting current through the running 
winding and the motor relay coil, has 


lessened so much that the motor 


relay coil is no longer strong enough 
to hold the motor relay switch closed, 
so it drops open and _ disconnects 
the starting winding from the line. 

Current can still flow to the run- 
ning windings, so the motor con- 
tinues to run on the running winding 
until the refrigerator is cold enough 
to cause the thermostat to open and 
entirely cut current from the motor 
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Fig. 2—Across-the-line wiring diagram of same electrical circuit as Fig. 1. 
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Fig. 3—Schematic diagram of electric refrigerator. 
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Fig. «—Actens-the-tine wiring diagram of _ schematic diagram in Fig. 3. 


circuit, including both windings, 
relay, etc. If the overload protector 
opens, it has the same _ effect-—it 


st the entire motor circuit. It is 


not in just one winding; if it opens, 
it cuts current from both the run- 
ning and starting windings. 


(To Be Continued) 
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In 16 Short Weeks you can be fully 
trained in Sealed Unit rebuilding if you 
meet the following reguirements: 

You must now be an experienced refri- 
geration service man or a graduate of a 
resident training course from a reput- 
able refrigeration school. 


APPROVED 
FOR 
VETERANS 


zi ne Avenue S. E. 


Learn to Be an Expert in these phases: 
Development of the Sealed Unit—Com- 
plete Testing Methods—Types of De- 
sign and Wiring Systems—Motor Re- 
winding—Parts Machining—Types of 
Refrigeration Controls— Dehydration 
and Sealing Procedures—Final Testing 
and Recharging of the Hermetically 
Sealed Units. 


State of Minnesota Private Trade School License #1950-3 


INSTITUTE, ne oe 
+ Minneapolis 14, Minnesota — 


on en 


SEALED UNIT 
REPAIR 


Rebuilding Hermetically Sealed Refrigeration 
Units Can Increase Your Earning Power...Can 
Pave the Way for Starting Your Own Business! 


| LEARN BY DOING IN PRACTICAL TRADE’S MODERN SHOPS 


Practical Trades Institute is a resident 
trade school employing capable licensed 
instructors who give personal attention 
to students. The training course has no 
age limit, is GI approved. Assistance is 
given in finding housing, part time work 
and a job after graduation. 


For a Brighter Future Through Specialized Training, Write: 


APPROVED 
BY 
STUDENTS 


e. ‘HIGHLY QUALIFIED GRADUATES AVAILABLE FOR EMPLOYMENT. 
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Mary Dougherty Directs 
Home Ec. Work at Thor 


CHICAGO—Thor Corp., producer 
of home laundry appliances, has an- 
nounced the appointment of Miss 
Mary K. Dougherty as director of 
home economics. 

Miss Dougherty served as director 
of home economics and consumer 
research for the Mitchell-Faust Ad- 
vertising Co., Chicago, from 1942 
until 1948, when this firm merged 
its operations with Schwimmer & 
Scott, Inc., and held a similar post 
with the latter firm. 


Devor To Head Wagner as 
Postlethwaite Retires 


ST. LOUIS—P. B. Postlethwaite, 
who has been president of the 
Wagner Electric Corp. for the past 
24 years, recently retired at his own 
request and was elected to the newly 
created office of chairman of the 
board, the company announced re- 
cently. 

Postlethwaite will continue as 
chairman of the executive committee. 

J. H. Devor, who has been vice 
president since 1941, was elected 


president. 
<e 
~ 


ADING R 


REFRIGERANTS 
The Quality Standards of the Industry 


ANSUL REFRIGERANTS are the undisputed quality 
standards of the Refrigeration Industry .. . and this en- 
viable recognition is protected and maintained by strict 
laboratory control of every step in the manufacture of 
Ansul Sulfur Dioxide and Ansul Methyl Chloride. 
Every cylinder of Ansul refrigerants is individually an- 
alyzed and carefully inspected to safeguard the rigid 
standards of purity and dryness and to insure maximum 
safety in handling. 

For more than a.third of a century, Ansul has both 
pioneered and led the field in the production of sulfur 
dioxide for refrigeration purposes. . 
chloride has gained universal recognition in the in- 
dustry for its unsurpassed quality. 


ANSUL WHOLE- 
SALERS are ready 
and equipped to 
render an_ intelli- 
gent, co-operative 
service to refriger- 
ation service engi- 
neers on problems 
which arise, from 
time-to-time, in the 
operation of re- 
frigerating systems. 


ANSU 


CHEMICAL COMPANY 


REFRIGERATION DIVISION, MARINETTE, WISCONSIN 


ANSUL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OIL, KINETIC’S “FREONS” 


. . Ansul methyl 


Promoted 


H. N. Felton 


J. H. Devor 


H. N. Felton, manager of the St. 
Louis sales branch was elected vice 
president in charge of sales. 

L. W. McBride, credit manager, 
was elected assistant secretary-trea- 
surer to succeed A. K. Bahret, who 
has reached retirement age after 50 
years with the company. 

A. H. Timmerman announced his 
retirement as vice president and di- 
rector. He was replaced as a directar 
by G. A. Waters, vice president in 
charge of manufacturing. 

Other men reelected to the board 
of directors are V. W. Bergenthal, 
C. B. Fox, J. H. Grover, E. B. Meiss- 
ner, C. W. Moore, E. F. Simon, 
Devor, and Postlethwaite. 

Postlethwaite started with Wagner 
in 1909 as a student apprentice after 
graduating from college with a 
Bachelor of Science degree in elec- 
trical engineering. 

Upon completion of his student 
engineering training, he was trans- 
ferred to the Cincinnati sales office 
and became manager of that office 
in 1912. He returned to St. Louis in 
1916 to organize and manage the 
service department. 

During the first World War he 
acted as assistant to the president 
in handling war contracts for the 
company. Following the war, he was 
advanced to the positions of assist- 
ant sales manager of the automotive 
division, and manager of the service 
division. 

In the early 1920’s, following or- 
ganization changes, he was named 
vice president and elected to the 
board of directors. He was elected to 
the presidency in July, 1926. 

Devor also joined the company as 
a student apprentice after receiving 
his Bachelor of Science degree in 
electrical engineering. That was in 
1912. 

He spent the following six years 
in various branch offices including 
New York, Cincinnati, Detroit, 
Indianapolis, and Chicago. In 1920 
he was transferred to the home office 
in St. Louis and appointed supervisor 
in charge of all service branches. 

He was appointed to the position 
of assistant vice president in 1933, 
became vice president in 1941 and 
was elected to the board of directors 
in 1945. 

For many years, Devor has served 
on the board of directors of the 


Studying Stator Winding 


An instructor at Practical Trades 
Institute, Minneapolis, explains 
the need of tight stator wind- 
ings to members of one of the 
institute's classes on rebuilding 
hermetic units. Shopwork com- 
poses most of the course’s 400 
class hours. 


—_~> 
vw 


Sangamo Co., Ltd., of Canada which 
manufactures Wagner motors. He is 
also manager of the Wagner Brake 
Co., Ltd. of Toronto, a subsidiary of 
the Wagner Electric Corp. 

Felton entered the company by the 
same route as Postlethwaite and 
Devor, but in 1919. Between the 
years 1919 and 1927, he was a sales- 
man in the Chicago and Milwaukee 
branch offices. 

He became branch manager of the 
Milwaukee office in 1927, after which 
he was transferred to assume man- 
agement of the New York office. 
Since 1941, he has been manager of 
the St. Louis branch sales office. 

Waters joined Wagner in 1909 and 
became manager of the transformer 
engineering division a year later. In 
1918 he was made assistant chief 
engineer. In 1943 he became chief 
engineer and in 1946 was elected vice 
president in charge of manufactur- 
ing. 


Blackstone Corp. Will 
Build $1,000,000 Plant 


JAMESTOWN, N. Y.—Blackstone 
Corp., manufacturer of home laundry 
equipment, plans to build a 
$1,000,000, 250-ft. by 720-ft. factory 
opposite its present plant here, Oscar 
A. Lenna, president, disclosed re- 
cently. 

Lenna did not reveal what prod- 
ucts will be manufactured in the new 
plant, which is scheduled for com- 
pletion this year. He said only that 
“several household appliance items” 
would be produced there, beginning 
early next year. 

Rumors were circulating that the 
company will turn out a new house- 
hold appliance in the factory. About 
300 workers are expected to be em- 
ployed in the plant. 

Blackstone had planned to begin 
construction of the plant last year 
but a 15-week strike called in Feb- 
ruary halted the program. The plant 
site was acquired several years ago. 
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and the May 29 Issue of Air Conditioning & Refrigeration News 
WILL BE THE FIRST FROZEN FOODS MERCHANDISING EQUIPMENT ISSUE 
Making display and merchandising equipment—parts or supplies? 


S, ag 


RESERVE YOUR ADVERTISING SPACE EARLY 
S nennenthetnemmememnel 


Trades Institute Teaches 
Hermetic Unit Rebuilding 


MINNEAPOLIS—Successful com- 
pletion of its first year of sealed unit 
refrigeration training was marked 
this spring by the Practical Trades 
Institute of Minneapolis, believed to 
be the first school in the country to 
offer a course of this kind. 

During the year, approximately 
250 students were graduated from 
the course, which trains an average 
of 20 students in each 16-week class 
period. . 

The course was started, according 
to J. L. Krusemark, institute presi- 
dent, to meet the increasing demand 
for servicemen with sealed unit 
training. Krusemark said studies he 
has made show it is practical and 
profitable for refrigeration mechanics 
to rebuild units in their own shops. 

The course requires that every 
student must have refrigeration ex- 
perience or be a graduate of an ac- 
credited refrigeration school. 

Highlights of the course include 
the history of the sealed unit, pro- 
cedures for proper opening, mis- 
cellaneous testing equipment and 
methods, designs and wiring methods, 
motor and stator rewinding, con- 
struction of various units, machining 
of simple parts, type of refrigeration 
controls used in sealed units, dehy- 
dration and demonstration of sealing 
procedures, and final charging and 
testing of the rebuilt unit. 

Shopwork comprises most of the 
course’s 400 class hours. Each 
student rewinds several sealed unit 
motors and completely rebuilds five 
sealed units during the course. 

A great part of the course deals 
with electricity as applied to sealed 
units, and an electrical test panel or 
bench is used for diagnosing trouble 
and testing. Students build small 
portable test kits for their own use. 
The course also teaches students how 
to set up and operate their own 
sealed unit shops. 

All instructors, approved by the 
Minnesota State Board of Education, 
have had a minimum of 10 years’ 
sealed unit experience. 

Reaction to the course has been 
very favorable, Krusemark said. 
Since the course began, complimen- 
tary letters from several companies 
throughout the country have been 
received, as well as requests for 
graduate students. 

Classes start each month, and their 
size is limited, Krusemark said, to 
insure individual training. However, 
due to the success of the first year, 
he expects to increase the number 
of classes in the coming year. 


Serving THE REFRIGERATION 
INDUSTRY Since 1919 


Specify Acme 
For Top Performance 


FREON SHELL AND TUBE CONDENSERS 
DRY-EX WATER CHILLERS 
HI-PEAK WATER COOLERS 

FREON SHELL AND COIL CONDENSERS 

HEAT EXCHANGERS OIL SEPARATORS 

INDUCED DRAFT COOLING TOWERS* 

EVAPORATIVE CONDENSERS 
LIQUID RECEIVERS 
BLO-COLD INDUSTRIAL UNIT COOLERS 

PIPE AND FIN COILS 


AMMONIA CONDENSERS 
*°A new Acme product with out- 


stonding fectures. Write for 
Catalog No. 40 


ACME INDUSTRIES Inc. 


JACKSON + MICHIGAN 


Witte tor tree 
catalog of any of 
the above dom: 


Representatives 
in principal cities 
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Hotpoint Introduces New Models-- 


(Concluded from Page 1, Column 5) 
‘ively, of space providing room for 
93 lbs. of frozen foods in the 8-ft. 
ize and 70 lbs. in the 10-ft. size. 
Three shelves and a “butter bin” 
:re built into the door of the refrig- 
-rator compartment, and the combi- 
,ation models have two large storage 
irawers, aluminum shelves, and left- 
yver racks. The high humidity com- 
yartments need no defrosting. 
Low-priced companion models also 
are available in the combination re- 
rigerator-freezer types. These are 
he EF8-4 and the EF10-4, with stor- 
ge capacities similar to those of 
‘he Super-Stor models. The low- 
priced combinations do not have 
shelves in the door or a butter bin. 


ADDED STORAGE SPACE 


Engineering improvements through- 
cut the line have reportedly resulted 
ii adding extra storage space with- 
cut increasing the over-all size of 
the refrigerators. The EC86-4, for 
example, a Super-Stor model of the 
conventional type, has 8.6 cu. ft. of 
storage, compared with 8.1 cu. ft. 
in the predecessor model. It has 
more than 17 sq. ft. of shelf area, 
with three shelves located in the 
door, a departure from former de- 
sign. 

The 31-lb. stainless steel evapora- 
tor in the EC86-4 is located in the 
upper right hand corner, and is en- 
closed at the back for uniform tem- 
perature and longer storage of frozen 
foods. This U-shaped evaporator 
provides better air circulation and 
lower temperatures, company engi- 
neers asserted. 

Immediately below it is a large 
fresh meat pan. This model has 
three full shelves including one above 
the vegetable pans, three smaller 
shelves, and three others that ex- 
tend the full width of the door. 

Three porcelain enamel pans with 
covers provide storage for fruits, 
vegetables, and meats. The freezing 
compartment has four ice trays with 
attached handles. 

A companion model, the EC110-4, 
has 11 cu. ft. of space with nearly 
23 sq. ft. of shelf area. This replaces 
the 10-cu. ft. model formerly in the 
line. 

A new “low priced’ model that 
has many deluxe features is the 
EA-8-4, an 8.2-cu. ft. box with steel 
shelves, covered meat and vegetable 
pans, new glass tray with three left- 
over jars, and a new water bottle 
with bright metal handle and top. 

The Hotpoint line now includes 13 
refrigerators, and three freezers in 
4, 8, and 11-cu. ft. sizes. The refrig- 
erators are classified as standard, 
deluxe, and Super-Stor models. Four 
cubic foot under counter refrigera- 
tors, and 6-cu. ft. models also are 
included in the line. 

The new 1950 automatic clothes 

* 


washer, model LC3, is said to incor- 
porate 20 new sales features includ- 
ing a larger top opening and new 
cabinet design. 

The larger top opening permits 
the housewife to add or remove 
clothes more quickly and easily. The 
cover can be tilted back at any time 
during the washing, rinsing, or spin- 
drying phase of the automatic cycle 
without water splashing out. 

“Quiet operation is assured by the 
fluid drive mechanism that eliminates 
several moving parts and prevents 


. all harmful vibration during high 


* 


speed spin-drying,’’ Hotpoint stated. 
“Tt is not necessary to bolt the ma- 
chine to the floor.” 

The 3-zone agitator merchandised 
under the name of “Thriftivator,” is 
of hard-finished, corrosion-resistant 
aluminum alloy. It is designed to 
keep clothes moving through the 
washing zones separately. They can- 
not whirl into a tight ring or become 
tangled, it was claimed. 

The single dial control permits 
selection of the amount of water to 
be used, the temperature, and the 
length of washing time. The dial also 
permits the housewife to lengthen, 
shorten, repeat, skip, or stop any 
part of the cycle at any time. 


TRIPLE-ACTION RINSE 


The triple-action rinse process in- 
cludes a warm spray, cold spray, 
and deep overflow rinse. For the 
final operation the tub revolves and 
spins out the remaining water, leav- 
ing the clothes damp-dry. 

Other features include sediment 
ejector tubes which flush out heavy 
soil trapped during the washing and 
rinsing phases, a signal light on the 
raised control panel in the rear which 
glows when the washer is in opera- 
tion, and flush-to-wall installation 
which still allows front servicing. 

The temperature-selection dial on 
the new electric heaters is, according 
to Hotpoint, “a functional feature 
which for the first time permits re- 
tail salesmen to demonstrate this 
appliance like a range or dish- 
washer.” 

Replicas of the “Magic Dial’ will 
be available for salesmen to use as 
a dramatic sales aid for home de- 
monstrations. 

The user can set the temperature 
by turning the dial to the position 
that meets the present hot water re- 
quirements in his home. The dial 
can be reset when future additions 
of automatic equipment like a dish- 
washer expand hot water needs. 
These adjustments formerly were 
jobs for servicemen. 

There are three colored settings 
on the new dial control: blue, marked 


“Vacation”; yellow, marked “Aver- 
age”; and red, designated “Extra 
Hot.” This departure from postwar 


design was developed by Hotpoint 
* 


Provides Uninterrupted Work Surface 


High backsplasher on new Hot- 
point dishwasher sink mounts 
faucet assembly and two com- 
, partments for soap and other 
f articles, leaving rest of sink 
top free for uninterrupted work 
surface. New faucet has one 
lever that controls temperature 
f and volume, permitting house- 
wife to “‘pre-mix" water at de- 
sired setting. Dishwasher oper- 
ates automatically once dial is 


set. 


. Vacuum Cleaners 


Looking Into the 1950 ‘Super-Stor’ Line 


Model EC86-4 has shelves and butter bin in door, more than 
17 sq. ft. of shelf area. Other highlights are 
of storage pans, and swing-out leftover rack. 


EG106-4 is 


a : : 
t 


top model in 
Features are separate compartments served by individual doors; 
shelves in door, swing-out leftover rack, and butter conditioner. 


new Hotpoint refrigerator line. 


following marketing studies of typi- 
cal installations throughout the 
country. These showed that many 
users wanted to make temperature 
adjustments at various times. 
Heaters with “Magic Dials” are 
made in 30, 40, 52, 66, and 82-gal. 
cylindrical models, and in 30 and 40- 
gal. table-top sizes. A 52-gal. square 
model is being introduced to meet 
the demand for larger capacity in 
houses which do not have basements. 
The new automatic dishwasher- 
sinks are claimed to be the first to 
have a high backsplasher containing 
built-in soap compartments and the 
faucet assembly. The new design pro- 


sideways for temperature control. 
The new dishwasher-sinks come in 
the “ready-plumbed” MCP16 and 
the standard MC16 models, both 48 
in. long. A new Disposall has been 
designed to fit the pre-plumbed dish- 
washer; water is pumped from the 
machine into’ the - Disposall for 


the purpose of draining. 

A new lamp accessory has been 
developed for mounting on the new 
sinks. It is 33 in. long and has a 
25-watt fluorescent bulb that lights 
the entire sink surface. The acces- 
sory is mounted above the back- 
splasher. 


vides space for articles used at the | 


sink, and also gives more uninter- 
rupted work surface area. 

The backsplasher has two utility 
compartments with ventilated doors 


which serve as platforms for soap, | 


brushes, scouring pads, hand cream, 
and other such articles. The com- 
partments are removable. 

A new faucet that is operated with 
a single lever also is mounted on 


the backsplasher. The lever is raised | 
or lowered for volume, and moved | 


West Penn Sales-- 


(Concluded from Page 1, Column 3) | 


down 2%, 
vacuum cleaners off 25%, 
disposers down 27%, and 
down 50%. 

Only appliances not up to Febru- 


water heaters off 21%, 


ironers 


garbage | 


ary sales were automatic washers | 


off 7% and clothes driers off 30%. 
Home and farm freezers just equalled 
the February figure. 

Vacuum cleaners surpassed Feb- 
ruary by 64%, refrigerators 52%, 
dishwashers 43%, conventional wash- 
ers 39%, ranges 38%, garbage dis- 
posers and ironers 26%, and water 
heaters 25%. 

Unit sales for each appliance as 


compared with February and with 
March, 1949 follow: 

Mar. Feb. Mar. 
Appliance 1949 1950 1950 
Refrigerators i. .icciess 1,469 954 1,456 


Home & Farm Freezers 135 183 183 


Electric Ranges ...... 682 505 701 
Garbage Disposers .... 33 19 24 
Dishwashers. ............ 41 30 43 
ae 2 2 0 
Clothes Driers ....6.ss. 52 80 56 
er Oe Tr rete 408 159 210 
Washers, automatic .... 247 384 356 
Washers, conventional .. 1,535 1,071 1,491 


Water Heaters 


COLUMBUS 1, OHIO 


with Ranco! 


A GOOD POINTER ON 
REPLACEMENTS... 
check first with Ranco 


Looking for dependable performance and precision 
operation in both commercial and household refrigera- 
tion Replacement Controls? Hunt no further! Stop in 
and see the new RANCO REPLACEMENT REFERENCE 
No. 1244 at your nearest Ranco wholesaler. This com- 
plete reference lists Ranco replacements for more than 
4,000 controls . . . including alphabetical listing of all 
refrigeration manufacturers, trade names, and Ranco 
Replacement Control code number. Replace it right 


<i WORLD‘’S LARGEST MANUFACTURERS OF REFRIGERATION CONTROLS 


PAT. NO. 2,297,928 


GOVERNAIR 


COMPLETELY PACKAGED 
AIR CONDITIONER 


Save water! Save space! Save installation time and money! 
Save operating costs! Yes, install Governair and save from 
$50 to $200 for each ton of the completely packaged 
Governair unit designed to fit your needs! . 


Experience proves Governair can save you up to $5,000 
on a 50-ton Governair unit that gives greater dependability 


and more “engineered efficiency” than ever before! 


If you want the best—if you want the most economical 
and reliable air-conditioning unit on the market ... CHOOSE 


GOVERNAIR and SAVE! 


EVAPORATIVE 
CONDENSERS 


AIR CONDITIONERS 


BLAST COILS FOR 
HEATING & COOLING 


UNIT 
COOLERS 


[ Gov 


_ GOVERNAIR CORPORATION - 513 


tee FF 


— ORIGINATORS OF COMPLETELY PACKAGED AIR CONDITIONERS 


>— 


N. BLACKWELDER + OKLAHOMA CITY, OXiA. 
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PATENTS 


Week of November 22 
(Continued) 


2,488,798. REFRIGERATED VENDING 
MACHINE. Syril Eugene Bouracier, War- 
lingham, England. Application March 5, 
1945, Serial No. 581,093. In Great Britain 
Jan, 11, 1944. Section 1, Public Law 690, 
Aug. 8, 1946. Patent expires Jan. 11 1964. 
11 Claims. (Cl. 62—91.5.) 
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1. In a refrigerating vending machine, 
an insulated casing having a base with 
a delivery aperture therein, a valve for 
controlling delivery through said aper- 
ture, a hollow magazine mounted for ro- 
tation about a vertical axis within the 
casing on said base and comprising a 
central refrigerant chamber, a receptacle 
for a refrigerant within said chamber a 
plurality of vertical package chutes each 
with an open bottom adapted to register 
with said delivery aperture, said chutes 
being formed within the thickness of the 
wall of said chamber, and a plurality of 
heat conductors extending between each 
chute and the interior of said chamber, 
said conductors being apertured for con- 
ducting refrigerant vapor from said cham- 
ber to the chute interiors. 


2,488,881. APPARATUS FOR AND 
METHOD OF COOLING LIQUIDS. Gar- 
diner M. Rogers and Charles Osborn 
Mackey, Ithaca, N. Y., assignors to 
Orange-Crush Co., Chicago, Ill., a cor- 
poration of Illinois. Application April 28, 
ary Serial No. 590,816. 7 Claims. (Cl. 62— 

5.) 


1. A _ refrigerating system comprising 
a heat exchanger arranged in direct heat 
exchange relation with a very cold pri- 
mary refrigerant, such as COs, said heat 
exchanger being mounted in a generally 
horizontal but somewhat inclined position, 
a container spaced and segregated from 


said heat exchanger, a submerged recept- - 


acle within said container for receiving a 
liquid to be refrigerated, and means for 
circulating from said heat exchanger to 
said container and back to the heat ex- 
changer by thermo-syphonic action a 
liquid refrigerant having a lower freez- 
ing point than that of said primary re- 
frigerant, whereby heat may be _ trans- 
ferred from said liquid to be refrigerated 
to said primary refrigerant. 


2,488,942. COMPRESSOR UNLOADER. 
Edmund F. Schweller, Dayton, Ohio, as- 
signor to General Motors Corp., Dayton, 
Ohio, a corporation of Delaware. Con- 
tinuation of application Serial No. 654,606, 
March 15, 1946. This application Feb. 17, 
1949, Serial No. 76,916. 13 Claims. (Cl. 
230—138.) 

11. A compressor including a member 
having a compression chamber therein 
and provided with inlet and outlet ports 
communicating with said chamber, a rotor 
within said chamber, a motor for driving 
said rotor, a blade slidably mounted in 
said member intermediate said ports, a 
first biasing means exerting at all times 


a force in a direction tending to move 


said blade toward said rotor, a pump ef- 
fective during operation of said compres- 
sor for circulating oil to operating parts 
and a 


thereof, secand biasing means 


stronger than the first biasing means and 
arranged with its biasing effect opposed 
to that of the first biasing means, the 
second biasing means comprising a bias- 
ing element and means biased and mov- 
able thereby, the bias of the last named 
means being overcome by oil circulated by 
the pump during operation of the com- 
pressor and the last named means being 
movable in opposition to the first biasing 
means, whereby the first biasing means 
is effective to move the blade into en- 
gagement with the rotor and to main- 
tain it in engagement therewith during 
operation of the compressor while at other 
times the second biasing means is effec- 
tive to overcome the first biasing means 
and thereby unload the compressor. 


2,489,009. REFRIGERATING APPARA- 
TUS INCLUDING A CABINET HAVING 
MEANS FOR SUSPENDING IT FROM 
THE WALL OF A SPACE TO BE COOL- 
ED. Sebastien S. Corhanidis, Athens, 
Greece. Application June 11, 1948, Serial 
No. 32,480. 12 Claims. (Cl. 62—129.) 


1. A refrigerating system comprising 
a closed compartment with an opening in 
a vertical wall thereof, a refrigerator in- 
cluding a cabinet detachably mounted on 
said wall and positioned entirely ex- 
ternally of the compartment, a refriger- 
ating circuit in said cabinet, the cabinet 
having two chambers, one of said cham- 
bers in register with said compartment 
through said wall opening, said refrig- 
erating circuit including an evaporator 
structure in the chamber communicating 
with said compartment and a refrigerant 
liquifying apparatus in the other cham- 
ber and connected to said evaporator and 
air impeller, means for directing air 
discharged from the impeller through said 
opening into said compartment and means 
for directing air from said compartment 
to the intake of said impeller, said eva- 
porator being located in the path of the 
air. 


2,489,019. REFRIGERATOR BREAKER 
STRIP CONSTRUCTION. Earl D. Drake, 
Greenville, Mich., assignor to Gibson Re- 
frigerator Co., Greenville, Mich., a cor- 
poration of Michigan. Application Jan. 
13, 1944, Serial No. 518,051. 4 Claims. (Cl. 
220—9.) 


1. A refrigerator cabinet including a 
side wall comprising spaced apart inner 
and outer panels, said outer panel having 
a portion at its front edge reversely bent 
rearwardly and terminating in a laterally 
extending flange, a breaker strip having 
a portion adjacent said outer panel ex- 
tending rearwardly and provided with 
a laterally extending flange overlapping 
said first named flange to form a for- 
wardly opening recess, means connecting 
the other edge of said breaker strip to 
said inner panel, a resilient sealing gas- 
ket in said recess, and resilient means 
holding said gasket in said recess and 
extending through said flanges to at- 
tach said flanges together. 
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Receive the greatest trade paper in the Industry—AIrR 
Conpitioninc & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
ing, and contracting. Only $5 per year, 52 issues. 


Fill in coupon and mail today 


<0 ome Gee ome 


| AIR CONDITIONING & REFRIGERATION NEWS 
450 West Fort Street, Detroit 26, Michigan 


Gentlemen: Send the NEWS for one year. 
[] $5 enclosed [] Bill me [] Bill the company 


GE conch arceceneus TTT TCTTIC TCT Te TT Ce 
SG waceas ee ee eae ee ee ee ee a ae eee a ee 


« MPTP TeCrTTTeTTTriT?._ ERTL T. ERE PELELELE LE 


5-1-50 


2,489,041. NUTATING AXIS ROTARY 
COMPRESSOR. David O. Manseau, Berk- 
‘ley, Mich. Application June 14, 1946, Serial 
No. 676,626. 7 Claims. (Cl. 230—148.) 


3. In a refrigerant compressor, a com- 
pressor unit including a stationary pad 
having spherical side wals and a frusto- 
conical upper surface, a gyratory impeller 
having a plane surface to engage said 
upper surface in rolling relation and hav- 
ing a peripheral wall formed with a con- 
cave surface engaging said side walls in 
sliding gastight relation, a bearing mem- 
ber interposed between the pad and said 
impeller and having radially extending 
blades positioned in vertical slots in the 
pad to divide the space therebetween into 
spaced compression chambers, inlet and 
outlet ports communicating with spaced 
portions of each compression chamber, in- 
let and outlet valves controlling said 
ports, and eccentric driving means to 
move said impeller in a gyratory path 
relative to the upper surface of the pad. 


2,489,043. PASTEURIZING AND COOL- 
ING APPARATUS. William J. Miller, 


Spring Grove, Pa. Application June 30, 
1947, Serial No. 758,132. 2 Claims. (Cl. 
257—245.) 


-] 


1. Pasteurizing equipment comprising a 
plurality of heat exchange units, some of 
which are adapted to receive steam and 
a liquid to be pasteurized, some of which 
are adapted to receive brine and a liquid 
to be pasteurized, and the others of which 
are adapted to receive steam, a liquid to 
be pasteurized, and cooling brine, each of 
said heat exchange units comprising con- 
centric inner and outer insulated rings, 
heat exchange elements disposed between 
the rings, each heat exchange element 
having a spiral channel therein for caus- 
ing the fluid passing through to have a 
circuitous path, said heat exchange ele- 
ments being arranged concentric with one 
another whereby to seal off the channel 
passages, individual inlets and _ outlets 
for the several heat exchange elements, 
and said heat outer insulated ring being 
divided into halves, a post extending up- 
wardly from the base, and bracket arms 
extending to each of the halves and 
adapted to be hinged apart whereby to 
separate the halves or bring them into 
engagement with one another, and fastener 
means for tightly securing the halves 
together. 


2,489,049. TEMPERATURE CONTROL. 
John J. Root, New York, N. Y¥. Applica- 
tion Dec. 20, 1945, Serial No. 636,123. 
3 Claims. (Cl. 257—3.) 


a 


1. In a temperature regulating appara- 
tus comprising two electrically actuated 
components for maintaining a desired tem- 
perature in a zone, an operating control 
for said apparatus, said control compris- 
ing a first bimetal thermostat, means to 
apply a controllable degree of heat to 
said first bimetal thermostat so as to pro- 
duce a controlled movement thereof, a U- 
shaped member including a pair of spaced 
and mutually insulated switch elements 
connected to said first bimetal thermostat 
so as to be movable thereby, each of said 
switch elements being respectively formed 
on one of the outer arms of the U-shaped 
member and being included in the re- 
spective electrical circuits of each of said 
components, a second bimetal thermostat 
disposed between said spaced switch ele- 
ments whereby the movement of said 
switch elements produces contact between 
one of said switch elements and the said 
second bimetal thermostat, said second 
bimetal thermostat being included in the 
electrical circuit of both of said compon- 
ents and being disposed in the zone served 
by said apparatus, the closing of the elec- 
trical circuit of either of said compon- 
ents being operative to produce a tem- 
perature in said zone which reacts upon 
said second bimetal thermostat to move 
it out of contact with a switch element 
when the temperature of said zone has 
reached a desired level. 


2,489,129. FROZEN CONFECTION AND 
EDIBLE CONTAINER THEREFOR. 
Prancis L. Harrison, Seattle, Wash. Appli- 
cation Feb. 11, 1947, Serial No. 727,825. 
1 Claim. (Cl. 99—137.) 

An article of manufacture consisting of 
a cylindrical pastry shell having one end 
closed and the opposite end open and 
bell shaped in combination with an ice 


cream plug of cylindrical cross section, 
having one end supported in the closed 
end of said container and having its 
other end supported in the bell end 


r ji 24 A 


thereof whereby said plug will be held 
concentric with relation to said shell and 


spaced therefrom along its intermediate 
portion. 
2,489,205. AIR CONDITIONING APPA- 


RATUS. Joseph H. Sweeney, Clarksville, 
Tenn. Application March 15, 1945, Serial 
No. 582,885. 1 Claim. (Cl. 219—39.) 


area 
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An air conditioning device of the char- 
acter stated comprising a housing having 
top, bottom, end and side walls, vertically 
disposed transverse partitioning walls 
within the housing transversely between 
the side walls and each in spaced rela- 
tion with an end wall, one of the parti- 
tioning walls terminating short of the 
housing top wall to provide an air pass- 
age way, the other partitioning wall ter- 
minating short of the housing bottom wall 
to provide an air passage way, the space 
between the said one partitioning wall 
and the adjacent end wall of the hous- 
ing forming an air admission chamber, 
the bottom wall at the bottom of said 
chamber having an air inlet opening, the 
space between the said other partition- 
ing wall and the adjacent end wall pro- 
viding an air conditioning chamber, an 
air outlet means leading from the top 
part of the air conditioning chamber, said 
top wall being formed to provide a re- 
movable cover at the top of the air con- 
ditioning chamber which cover is normally 
closed during the operation of the appa- 
ratus, a receptacle positioned within the 
air conditioning chamber upon the bottom 
wall and having spaced relation with the 
adjacent partitioning wall to provide a 
vertical air passage way, said receptacle 
being of materially less height than the 
air conditioning chamber, the receptacle 
being open at its top and having an up- 
wardly directed filling neck through which 
an air humidifying agent may be intro- 
duced into the receptacle, a flat filtering 
unit formed to horizontally partition the 
air humidifying chamber to cover all of 
the open top of the receptacle with the 
exception of the portion defined by the 
filling neck, said filtering element also 
covering the upper part of said vertical 
air passage way, a side wall of the hous- 
ing having an opening through which said 
flat filtering element is inserted, heating 
elements disposed in the housing between 
said vertical partitioning walls, and means 
for maintaining an air circulation through 
the housing from the air admission cham- 
ber to the air humidifying chamber for 
discharge through the air discharge open- 
ing leading from the upper part of the 
humidifying chamber. 


AVAILABLE FOR LICENSING 
. OR SALE 

Pat. 2,425,119. COOLING UNIT. Patent- 
ed Aug. 5, 1947. This cooling and dehu- 
midifying unit embodies a group of heat- 
conducting plates which can be used for 
various purposes and in various heat- 
exchange systems and apparatus but is 
especially suitable for use as a cooling 
unit in refrigerating or air conditioning. 
Conditioning of the air is accomplished 
without frost on the cooling surfaces, and 
consequently retardation of heat transfer 
is eliminated. Group 35—84. Reg. No. 
31,553. 


Pat. 2,467,427. REFRIGERATING AP- 
PARATUS. Patented Apr. 19, 1949. Electric 
refrigerator and home freezer comprises 
two units or sections with a single re- 
frigeration unit: one for deep freeze stor- 
age of foods, and the other larger section 
for usual household refrigerating pur- 
poses. Each section is operated through 
the circulation of thermal transfer fluid 
at different temperatures by a single re- 
frigerating unit. The’  thermo-transfer 
fluid is automatically controlled between 
the dual temperature chambers so as to 
maintain the desired cooling effect in both 
sections under all conditions. Group 35 
—84. Reg. No. 31,560. 


Pat. 2,167,369. VARIABLE CAPACITY 
COMPRESSOR. Patented July 25, 1939. 
Variable capacity fluid compressor has a 
number of solenoid operated control and 
distributor valves for loading and unload- 
ing the compressor. Rotary cams con- 
trol the energization of the solenoids, the 
cams being affected by the operation of 
a master switch. The master switch con- 
sists of a movable blade provided with 
contacts actuated by the pressure of the 


compressed fluid so that they move into 


circuit-closing position when required, so 
that a practically constant pressure is 
maintained. Group 36—19. Reg. No. 
31,601. 
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2,489,754. FARM FREEZER EVAPORA- 
TOR. Thomas G. Crider, Lima, Ohio, as- 
signor to Carrier Corp., Syracuse, N. Y., 
a corporation of Delaware. Application 
Nov. 30, 1946, Serial No. 713,307. 10 Claims. 
(Cl. 62—126.) 
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1. In a refrigerant evaporator unit, the 
combination of a plate-like member, a 
refrigerant conduit disposed adjacent 
thereto in direct heat conducting relation 
with respect to the lower face of said 
member, a second plate-like member dis- 
posed on the opposite side of said conduit 
in direct heat conducting relation there- 
with, said second member having a 
plurality of spaced indentations therein 
spaced from its edges, the bottom surface 
of at least some of the indentations being 
disposed in contact with said first mem- 
ber, mean in said indentations securing 
the members in fixed relation to one 
another, and a layer of heat absorbing 


material disposed between said members 
serving to prevent infiltration of moisture 
between said members without interfer- 
ence with the direct heat conducting 
relationship between the conduit and said 
members. 


2,489,510. REFRIGERATED SHIPPING 
CONTAINER. George B. Wagner, Hol. 
brook, Mass., assignor to Beekman In- 
dustries, Inc., New York, N. Y., a corpora- 
tion of New York. Application July 12, 
1945, Serial No. 604,700. 7 Claims. (Cl. 62 
—91.5.) 
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1. A shipping unit comprising a con- 
tainer having a storage chamber within 
insulated walls and an opening thereinto, 
a removable cover for the opening in- 
cluding insulation adapted to cooperate 
with said walls to enclose the chamber, 
means housed within the cover and cham- 
ber and including a refrigerant coil car- 
ried by the cover and located in the 


-chamber for automatically maintaining a 


predetermined temperature in the cham- 
mer, and means for automatically main- 
taining predetermined pressure in the 
chamber. 


2,489,536. ONE-WAY DRIVE FOR AIR 
CONDITIONING BLOWERS. Laurence A. 
Nelson, Pontiac, Mich., assignors to Gen- 
eral Motors Corp., Detroit, Mich., a cor- 
poration of Delaware. Application Sept. 
21, 1946, Serial No. 698,477. 5 Claims. (Cl. 
62—115.) 


1. In a refrigerating system, a refrig- 
erant compressor unit, an intermittently 
operated internal combustion engine 
solidly drive coupled with the compres- 
sor, an engine cooling radiator and a 
refrigerant condenser arranged for air 
flow therethrough, a centrifugal blower 
for producing air flow through the radia- 
tor and the condenser, a drive coupling 
between the engine and the centrifugal 
blower including both a power trans- 
mitting resilient joint and a one-way 
overrunning clutch in tandem drive re; 
lation. 


2,489,618. AIR CONDITIONING APPA- 
RATUS. Eugene Joseph Cantin, New York, 
N. Y¥. Application Oct. 3, 1947, Serial No. 
777,679. 4 Claims. (Cl. 183—79.) 
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1. A process for the manufacture of valu- 
able foreign suspended matter is cleared 
from an area of a forced stream of air 
passing through the same and the force 
of the air blast is utilized to deliver 
the cleared air and to discharge the sepa- 
rated foreign matter as waste through 
separate outlets, an auxiliary supply duct 
provided with means for clearing con- 
tained foreign matter from an area of 
an air stream passing through the same 
and having separate outlet branches for 
the cleared air and the uncleared air, the 
branch for the uncleared air being con- 
nected to the waste discharge of the 
aforesaid apparatus to utilize the force of 
the discharge blast thereof to induce 
an air flow through the auxiliary duct 
and its branches. 


2,489,680. REFRIGERANT CIRCULAT- 
ING SYSTEM. Malcolm G. Shoemaker, Ab- 
ington, and Russell M. Hall, Philadelphia, 
Pa., assignors, be mesne assignments, to 
Philco Corp., Philadelphia, Pa., a cor- 
poration of Pennsylvania. Application May 
15, 1946, Serial No. 669,964. 7 Claims. (Cl. 


62—115.) 
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7. A refrigerant circulating system com- 
prising a condensing unit, an evaporator 
including means providing for inflow of 
liquid refrigerant and a header within 
which gaseous refrigerant is accumulated, 
a restrictor tube through which gaseous 
and liquid refrigerant flow from said unit 
toward said evaporator, means interposed 
between said restrictor tube and said 
evaporator for separating the gaseous 
from the liquid refrigerant, means for 
conducting the gaseous refrigerant to said 
header, and means for delivering the 
liquid refrigerant to said inflow means. 


(To Be Continued) 
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Penn Switch Making Wide Use of <Live’ Charts, 
Demonstrating Models In Traveling Show 


DETROIT—Kick-off meeting in a 
series of 22 “refrigeration shows” in 
which Penn Electric Switch Co. is 
demonstrating its new 1950 model 
automatic refrigeration controls to 
servicemen in 10 eastern states was 
staged here on April 11. 

The series of meetings is scheduled 
to continue through June 22 and 
‘uture sessions will be held in cities 
ia New York, Massachusetts, Rhode 
jsland, Connecticut, New Jersey, 
Fennsylvania, Maryland, Washington, 
DD. C., and Virginia. 

R. H. Luscombe, general sales 
manager of Penn Electric Co., con- 
ducted the first meeting. He will 
siare this task with N. E. Jennison 
of the Penn sales promotion depart- 
nient in the remaining sessions. 

Refrigeration control operation, se- 
lection, installation, and adjustment 
are covered in the two-hour demon- 
stration. Created by Penn engineers, 
the show includes giant controls 
which actually operate, colored slides, 
blow-up charts, and a “live” board 
illustrating an entire refrigeration 
system in action. 

Among the new products covered 
by Luscombe are the Penn 270 series 
of pressure controls for all refrigera- 
tion and air conditioning jobs. This 
series has such features as two-pole 
construction, heavier bellows, 36 in. 
of tubing to permit making the con- 
nection at any desired angle, and a 
simple method of adjusting tempera- 
ture-pressure differentials. : 

He also discussed Penn’s new series 
246 water regulating valve which is 
claimed to keep water and sediment 
away from the moving parts of the 
valve. 

Another new product is a series 
235 switch to protect pressure lubri- 
cated high speed compressors. It is 
set to prohibit the compressor from 
operating for more than 90 seconds 
at a reduced oil pressure. This switch 
is not yet on the market, he said. 

He described the operation of the 
firm’s new series 321 automatic hot 
gas defroster that defrosts every 12 
hours by merely recirculating the 
system’s hot refrigerant. This can be 
used on both low and normal tem- 
perature applications. 

Another defroster, the series 325, 
starts the defrost cycle at a selected 
time but the compressor will not 
start again until a _ selected back 
pressure has been reached. This type 
defroster is designed for meat cases 
and other applications where tem- 
peratures of 28 to 33° F. are needed. 

Luscombe discussed the new 
“Avrgaire” temperature control for 
above freezing applications. This con- 
trol incorporates a special type bulb 
which is clamped to the evaporator 
coil and bent so that a portion of the 
coil extends into the cold air stream. 
Thus the bulb is affected by a com- 
bination of coil temperature and box 
temperature. 

Luscombe also covered Penn’s line 
of magnetic starters and contacts, 
and solenoid valves. 


BETTER COILS... 
FOR BETTER COOLING 


© “William Bohnet 
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When R. H. Luscombe, sales manager for Penn Electric Switch Co. (1), 
starts flipping switches on the company’s refrigeration system demon- 
strator board, things begin to pop. The board is designed to show how 
various types of controls act to keep different systems performing properly. 


Where{Penn Switch Will Hold 
Meetings In Next 2 Months 


The schedule of future meetings, 
all to be held at 8 p.m., is as follows: 

May 2—Utica, N. Y., Hotel Utica. 

May 4—Albany, N. Y., Ten Eyck 
hotel. 


May 9—Springfield, Mass., Hotel 
Bridgeway. 

May 11—Boston, Mass., Hotel 
Lennox. 


May 16—Providence, R. I., Car- 
penters Hall. 

May 18—Hartford, Conn., 
hotel (Shangri-La Room). 

May 22—New Haven, Conn., Hotel 
Garde. 

May 24—The Bronx, N. Y.—-Con- 
course Plaza hotel. 


Guard 


May 26—Manhattan, N. Y., Bilt- 
more hotel. 


May 31,—Brooklyn, N. Y., The 
Show Boat. 

June 2—Irvington, N. J., The 
Ivanhoe. 

June 6—Trenton, N. J., Hotel 
Hildebrecht. 


June 8—Philadelphia, Pa., Broad- 
wood hotel. 

June 13—Baltimore, 
Plaza hotel. 

June 15—-Washington, D. C., Hotel 


Md., Park 


Carlyle. 

June 20—Richmond, Va., Hotel 
Wm. Byrd. 

June 22—Norfolk, Va., Fairfax 
hotel. 


Bohnet Is V. President 
Of Sales for Star Metal 


PHILADELPHIA — The Star 
Metal Mfg. Co., Inc, here has an- 
nounced the appointment of William 
if f gm Bohnet as_ vice 
; president in charge 
of engineering and 
sales. 

Bohnet, a regis- 
tered mechanical 
engineer, has been 
with Star Metal 
Mfg. Co. for 21 
years, and has a 
background of 25 
years in the field 
of food service and refrigeration 
equipment. 


New Air Conditioned Food 
Store Opened by Safeway 


DALLAS — Air conditioned, the 
new Safeway Food Store at Columbia 
and Collett Sts. here held its formal 
opening recently. 

Herbert Wilcox, division manager, 
said Safeway plans to spend $5,000,- 
000 in Dallas in the next two years 
to replace and improve its retail 
stores. 


Alloying Zine with 
Copper, Beryllium 
Makes Stronger Metal 


SCHENECTADY, N. Y.—2Zinc, in 
the past a weak metal of little use 
in engineering, now can be made as 
strong as brass, according to a 
General Electric scientist. 

Dr. R. H. Harrington, of the G-E 
Research Laboratory, has developed 
a new alloy composed principally of 
zinc, with small quantities of copper 
and beryllium added, which has ap- 
proximately the same strength and 
electrical characteristics as_ brass. 
The alloy is relatively low in cost. 

Called “zncube” (pronounced “zin- 
cue-be”), from the chemical symbols 
for its makeup, the alloy has about 
eight times the useful strength of 
any zinc alloy now in use, Dr. Har- 
rington said. A foot-long strip of 
ordinary zinc 14, of an inch thick will 
droop slowly from its own weight 
when held horizontal at one end. 
With the addition of a small percent- 
age of copper and beryllium, how- 
ever, zinc takes on a springy, re- 
silient quality. 

The alloy is said to machine, solder, 
and resistance weld easily. 
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Garrett To Work Out of 
York Home Office After 
Post In Southwest Area 


YORK, Pa.—Paul Garrett, who had 
been serving York Corp. as commer- 
cial service supervisor of the south- 
west district, Houston, Tex., has been 
transferred to the home office here, R. 
H. Dowling, general service manager, 
has announced. 

According to Dowling, this move 
is a part of a broad program of 
more effectively utilizing field ex- 
periences in factory functions, par- 
ticulary those having to do with field 
product acceptance and service and 
installation instructions. 

Frank Fairfield, formerly commer- 
cial service supervisor of York’s 
Seattle, Wash., office has, after a 
brief assignment in the factory serv- 
ice department, succeeded Garrett at 
Houston. 

A graduate of Bucknell university 
in 1927 with a degree in Civil Engi- 
neering, Garrett joined the air con- 
ditioning and refrigeration firm in 
1929. 

After an extensive factory and 
field training course he was assigned 
to the Boston office, where he served 
for many years. During World War 
II he surpervised the installation of 
York equipment on hundreds of 
ships being constructed at shipyards 
located along the Atlantic sea- 
board. 

At the end of the war, he returned 
to the home office for a short period 
before being named to his Houston 
post. 


New Manual HelpsEngineer 
Solve Insulation Problems 


BEDFORD, Va.—A manual de- 
signed to help the refrigeration en- | 
gineer solve problems of low tem- 
perature insulation and to enable 
him to check recommendations for 
the insulation thickness required for 
maximum permissible heat loss has 
been published recently by the Ruba- 
tex division, Great American Indus- 
tries, Inc. here. : 

The manual is entitled, “Design 
Data Book on Rubatex R-103-S Insu- 
lation Hardboard.” It is called 
bulletin No. RBH-1-50. 

The contents include a discussion 
of the factors involved in proper in- 


‘sulation, heat flow, and a number of 


insulation problems with their solu- 
tions. Two tables give the values of 
heat transmission coefficient “U” for 
masonry walls, concrete floors, and 
ceilings. Technical data and general 
information is appended. 
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“Positions Wanted” $5.00 
Limit 50 words. 10¢ per 


RATES for 
per insertion. 
word over 650. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 650. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order, 


- POSITIONS WANTED 


CAREFULLY SELECTED group of 
trained men, graduates of reliable and 
well established trade school now avail- 
able to fill positions in the radio or 
refrigeration field. Willing to travel any- 
where. Why not fill that vacancy with an 
efficient and reliable man? Write EAST- 
ERN TECHNICAL SCHOOL, 888 Purchase 
Street, New Bedford, Mass. 


ENGINEER-SERVICE manager: 16 years 
experience in engineering, installation and 
servicing ammonia and “Freon’’ equip- 
ment. Distributor of leading lines of 
commercial equipment for 11 years in 15 
county area. 33 years old. Member of 
R.S.E.S. and A.S.R.E. Position in Mid- 
west or Southwest desired. BOX 3480, 
Air Conditioning & Refrigeration News. 


CLASSIFIED ADVERTISING 


PRODUCT ENGINEER for development 
and product design of gas, steam and hot 
water industrial heating equipment. Me- 
chanical engineer 30-45 years of age. 
6-10 years experience in this field. For 
work with progressive manufacturer of 
air conditioning, heating and refrigeration 
equipment. Location: central New York. 
Write giving details of experience. BOX 
a Air Conditioning & Refrigeration 
ews. : 


PRODUCT ENGINEER for development 
and product design of air conditioning 
equipment, Mechanical engineer 30-45 
years of age. 6-10 years experience in 
this field. For work with progressive 
manufacturer of air conditioning, heating 
and refrigeration equipment. Location: 
central New York. Write giving details 
of experience. BOX 3484, Air Condition- 
ing & Refrigeration News. 


EQUIPMENT FOR SALE 


WHOLESALE SEALED unit rebuilding. 
We will rebuild and convert your unit to 
“Ireon-12." One year guarantee. Write 
for price list and shipping instructions. 
ADVANCE REFRIGERATION COMPANY, 
829 East MeNichols Road, Detroit 3, 
Mich. 


POSITIONS AVAILABLE 


ENGINEER FOR freezer and refrigerator 
product design engineering department. 
Principally cabinet engineer. Know ma- 
terials, engineering, design and drafting 
practices. Check drawings, prepare mate- 
rial lists and releases for production. 
Experience in design and testing required. 
Avply to General Mer., AMANA 
REFRIGERATION, INC., Amana, Iowa. 


CHIEF ENGINEER, experienced in de- 
sign, laboratory testing and research on 
self-contained air conditioning units % 
HP and up. Must have administrative 
ability, knowledge of processing require- 
ments and be capable of developing new 
refrigeration accessory items. Salary con- 
sistent with qualifications. Send resume 
to TECHNIFLEX CORPORATION, Jer- 
sey Avenue, Port Jervis, New York. 


MANUFACTURER'S REPRESENTATIVE 
to contact commercial refrigeration deal- 
ers on walk-in coolers of all sizes and 
specifications both standard and specials. 
This is for the man who has other lines 
to sell to commercial refrigeration dealers 
and wants to make each call make larger 
commissions. Many good territories still 
open. Tell us your present territory and 
what other line you sell. BOX 3470, Air 
Conditioning & Refrigeration News. 


MANUFACTURER'S REPRESENTA- 
TIVES wanted by middle west manufac- 
turer. Complete line of refrigerated store 
fixtures, including latest design self- 


service models for every use. Several 
desirable territories available, including 
west coast, southern and middle west. 
Have very attractive proposal. BOX 3471, 
Air Conditioning & Refrigeration News. 


WANTED. FIELD representatives’ to 
handle a nationally known line of bever- 
age cooling equipment, walk-ins, auto- 
matic ice cube makers, etc. Several 
regions open. BOX 3479, Air Conditioning 
& Refrigeration News. 


EXCELLENT OPPORTUNITY for com- 
mercial refrigeration fixture salesman of 
high quality, to take charge of our com- 
mercial department, selling nationally 
known store fixtures in Milwaukee, Wisc., 
area. Our men know of this ad. BOX 3481, 
Air Conditioning & Refrigeration News. 


REFRIGERATION ENGINEER capable 
of writing technical course in refrigera- 
tion and air conditioning. State experi- 
ence and educational qualifications. BOX 
3482, Air Conditioning & Refrigeration 
News. 


AIR CONDITIONING compressor, 60 ton 
evaporative cooled type, used short time 
but in good condition. $1500.00 FOB 
Cincinnati. BIMEL CO., Cincinnati, Ohio. 


RECORDING THERMOMETERS. Electric 
7 day remote -30° to plus 70°. Brand new. 
$69.00 each. BIMEL CO., Cincinnati, Ohio. 


CLOSEOUT. SACRIFICING standard 
brand twelve tray ice cube maker remote 
@ $45. Write for details) MANN RE- 
FRIGERATION SUPPLY CO., 15 Astor 
Pl.; New York 3, N. Y. 


22.5 CU. FT. nationally advertised brand 
reach-in refrigerators, complete with 
unit; closeout; limited quantity available; 
fully covered by factory warranty; 2 door 
blower type; special price $285 f.0.b. New 
York City. Write, wire or telephone 
MANN REFRIGERATION SUPPLY CO., 
15 Astor Pl., New York, N. Y. GRamercy 


SPECIAL OFFER—Prominent make ver- 
tical freezer plates. 23—19” x 72”, list 
$35.10 each. 39—19” x 60”, list $30.60 each. 
48—19” x 48”, list $26.10 each. All less 
70%, F.O.B. New York. UNIVERSAL 
SUPPLY CO., INC., 623 West 129 Street, 
New York 27, N. Y. 


BUSINESS OPPORTUNITIES 


WANTED—STATE of Florida. Well 
established refrigeration, air conditioning 
business. East coast location preferred. 
Write full details and price first letter to 
ACE 11-35 30th Road, Long Island City 2, 
New York. 


SCHOOLS 


DETROIT AIR Conditioning Institute 
offers instructions in air conditioning, 
heating, refrigeration, ventilating, sheet 
metal layout, and heat pump engineering. 
Preparatory and advanced courses avail- 
able. New classes start June 6. Write 
for free information. Veteran approved. 
DETROIT AIR CONDITIONING INSTI- 
TUTE. Department D, 4258 Woodward, 
Detroit. Michigan. 


MISCELLANEOUS 


NORGE SEALED units remanufactured 
and exchanged. Immediate delivery from 
stock, 1 year guarantee. Write for prices 
and shipping instructions. Complete Norge 
engineering service. 22 years experience. 


MODERN REFRIGERATION CO., INC., 
12541 E. MecNichols Road, Detroit 5, 
Michigan. 
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Rema-Rses Exhibit -- 


(Concluded from Page 1, Column 2) 


F. G. Coggin, 
Educational Conference Committee 
of Rema, has announced the follow- 
ing roster of speakers and topics: 

“Pressure Drop and Sizing Refrig- 
erant Lines,’ John A. Schenk, chief 
engineer, Alco Valve Co. 

“Solenoid Valves—Their Design, 
Operation and Application to the 


Refrigeration System,” Herman 
Spoehrer, vice president, Sporlan 
Valve Co. 


“Safety for the Service Engineer,” 
George Schuld, International Safety 
Director, RSES. 

Educational briefs will include the 
following speakers and motion pic- 
tures: 

“Repairing Electric Motors” with 
demonstration, B. L. Britt, Service 
Manager, Wagner Electric Corp. 

“The Care and Refrigeration of 
Draught Beer,” Dr. Bryn Nissen, 
Engineer, Anheuser-Busch Co. 

“Disposable Containers for Com- 
pressed Gases,” A. M. Esberg, presi- 
dent, Eston Chemicals, Inc. 

“Removing Moisture from Refrig- 
erating Units,” F. Y. Carter, chief 
sales engineer, Detroit Lubricator Co. 

“The Electrical System of Her- 
metics,’”’ C. A. Patterson, field engi- 
neer, Spencer Thermostat Co., and 
A. P. White, manager, Commercial 
Refrigeration. 

“Refrigeration as it Applies to 
Open Type Commercial Display 
Cases,” Les Hickox, refrigeration 
service engineer, Tyler Fixture Corp. 

“Value and Proper Application of 
Heat Exchangers,’ Cecil Boling, 
president, Heat-X-Changer Co., Inc. 

“Water Conservation,’ speaker to 
be announced. 

“Refrigeration Oils,” Dr. W. O. 
Walker director research and de- 
velopment, Ansul Chemical Co. 

“Selecting and. Servicing Water 
Cooled Condensers,’ A. B. Newton, 
director of sales, Acme Industries, 
Inc. 

“Selection, Operation, and Mainten- 
ance of Water Cooling Towers and 
Evaporative Condensers,’ Howard 
Degler, technical director, The Marley 
Co. 

“Underwriters’ Laboratories, Inc. 
and the Refrigeration Service Engi- 
neer,” G. H. Pope, assistant secre- 
tary, Underwriters’ Laboratories, Inc 


chairman of the 


Fixture Production Costs Rising-- 


(Concluded from Page 1, Column 2) 


turers have enlarged their budgets 
for advertising and sales promotion, 
these men pointed out, too little con- 
sideration has been given to the 
necessity for providing today’s com- 
mercial refrigeration salesmen with 
authoritative information on the seri- 
ous problems confronting retail food 
merchants trying to remain in busi- 
ness in the face of ever keener com- 
petition for the householder’s dollar, 
and showing merchants in their terri- 
tories how the right kind of display 
and storage equipment can do this 
job. 

A panel discussion led by John D. 
Harris, executive yice president of 
Warren Co.; Ernest L. Stultz, presi- 
dent of Viking Refrigerators, Inc.; 
and C. V. Hill, Jr., vice president of 
Cc. V. Hill & Co., attempted the 
difficult task of forecasting the prob- 
able sales volume trend for the year. 
With industry sales for the first 
quarter nearly 40% ahead of the 
same period last year, these men ad- 
mitted a strong temptation to pre- 
dict a substantial over-all gain in 
1950. 

They called attention to the fact, 
however, that the commercial refrig- 
erator industry, in common with 
most other lines of business, got off 
to a very slow start in the early 
months of 1949, due to the generally 
pessimistic economic outlook at that 
time. The bulk of the industry’s 
near-record volume last year, they 
stated, was put on the books after 
mid-year. They felt that a reversal 
of this situation in 1950 was not in- 


conceivable, and were willing to 
“settle” for a boost of 10% to 15% 
over 1949. 


OPEN CASES MAY LEAD AGAIN 


As in the past several years, self- 
service refrigerated display and dis- 
pensing equipment, particularly of 
the open type, is expected to lead 
the parade of models created or re- 
designed to provide the food retailer 
with the answer to his need for high- 
volume sales on a minimum customer 
service cost basis. 

The discussion also brought out 
the generally shared belief that the 
retail demand for frozen foods will 
continue to grow, resulting in a con- 
sequent greater need for suitable dis- 
pensing equipment, with the em- 
phasis on display in keeping with an 
already establisned trend. A further 
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enlarged opportunity for the manu- 
facturers was seen in the sky-rocket 
growth of frozen fruit juices and 
other liquid concentrates, causing 
processors to compete vigorously 
with one another for adequate re- 
frigerated dispensing facilities in the 
retail store. An enlarged market for 
refrigerated units exclusively devoted 
to the display and storage of dairy 
products was also predicted. 


LABOR EFFICIENCY BETTER 


Labor. has been contributing its 
part to the task of producing equip- 
ment costing much more to build 
than before the war due to more de- 
manding service requirements and re- 
finements by increasing its produc- 
tive efficiency, according to a panel 
composed of Leonard U. Shapiro, 
president of United Refrigerator Co., 
and Reese L. Harrison, vice presi- 
dent-treasurer of Ed Friedrich Sales 
Corp. They agreed, however, that 
much more can still be done to in- 
crease individual work output 
through properly devised incentive 
systems, bonus plans, and _ other 
means of rewarding workers for 
greater effort. 

It was emphasized that the wage 
rates now being paid in the industry 
compare most favorably with any 
of the top manufacturing industries 
in the country, and that through pro- 
duction planning workers could nor- 
mally expect continuous employment 
throughout the year. 

John J. Leonard, vice president of 
Seeger Refrigerator Co., acted as 
chairman of the meeting in his ca- 
pacity as president of the associa- 


tion. In the closing moments of the 
%> 


program “guesstimating ballots,” on 
which executives attending the April, 
1949, meeting of the association had 
indicated their sales volume predic- 
tions for last year, were opened and 
tallied by a committee composed of 
Chester K. Litman, vice president of 
Koch Refrigerators, and Clarence H. 
Ziebell, assistant sales manager of 
McCray Refrigerator Co. The award 
for the most accurate estimate went 
to William B. McMillan, of Huss- 
mann Refrigeration, Inc., whose 
figure was within less than two 
hundredths of one per cent. The three 
next closest ‘“guesstimators” were 
William Cavanaugh, Jr., of Piggly 
Wiggly Corp., Emory S. Fowler, of 
Fowler Equipment Co., and Herman 
C. Ahrens, C. Schmidt Co. 


Advertising Code-- 


(Concluded from Page 1, Column 4) 


the last cash price prior to the pres- 
ent clearance or sale price shall be 
stated if there have been intervening 
reductions. Otherwise only the most 
recent price at which the set sold 
shall be quoted. (Originally $199.50, 
recently $149.50, now $100). 

“Terms such as ‘save,’ ‘savings,’ 
etc., shall not be used unless the 
advertised merchandise is a _ tem- 
porary reduction and will return 
after the sale to the former price. 

“5. Advertising of sale merchan- 
dise shall state the number of pieces 
available of each model. If the ad- 
vertiser has more than one store, the 
number of pieces in each store shall 
be identified in each instance. 

“If the sale includes less than ten 
pieces of one model, that particular 
item or model shall not be adver- 
tised again in less than thirty (30) 


days. It is the purpose of this stand- § 
ard to assist in eliminating so-called | 


‘bait’ advertising. 


“6. In a general sale, or clearance; | 


the term ‘priced from $39’ or any 
similar term shall not be used. The 


advertiser shall state the highest as | 
well as the lowest price—(pricea — 


from $39 to $299). 
“In this general advertising, if < 


cut is used, the cash price of the } 
model illustrated shall be quoted in | 
immediately unde» | 
or immediately adjacent to the model | 
pictured. i 


good size type 


“7, If any reference to maker is 


made, the name of the manufacture~ 
or of the set or model shall be 
stated. Such terms as ‘famous make’ 
etc. shall not be used. 

“8. The term 
shall not be featured in headings, 
sub-headings, and/or large’ type} 


= 


‘R.C.A. Licensed’ |] 


which could lead a reader to expec: | 
the model to be of R.C.A. manufac. © 


ture. 

“Tf the term 
used, it shall appear in the so-called 
‘body’ of the advertisement. 

“9. Unqualified superlatives shall 
not be used. ‘Lowest prices,’ ‘more 
for your money,’ ‘the greatest sale,’ 
‘largest stock,’ etc. 

“10. The terms ‘big,’ ‘large,’ etc., 
shall be eliminated. Actual sizes only 
shall be used. Ten inches, 12% in., | 
7 cu. ft. (family size), etc. 

“11. If the down payment is men- 
tioned, it shall be stated as the ‘down | 
payment’ in good sized type. Adver- 
tisers are urged to state the selling 
price as well as the down payment. 

“12. Except wherein these sug- | 
gested standards supercede it, the/| 
‘Guide for Retail Advertising and | 
Selling’ shall determine the proper | 
type of advertising and all adver- | 
tising shall be in accord with it.” 


— 


- 


Write for your copy TODAY 


New Bush Air Conditioning Catalog 


Design Engineers and Architects will find the new Bush Air 
Conditioning Catalog a valuable aid in properly planning and 
selecting commercial and industrial air conditioning equipment. 
No longer do you need to refer to 4 or 5 catalogs to specify air 
conditioning units . . . Bush has combined all the required 
information in the most usable catalog in the industry. 


DX COILS 
WATER COILS 
STEAM COILS 


COOLING | 
TOWERS ; 


‘R.C.A. Licensed’ is | 


we Soe Mesias alk are ‘ as EN PSD heat ie a sa : ae pe gy ee 5 Af ‘ | 
, ss pr en Sr 
A ee ——~~-tme 
ee 
i _ CO 
ae 4 r 
acl Pee | A 
lee G 
q 
ie P 
ae a ee 
{Trace I 
- eee : E 
ay D 
be, oe 
ag So St 
near let 
San let 
tio 
L dalgesd > al 
ee Cor 
ae for 
Speen cAly alo 
ae 
Fe eS ot ° 
C 
C 
rene hat 
Betis Wo 
aati mn 
oe bat 
5 Tas tin; 
J C 
2 : Nel F rec 
oe a his 
7 . — 4 \\ | Lik 
ee ee A rett 
< ae a WN Goc 
— or WW Ip 
2 al ER ie _ IN dea 
se &g al a el you 
ads : 4 “= ‘NB comront | ie 
E r f : Ses E * ae "3 . — a ’ a CONDITIONERS A 
- =" «@ mes | wit! 
z dy WW ask 
x i ; ee - Te - ‘ % : mn \ if i 
“a * SPRAGUE iron | : i a eh a 
on f esammenmeme ramen eas | “" } ’ de = qe the | 
a | ie]. ¥ | 1) eee | to 
pe Rater ; r nee EL fio ‘ : oe 
7 ~ mores @& ; - Of fe Tie || 
| me 4 Fs ‘ * z . é ay / . Y Pe “A \ 
: ae, Fh nk a beak y ) 
+ . \ ee eee . 7 ol Sos Seen \\1\11 
| 7) - rs } | | // oe Ad 
| ae ma j j per a / /1L7, fi We, xan! your 
ty | c- . : 2 : : 2 re : a prsen ra in 
7 SPRAGUE PRODUCTS COMPANY Pl ; dil NDU STR VAL HEAT TRANSFER PRODUCTS we as | * 
e € Cas i wy oo s —B\ convensers} ieee 
a wy eles ai € a In 
aan : S40 . , _ * 2 Wi a 
oe Motor Sp st MOTOR CAPAC TORS a : th Pond See aie i ' 
‘ ee and Mot aie a le q - im te 5 id ¥ ; ; ee ee ea a a 1 Ca 
. or - Fy “Se - 5 ee: BS be: ae ; iy ae 
Li All You Need with aed Rating Are a _ Cae ." ee .  Svteaea I 
" mn These Hand Gui ws hy, Aa B. 
Aa H. Xo 4 vides ae sigh oe Co leila ‘ " ———EEE sam 
) r eres a hand - af : = ae \\\ whic 
Se Jou wement Suide shee wil emer : — " il a pr 
3% Ou plenty of ti Wil save $ : Se i L 
me ¢ : mS : = Ww 
glance at the ate dca effort. Just Ss g : ak. Pee Bee Ro. ~ A : a a 
' ’ rr Ee : diaiia 7 =i co..c 
Ss : 0. ints Bye pee Z | un iC 
ablec ; 5¢t lese ti ae & . ‘ . we. 
a C. a IN two sizes: Sprague Guin® Rte "4 “ 
cas erence: ry chart for easy shop ret f . q . ' fi : Fr 
Jes compact fol Prague Guide C-901, a : i ln ees 
4 or work ech : ed h acket, tool kit, Ve Q 
x tive 1. Bot have a : J : a | 
ta tain lots wwe Proof finish, a ies i: . 
a information ee ENGINEERI ? 7 
a ree a Pui Si 20 
! RAGE Tt 
2 “0 } e' 
hi . S f 
al ne 
= 2a ant Z his 
cE : Sf oe y B: uc 
i ae 4 ; | 
ik ) T 
: i a i 
| a — ee - 
SPRAGUE PRODU / the 
re | EAT TRANS, hi to 
; - . eee | j ‘ : i ia 
a _ ae BUSH MANUFACTURING CO. @ WEST HARTFORD 10, CONN. FER PRODUCTS ' ” 
: — = rs [vers : 
‘ 
“ - > . - z ? . ; . é : q a ‘ f<* 2 P . R Ps an . b z 
t - ite % ¥ 4 , : } WY / ‘ . 4 a 4 . 5 a x ; 5 ; Lie F ae a : ere " -_ , Mee igh — 
‘ - : 7 ~~ . ay : : : +7 ‘s ‘ ; - *» > a a = ‘AS ; a se < wae g% a a 1 Z oe a “ ig SAE, 1 S % = 
e a. yi ; 2, eat Sam ee - MFA se as # ; : ie Sts Cine oe <4 . . Se tee 


